


























JUBILEE? =“ 
1847 ROGERS BROS. 


75-PIECE SERVICE 
SPECIAL JUBILEE GIFT PRICE 
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Superb 75 piece Jubilee Service for 8 or 12. .*74-5° 
Open Stock Price $88.50 


» CAROL GIFT CHEST « 


A new shape prevent-tarnish container of brilliant holiday colors. New, fluted display panes free 
with every set. 


CAROL GIFT CHEST WILL BE FEATURED ON "1847 SILVER THEATRE” | 


Listeners to this sensational new radio program will be looking in your store for this new Jubilee Set... 
Tune in yourself for half hours of real entertainment. 1847 Silver Theatre is broadcast from Hollywood 
every Sunday. . . 44 Columbia Stations: 5:00 Eastern, 4:00 Central, 3:00 Mountain, 2:00 Pacific. 


1847 ROGERS BROS Aosices Brest Siespl 


A PRODUCT OF INTERNATIONAL SILVER CO., MERIDEN, CO! 
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FOR PROMPT SERVICE— 
EFFICIENT SERVICE— 
NO DISAPPOINTMENTS— 


USE THE 
BENJ. ALLEN & CO. 


NEW 


1938 
CATALOGUE 
FOR 

NEW STOCK 
AND 

SPECIAL 
ORDERS 





The new 1938 Benj. Allen & Co. catalogue is a complete listing of everything for 
a jewelry store. The regular use of it will profit you and save time and worry. 


For the latest creations in the jewelry and allied trades consult this catalogue. 
Your order will be shipped immediately. No loss of sale on account of delay. 


Benj. Allen & Co., Inc. 


The Silversmiths Building 
10 So. Wabash Ave. Chieago, Ill. 
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HE birthstone for November is the topaz. It is 

particularly attractive when mounted in yellow gold, 
which is so popular at the present time. Topaz is 
also found in wine color, amber, blue, green and even 
Gray. 
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The topaz has been assigned to the planet Jupiter 
and to Sunday. In ancient times it was believed that 
the power of the stone was increased or decreased by 
the position of the moon. In olden times, says Mystic 
Gems, people thought the topaz prevented bad 
dreams. It was the stone of strong people and denoted 
fidelity, loyalty and true love. The yellow topaz re- 
ferred to in the Old Testament stood for benevolence 
—the green variety for uprightness. 


The jewelry worn by Miss Eleanor Holm in her cur- 
rent Principal Production picture “‘Tarzan’s Revenge” 
was loaned by the Donavan & Seamans Co., Los An- 
geles, Calif. It consists of a cocktail ring in a com- 
bination of gem topaz and diamonds, set in natural 
gold; a necklace of matched golden topaz and a brace- 
let of especially chosen gem golden topaz. Topaz is in 
high favor in Hollywood for afternoon wear as it is 
especially suitable to the lighter, softer costume 
materials. 
































A gold ring 


18 ounces, presented to 


weighing 
President Franklin Pierce by admir- 
ers, has been found in the vault of the 
New Hampshire State Library at 


Concord, N. H. The ring has a 
shield, which, when opened, reveals 
nine small compartments filled with 
specimens of California gold. A band 
of gold identifies the rivers from 
which the gold was taken. Franklin 
Pierce, a native of New Hampshire, 
occupied the White House from 1853 
to 1857. Gold was discovered in Calli- 
fornia in 1847, and in 1853 its pro- 
duction in that state was about $60,- 
000,000. It is interesting to note that 
at the date of the discovery in Cali- 
fornia the aggregate annual produc- 
tion of the metal, exclusive of Asia, 


was not over $30,000,000 in value. 


I. an interview 
Sturgis C. Rice, president of the New 
England Manufacturing Jewelers 
and Silversmiths’ Association, said, 
“In my opinion, one of Attleboro’s 
most vital and pressing needs is men 
trained in theory of industrial design, 
and by practical work at the bench, 
to carry on this work so essential to 
the jewelry and allied industries. The 
future of manufacturing is in the 
hands of her trained men. Percy 
Ball, secured by the People’s Insti- 
tute of Attleboro to teach this sub- 
ject, to my mind is the one man 
ideally suited to the task of translat- 
ing local needs in industrial design 
into adequate instruction. I congrat- 
ulate Attleboro upon having secured 
his services, and extend to him and 
his work my heartiest best wishes.” 
Mr. Ball, known nationally as well 
as locally, will have charge of the 
course in design for a period of 10 
weeks which began Tuesday evening, 
Oct. 12, at the local high school. The 
instruction will be in both theory 
and practice of industrial design. 


JEWELRY 
TRADE 





































As Mr. Ball’s class is limited to 
20 students, early registration at the 
Attleboro Chamber of Commerce is 
advisable. 


The melodious chimes 


of Los Angeles’ KFI ring out sweetly 
and cheerfully many times a day. 
They have, in fact, become a house- 
hold event wherever radio carries 
their music. 

The 10 p.m. chime on Oct. 8, how- 
ever, was a bit out of the ordinary 
for it marked the 16,000th time sig- 
nal for the LeRoy Diamond Co., of 
Los Angeles. This firm has spon- 
sored KFI time signals over a period 
of six years with a current commit- 
ment of 300 signals a month. 

One of the time signals was heard 
in Texas oil fields where a man whose 
well had just come in ordered a $16,- 
000 bracelet for his wife. The KFI 
signals have reached the Philippines 
and the Dutch East Indies and sold 
orders for dozens of silver services, 
watches and other jewelry merchan- 
dise. From far-off Shanghai came a 
cable order from a man who heard 
the LeRoy message when the ship was 
a day off the coast of China. 

Radio has been closely allied to and 
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largely responsible for the growth of 
the sponsoring firm in the opinion of 


B. F. LeRoy. 


iF a letter 
sent to the Hon. Henry A. Wallace, 
Resettlement Administration, Wash- 
ington, D. C., by Charles T. Evans, 
secretary of the American National 
Retail Jewelers Association, Mr. 
Evans outlines the policy of the 
A.N.R.J.A. in relation to Consumer 
Cooperatives. He said: 


“The American National Retail 
Jewelers Association has gone on rec- 
ord with the President of the United 
States as being opposed to Consumer 
Cooperatives if, and when, they are 
accorded special privileges not enjoyed 
by the rank and file of retail mer- 
chants throughout the country. 

“The recent news concerning the 
establishment of enterprises at Green- 
belt, Md., is disquieting to us since 
we understand that the Government 
will receive a percentage of the gross 
sales as rent for the premises occupied. 

“We have no objection whatever 
to Consumer Cooperatives as such— 
but we do most emphatically protest 
against any policy or arrangemené. 
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through which the Government ex- 
tends to cooperatives advantages that 
it is not ready to extend to other busi- 
ness enterprises. 

“We trust that the Government is 
not contemplating entering any ar- 
rangement with cooperatives, under 
which the Government takes a finan- 
cial interest in these projects. 

“All consumers are taxpayers, and 
under this classification come the 
members of our association. | will 
very much appreciate an expression 
from you as to the plans for the 
Greenbelt project, so that I can pass 
the word on to the members of our 
association.” 


4d 
F ixed retail prices 
protect the little business men who 
must make a big profit in order to 
live,” the Iowa Retail Jewelers Asso- 
ciation, in convention at Marshall- 
town, Iowa, Oct. 4, was told by Jack 
Keneen, who spoke on the subject of 
the Tydings-Miller Fair Trade Act. 
“Some people,” he said, “will say 
that ‘fair trade’ acts will bring an 
increase in prices. This is not true. If 
the manufacturer increases his price, 
he immediately invites competition. 
“Under the Tydings-Miller Fair 
Trade Act and state ‘fair trade’ acts, 
we feel confident that the wheel has 
been started rolling in the right di- 
rection.” 


[. a talk delivered 
before the public speaking class of the 
Sales Managers Bureau, St. Louis, 
Mo., Roy Culbertson of the Hess & 
Culbertson Jewelry Co., said: “The 
modern retail jeweler supplies the 
public with very necessary commod- 
ities. In a general way, every article 
of a decorative nature made of pre- 
cious stones or metals and worn by 
man or used in his home is included. 

“A necessary commodity is one so 
universally wanted by humans, that 
custom and tradition establish it per- 
manently as part of our very lives. 

“Christmas, birthdays, anniver- 
saries, weddings, graduations and 
other festive occasions call for the giv- 
ing of gifts, and articles made of gold, 
silver, diamonds and precious stones 
are the supreme outward expression 
of love, affection and esteem. 

“Traditions and customs grow and 
develop into instincts and the female 
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of the species, soon after birth and up 
to and after the Golden Wedding 
Anniversary, can best be pleased, by 
the male, with gifts of jewels and 
precious metals. 

“The supreme response, the agree- 
ment to marry, is sealed with the giv- 
ing of the engagement ring. The 
final marriage vows, with the wed- 
ding ring, and all the happy mile- 
stones of life are marked by the giv- 
ing of gifts furnished by the jeweler. 

“Our Government has acknowl- 
edged this by removing the luxury 
tax from the jewelry industry. 

“You would not be sitting here to- 
night if Queen Isabella had not real- 
ized sufficiently on her jewels to send 
Columbus to barter for Our America 
with a handful of trinkets. 

“If any here still doubt, consider 
the three wise men who set the ex- 
ample for all men and for all time by 
presenting gifts of gold, frankincense 
and myrrh to commemorate the su- 
preme event of history, the birth of 
our Savior.” 














Forty—Plus or Minus 


—Do you, as an employer, discriminate against 
an applicant for a position with your com- 
pany, because he is over forty years of age? 

—The Sales Executive Club of New York City 
recently conducted a research to get the 
opinions of leading executives as to the 
effect of AGE upon the value of men in 
executive and higher type selling work in 
the field of wholesale and retail distribu- 
tion. 

—It’s interesting to note that for “total value 
to organization” men over 40 are preferred 
by 80 per cent of those interviewed. 

—And 64 per cent of those interviewed who 
are themselves under 40 prefer men over 
40, while 86 per cent of those who are 
themselves over 40 prefer men over 40. 

—Taken as a whole the study shows that men 
over 40 are desirable because of their de- 
pendability, loyalty, spirit of cooperation 
and fortitude in times of stress. 

—To my mind a proper balance of venture- 
some youth and conservative maturity 
makes the ideal organization. 


President. 








A watch goes 
a long way in its time, as G. L. and 
H. H. Dillingham, watch and dia- 
mond dealers, will agree. 

When a really old watch came into 
their possession recently they were 
amazed to read the scratch marks 
placed there by two Ogdensburg, 
N. Y., jewelry firms, by whom they 
had been employed as young men. 
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Herbert H. Dillingham had learned 
the watch trade with J. F. Seeley, 
while his brother, George L. Dilling- 
ham, had started with a competitor, 
S. W. Percy. One of the dates of 
cleaning was Feb. 25, 1875. 


dd 

Te can modernize 
yourself and your thinking about your 
job, and the thinking of your em- 
ployes, just as profitably as you can 
your equipment, store interior and 
store front,” jewelers who attended 
a recent meeting of the San Diego 
Chamber of Commerce were told by 
Wilford L. White, chief of the Mar- 
keting Research Division of the De- 
partment of Commerce. “Very few 
retailers stop to appreciate the fact 
that modernization can apply to per- 
sonnel and even the proprietor. Pre- 
pare to give your store the individual- 
ity your personality permits and your 
customers will appreciate. The atti- 
tude of your sales people, the trim- 
ming of the windows, the advertise- 
ments and display cards can all cre- 
ate a personality which will in itself 
develop and hold trade, provided, of 
course, that it is genuine. 


A share of stock 


with every purchase of jewelry 
amounting to more than $37.50, was 
the offer of the Kay Jewelry Co. of 
California, Inc., in Long Beach, 
Calif., back in the gloomy days of 
1932. Glancing over the stock quota- 
tions recently, Harold G. Trattner, 
manager, discovered some remarkable 
recoveries for a number of the listed 
stocks that were given as premiums 
on sales. Libby-Owens-Ford Glass, 
then quoted at 7% is currently 
quoted at 4614; Packard, then 4 is 
now 634; American Radiator, then 
7% is now 12; American Steel 
Founders, then 7%4 is now 26%, and 
International Nickel, then 9%, is 
now 4414. Doing some more figuring 
he totaled the profits that Kay had 
made from the sales of merchandise 
and compared it with the profits ac- 
cruing to the customers from their 
stock. “To my surprise,” he says, “I 
discovered that our company would 
have been better off financially if we 
had kept the shares and not taken 
the profit on the merchandise. I’m 
still trying to decide if it was a good 
idea.” 








KENNETH N. WHATMORE 


General Advertising Manager, 
International Silver Co 


E sdetintes ... Santa Claus, 
bells, candles, snow, Christmas trees, stockings, red and 
green—stock “props” of the display man. Greatest of all 
display seasons—and reasons—yet apparently restricted 
as to color and contour. 

The world is on display at Christmas time—more so 
than on any other holiday in the year. There is so much 
uniformity. During vacation time—wedding time— 
Thanksgiving, you never know just what the other fellow 
will have in his window. But at Christmas you do know. 
It will be in red or green—or both, usually with “stock” 
fixtures, wreaths, Santa Claus figures and whatnot. It is 
his window against yours—perhaps with the same mer- 
chandise. 

You have to be a little ahead of competition—even 
though there’s going to be lots of business to go around. 
You have to make sure that the gifts of Santa Claus come 
from your store—-not from anyone else’s—especially from 
other than jewelry stores. Surely we have to keep it in 
the industry! What is Christmas anyway? I mean “com- 
mercially,” what is Christmas? Isn’t it a festive occasion 
on which we all gather about the traditional tree or hearth 
—usually in our pyjamas (at a very early hour, if there 
happens to be a junior about), to open packages left by 
Santa? Isn’t it the gr climax of all those “waiting-and- 


Fig. 3 


hoping” days wherein we’ve “hoped Santa would bring 
this or that’’? 

Personally, I know of nowhere but a jewelry store to 
shop for Christmas gifts—except, of course, for the little 
folks before they reach the “watch-pocket” age—or before 
they notice sister’s permanent and begin to primp them- 
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Left—An attractive window setting for 
the holidays which is simple to make 
and sure to attract much attention from 
passersby. Read the instructions care- 
fully before beginning work. 


The window shown at the right makes 
an attractive arrangement and conveys 
the spirit of Christmas in a pleasing 
manner. It can be easily arranged and 
presents a colorful appearance. 


Fig. 4 


selves before a mirror—And that’s an early age these 
days! 

I cannot imagine mother being really and truly happy 
(even though she shows great enthusiasm) to find a new 
washing machine hidden behind the tree (which will come 
out of her budget anyway!). 

The surprise is the thing. And how else can one be 
surprised but by a really “personal” gift—something that 
doesn’t mean work—something which either adorns the 
person, or adds the ‘‘touch” to those things in which we 
pride ourselves—our homes and our entertaining ? 

So—let’s get people to stop at our stores. Let’s convey 
the real ‘gift’ idea. Let’s show there’s more fun and 
happiness in giving than in receiving. (That’s true, too, 
you know it—and so do I.) The warmth of-your display 
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will do this for you. It can convey a stronger message 
than any amount of reading matter. Hence, let us simply 
describe the coloring and setups used for the accompany- 
ing illustrations, without giving more reasons “why” our 
windows should make Christmas the real gift-giving sea- 
son it really represents. 

Figure 1—Props required: 

9 Candles (to be cut in various lengths). 

Step fixture. 
Small blocks. 
or 4 packages of colored, transparent straws. 
Blue card. 
White card. 
Bell, or Plasteline (clay). 
Red ribbon. 


And a few fir or pine leaves. 


wni— 


— ee et 


1. Place the “step” fixture against window back- 
ground. 

2. Then arrange the seven small blocks, placing one in 
the center against the step. The others lead toward the 
front—each one, one inch forward from the other. 

3. Stick the pine leaves to the backs of small blocks 
with adhesive tape. 

4. Now drill nine holes in any piece of wood—the 
holes at about 3% inches apart and large enough to take 
the candles. 

5. Mix up the transparent straws—some red, some 
blue, some green. Take small bunches (seven or eight )— 
bend them in half around the base of a candle and insert 
them—with the candle—into a hole in the wooden base. 

Do this with all nine candles. Place this candle rack 
on the top of the step—near the back, so that small mer- 
chandise can be displayed in front. Then place a piece of 
blue cardboard—about three inches high—in front of the 
candle rack (to hide the board). 

6. Now the background itself. Take a piece of white 
poster card. Cut it the length of your step fixture and 

(Please turn to page 102) 
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‘Des brilliantly lighted 


windows of the Hennegen-Bates jewelry store in Balti- 
more, Md., caught the eye of a reporter for JEWELERS’ 
CiRCULAR-KEysTONE. Opening his trusty camera, he 
took a couple of pictures of one of the windows, a 
“medium” shot and a close-up. Noticing that there were 
23 different patterns of sterling silver forks arrayed in 
a row close to the plate glass, he decided to stop in the 
store the next day to find how many of the patterns were 
actually carried in stock and to look things over generally. 

Next morning he walked into the store bright and early 
and introduced himself to Howard Millikin, the man 
who says “yes” and “no” around the place. The usual 
social amenities having been complied with, the reporter 
asked, “How many patterns of sterling silver flatware 
do you carry in stock, Mr. Millikin? I counted 23 pat- 
terns of forks in that corner window when I took a pic- 
ture last night. Is that the crop?” 

“Well, yes and no,” replied Mr. Millikin. “There are 
23 patterns of forks in that corner window, and from 
one point of view you might say we stock that many pat- 
terns. Of that number, however, we actually carry full 
stocks of 20 patterns and full ‘show lines’ of three to 
six additional patterns. The manufacturers are very co- 
operative—where we fully stock several patterns of a 
manufacturer and ‘show lines’ of other of the manufac- 
turer’s patterns, we get wonderful service in having our 
needs promptly supplied by the manufacturer, in any of 
his patterns.” 

“How about the new patterns that are constantly being 
brought out ?” 

“You are asking a big question,” 
claimed. 

“The manufacturers undoubtedly feel that many new 
patterns make many new sales—in other words, they 


stimulate business. Do they? Of course some new pat- 


Mr. Millikin ex- 
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O MANY SILVER 
SAYS HOWARD 
MILLIKIN 











terns must come out from time to time, but do we nee 
so many—my answer is No. Just as many sales would be 
made from fewer patterns—the retail jeweler would 
then be able to carry full stocks of a much larger propor- 
tion of the patterns and in most cases, sales to consumers 
would be made more easily—for the consumer would not 
then be confused by so many new ideas and shop and 
shop and shop. Some manufacturers are proving these 
conditions by bringing back some of their inactive pat- 
terns which are in most instances more beautiful than 
the new patterns. Undoubtedly there is a growing de- 
mand for the fine old patterns of silver. 

“Tt would be most interesting to get figures from the 
large silversmiths of the country on their orders for in- 
active patterns which are supplied twice each year without 
the extra die charge. These figures I believe would 
startle us, showing the enormous demand for the ‘good 
old patterns.’ These are not all match-up orders—many 
of them are ‘starting sets’ orders and are selected because 
they are more beautiful than the new patterns. If these 
old patterns were brought back again and advertised as 
are the new patterns, I believe the old patterns would 
out-sell the new patterns, many times, and the manufac- 
turer and the retailer would both be much happier.” 

Skipping lightly over to another subject, the reporter 
then asked what Baltimore manufacturer’s silverware 
Mr. Millikin carried in stock, knowing that Maryland’s 
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largest city is the home of at least three prominent silver- 
smiths. Answer, “None.’’ Hennegen-Bates nor so far as 
Mr. Millikin knows, does any other Baltimore jeweler 
carry the products of the local silversmiths, inasmuch as 
these silversmiths have their own retail stores in Balti- 
more and sell in extremely close competition with local 
jewelry stores. Occasionally a local jeweler will make 
arrangements with a local manufacturer to make a special 
piece or set of pieces for him but that seems to be about 
the limit of the dealings between them. 

n Hennegen-Bates deals with a few manufacturers and 
,- appear to be satisfied with their sources of supply, their 
hollowware sales, for instance, being quite satisfactory— 
e and this in a city famous for its hollowware factories. 

. Mr. Millikin contends that by carrying the lines of 
t most of the leading silversmiths of the country, he can 
give to the public a much larger selection of patterns, 
both of flatware and hollowware, than if he should be 
' restricted to the products of his own factory. 

“Do you think you could do more business at a profit 
with instalment buying, or divided payment or whatever 
you wish to call them?” queried the reporter. 
| “Yes,” said Mr. Millikin, “I feel sure we could. 
. fact we are very much interested in developing credit 
business. The problem with us is to figure a dignified 


mo oD ~ 
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, plan by which our better grades of merchandise can be 
bought out of income. We are much interested in the 
; articles you have started to run on the subject. We have 
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had no experience with that sort of selling and are won- 
dering if the possible increased volume will offset the 
increased cost per sale.” 

“Are you bothered at all by manufacturers and jobbers 
‘short-circuiting’ the retail jeweler and selling direct to 
the consumer?” asked the reporter, remembering several 
purchases he, himself, had made a few years ago, when 
a resident of Baltimore. 

“Yes,” answered Mr. Millikin, “I am positive there 
is a lot of that sort of thing going on, not only in Balti- 
more but in the large cities of the country, generally. I 
hope the local, State and National associations wil! con- 
tinue to run these sales down and take definite action to 
stop such unfair business.” 

The reporter, at one time employed in a wholesale 
establishment in Baltimore, was reminded of a number 
of cases where the jewelry department of his outfit sold 
diamond jewelry and watches at laughably low margins 
to visiting merchants for their personal use and men- 
tioned this to Mr. Millikin. 

“T am not surprised,” he remarked, “and yet the man- 
ufacturers and the jobbers expect the retail jewelers, the 
real volume outlets in the trade, to give them whole- 
hearted support and cooperation. However, business is 
pretty good and I am glad to say that competitive condi- 
tions among the Baltimore retailers themselves are very 
satisfactory and that is a big help,” with which the re- 
porter was glad to agree. 






















Anniversary Gifts 


HE action of the American Na- 

tional Retail Jewelers Association 
at the recent convention in New 
York when an official list of wedding 
anniversary gifts was adopted was a 
step in the right direction. The fact 
that the association recognized those 
anniversaries which custom has long 
since established will go a long way 
in making the selections popular with 
the public at large. 

In establishing such a list it was 
borne in mind that the most expensive 
gifts must be indicated in the anniver- 
versaries which are fewer in number 
and for that reason may be more 
greatly emphasized. 

The association is to be congratu- 
lated that it did not try to bring into 
the gift list articles which are purely 
jewelers’ merchandise but rather ad- 
hered to established custom and also 
accorded places to many lines other 
than jewelry, including electrical ap- 
pliances for the eighth anniversary, 
steel for the [1th and silk or linen 
for the 12th with lace for the 13th 
anniversary. 

The principal change in the higher 
brackets is the suggestion of the dia- 
mond anniversary being the 60th in- 
stead of the 75th, which is so unusual 
as to be almost negligible. The selec- 
tion of crystal and china for the 15th 
and 20th anniversaries, copper, brass 
and bronze for the 7th, pottery for 
the 9th and tin or aluminum for the 
10th anniversaries have accorded 
places to many lines other than jewel- 
ry and are excellent selections which 
fit in well in these years and give no 
chance to accuse the association of 
trying to monopolize the list. 

It is safe to say that the official list 
as adopted by the A.N.R.J.A. will 
receive general approval both within 
and without the jewelry trade and 
that in the years to come will become 
as firmly entrenched in the habits and 
customs of our people as has the offi- 
cial list of birthstones adopted some 
years ago by the association. 

A survey of the various lists of 


wedding anniversaries made some 
time ago developed so many differ- 
ences that there was a real need for 
an official list and the one selected by 
the A.N.R.J.A. fills a long felt need 
both on the part of the jewelry trade 
and the public as well. 

The general acceptance of this list 
will remove any doubt as to the cor- 
rect one and will thus avoid confu- 
sion arising in the future. 


Not Price Alone 


RICE is an important factor in 

the sale of all kinds of articles and 
must, of course, be taken into con- 
sideration by retail jewelers, but price 
alone is not the only thing that the 
retail jeweler must take into account 
in making his business a success. 

To so establish himself in his com- 
munity that he is recognized as a man 
who has a real knowledge of his busi- 
ness, is absolutely honest in all his 
transactions and has good taste in the 
selection of his merchandise are 
fundamental factors in building a 
lasting success. 

The matter of price became more 
and more pronounced as the depres- 
sion continued and fewer people had 
extra dollars to spend for other than 
the necessities of life. But now, with 
a return to better conditions the mat- 
ter of price is not so significant that 
it leads the way to sales when the 
prospective purchaser does not feel 
assured that the jeweler really knows 
more about the merchandise than does 
the man on the street. Then again 
if there is a question of doubt as to 
the integrity of the jeweler the pur- 
chasers will be fewer and fewer as 
time passes. 

Articles sold in a jewelry store are 
so closely associated with sentiment 
that the gift for wife or sweetheart 
is expected to reflect refinement and 
good taste and where sentiment en- 
ters into a purchase the price tag is 
not as carefully considered if first 
quality articles fashioned in good 
taste are desired. 
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‘There are many retail jewelry 
stores today in which the public has 
implicit confidence because of years 
of fair-dealing. ‘There one can leave 
jewels without even a thought of 
danger of loss. ‘This is in keeping 
with tradition. There are, however, 
some jewelers who do not deserve 
nor do they enjoy this confidence. 
They are not the ones who succeed. 

So, after all, knowledge, integrity 
and good taste are of major im- 
portance to every forward looking 
jeweler. 


Encouraging Figures 


HE semi-annual comparative fig- 

ures compiled by the Research De- 
partment of The Jewelers Board of 
Trade relating to financial embar- 
rassments in the jewelry industry 
have been issued. They show a 
marked decrease in the number of 
concerns involved and in the amounts 
of liability as compared with the same 
period in 1936. 

A glance at the figures will show 
a greatly improved condition in our 
industry. ‘The number of manufac- 
turers suffering financial embarrass- 
ment from January to July, 1937, is 
placed at four with liabilities of $41,- 
157.18 as compared with 17 having 
liabilities of $672,656.40 in the same 
period in 1936. Wholesalers are 
given as seven with liabilities of $147,- 
128.53 as compared with 10 having 
labilities of $276,340.84 in the com- 
parative period in’ 1936. A total of 
69 retailers are listed with liabilizies 
of $956,516.43 compared with 93 in 
1936 with liabilities of $1,245,637.83. 
The repairers are given as three with 
liabilities of $7,064 compared with 
seven whose liabilities amounted to 
$27,663.43 in the January to July 
period in 1936. 

Certainly these figures paint a 
much more pleasing picture of condi- 
tions in the jewelry trade and should 
give all branches of the industry en- 
couragement at this time to look for 
a better fall and holiday trade. 
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THE spirit of Christmas buying is already being felt in the stores throughout the country and un- 
less retail jewelers are ready to meet the public demand for new and up-to-the-minute merchandise 
many of the Christmas dollars will go for other than jewelry gifts. 

The retail jeweler should check up at once and make sure that his direct mailing list is correct 
and that it will reach all the prospects in his trading area. His direct advertising literature should 
also be ready for the mails. His newspaper advertising must be carefully planned with the copy 
written and cuts prepared illustrating the articles he is featuring. 

Window and store interior displays should be the subject of careful study. The window displays 
a” of particular importance because they offer shoppers a first impression which should be most 
avorable. 

Look to your radio broadcast program and be sure that it has the proper interest and that it 
centers attention on your store as gift headquarters. 

In fact tune your whole store to the Chime of Christmas bells. Remember that at this season 
of the year everybody wants to buy something for somebody and that the more attractively you 
present your merchandise the greater will be your share of the Christmas dollars. 

Christmas time is the harvest time of the year for the retail jeweler, and, if he has prepared 
carefully and has merchandise which will attract attention, his sales reward will meet his expectations. 

Get into the Spirit of Christmas and let it dominate your store. Make the people who come 
to your store feel at home. Greet them with a pleasant smile and send them away feeling better 
for having seen your stock, whether they purchase or not. 

Now is the time to make ready for the big selling campaign which the Holidays bring. 
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The woman in the blue 
dress hesitated. She picked up the watch again. Laid it 
down. Finally, ‘““Well, I’ll probably be back.” And was 
gone. 

“Did you ever realize what a serious thing it is to miss 
a sale?” the Old Veteran asked as Don Patty put the 
watch back in its place. 

“Sure,” the young jeweler replied with half a yawn. 
“If I had sold her the net profit on that sale would have 
been about two or three per cent—maybe five at the out- 
side. So if I miss her—well, it’s not much loss anyway.” 

“Which is all right,” chaffed the Old Veteran, “except 
that it’s all wrong! Let’s put the question this way: 
After a customer is once in the store what is the differ- 
ence in the year’s final net profit whether she is sold or 
missed ?” 

“T just told... 

“The difference, Don Patty, is the full amount of the 
gross margin on the sale.” The Old Veteran ignored 
Patty’s interruption. 

“You say it’s only two or three per cent because of 
the expenses that must be paid out of that margin. You’re 
still wrong! Jewelers, you know, are accustomed to 
thinking of expenses in two classifications; overhead, 
which goes on and on regardless of volume; and selling 
expenses, which vary with the amount of sales. Possibly 
half and half. 

“That separation, Don, is quite correct for bookkeep- 
ing purposes as far as the year’s final records are con- 
cerned. 

“But the facts are, considering the day by day opera- 
tions in this or any other jewelry store, al] expenses are 
overhead. They go right on day after day practically 


” 
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What Difference Whether You Sell 1 ql 
Her or Miss Her? Try Some Super- 4 


Normal Advertising This Christmas E 
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regardless of sales. If the woman in the blue dress had 
bought something, the only specific increase in expense 
would have been the box, paper and string needed to 
wrap it. 

“Maybe a couple of other little items too. But all so 
small that I’m going to call them ‘nothing’ just for the 
present and insist that volume does not affect expenses.”’ 

“But you’re mistaken, Old Vet,” Patty argued. “My 
volume is lower than last year and so are my expenses.” 

“Yes, yes, | know! But why are your expenses lower? 
Did your decreased volume do it? Positively not! 

“Your expenses are lower because you took some defi- 
nite action on your own accord. Your decreased volume 
merely furnished the incentive, the necessity for that 
action. If you yourself had not done these various things 
your expenses would show little change of their own 
accord, despite a considerable decrease in sales.” 

But Patty was not convinced. “You can’t deny, Old 
Vet, a store doing $200,000 must have more expenses 
than one doing $50,000.” 

“Absolutely, Don. In the long run, the more volume 
the more expenses. ‘That is an unquestioned general rule, 
a good law of averages, but it does not apply to each 
individual store nor to any specific transaction within 
that store. 

“And why not? Because ‘with business as it is’ it is 
safe to say this $50,000 store could do $55,000 with no 
additional expense except those ‘nothing’ items I men- 
tioned. Furthermore, if the business dropped to $45,000 
there would be slight chance of any expense reduction 
on that account. 

“The point is plain: After a store has become a going 
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concern expenses do not vary with the individual sale— 
nor with a considerable number of individual sales. lf 
the woman in the blue dress had spent $10 the net profit 
at the end of the year would be increased by something 
like $4 over what it will be without that sale. And this 
is true whether you make 2 per cent or 10, or even if 
you lose 2 per cent or 10. It is true under any con- 
ditions.” 

“Presuming I’m convinced, what's the moral of all 
this?” Patty asked. 

“Confidentially,” answered the Old Veteran, “I sup- 
pose it’s no secret to you that Christmas is just around 
the corner. Also that you could handle a good many 
more women in blue if only—if only you could get them 
into the store. That’s the big problem. 

“Now if you’ve been listening carefully you have seen 
that any effort to bring in additional volume wil! pay for 
itself if the cost of that effort is no greater than the gross 
margin of the added volume it creates. 

“For easy figuring with plenty of leeway, let’s assume 
your gross margin is 33 1/3 per cent, which makes a 
generous allowance for those ‘nothing’ expenses. Then 
if you spend an extra $100 on advertising and it brings 
in an extra $300 volume, that promotion will have just 
paid for itself. If it brings in $400 then the entire gross 
margin on that final $100 is strictly velvet in the year’s 
net profit. 

‘Jewelers of the ‘regular’ type have been accustomed 
to thinking of 4 per cent of their sales as being ‘normal’ 
advertising expense, with 5 or 6 per cent as the outside 
limit. True enough ordinarily. Yet the fact remains that 
additional advertising will pay for itself if its cost does 
not exceed one-third of the additional volume it pulls— 
up to a certain point.” 

“That sounds like a grand idea, Old Vet,” Patty ex- 
claimed. “But... but is there any assurance that extra 
$100 will pull $300 in?” 

“No indeed. Nor is there any accurate way of measur- 
ing advertising returns. A ‘normal’ amount of. reason- 
ably good advertising, the experts say, should produce at 
least five times its cost in volume, though not necessarily 
at once of course. But then, according to the law of 
diminishing returns, additional advertising beyond that 
‘normal’ seldom produces the same proportionate results. 

“Tf it did all you would need do is pile on advertising 
and create volume in unlimited amounts. No, it doesn’t 
work that way. But of all the year November and De- 
cember are certainly the ideal months to test out what 
some super-advertising will do.” 

“Hold on, Old Vet, and let’s figure this out.” Patty 
reached for his scratch pad. “From the way basiness has 
been going I had expected to do $35,000 this November 
and December, spending $1,500 for advertising, about 
one-third of my year’s budget.” 

“All right, we'll call that ‘normal’.” 

“But if I could just get more people in here, I believe 
I could do at least an additional $3,000 on the same 
overhead. According to your theory I would be justified 
in spending an extra $1,000 to get that $3,000 increase, 
and any additional increase beyond that will swell my 
year’s net profit by its entire gross margin.” 

“Exactly! But you must be sure your super-normal 
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HOLIDAY 


Promotion Ideas 


Build Silverware 


»>ALES 


By 
H. R. Simpson 








As pre- Thanksgiving (1937) 
Denver shoppers gaze, their mouths will water, for the 
turkey on the table-for-four, in the Syman Bros. Jewelry 
Co. window, will look like the sure-nuf real thing. Ac- 
tually, it will be a wax creation, but so realistic that many 
people won’t detect the fact. Creator of the turkey: a 
famed Denver catering house. 

The table, about four feet square, will present an entire 
service, and every detail will be 1937-correct, arranged 
by the Syman silverware department. One display card 
will say, in effect, “You Are Invited For Your Thanks- 
giving Dinner,” while another card will suggest, “A Din- 
ner Tastes So Much Better When The Correct Silver 
Service is Used.” 

The linen will be loaned by a prominent linen specialty 
house, and a tiny card will make due acknowledgment. 
Over a period of years, this store has found that Thanks- 
giving “exchange plans” are mighty effective things. The 
idea, of course, is to supply the linen house, in return, 
with silverware for a window display. In the same way, 
a prominent florist may provide flowers for the Syman 
display. Ted Syman, alert manager, has used as many as 
half a dozen exchange schemes in all. 

“This window display will be in for about three weeks 
before Thanksgiving, right up to the day,” commented 
Mr. Syman. “And it will sell a lot of silverware. We 
don’t worry about that!” 

In November this year the Syman store will use a sil- 
verware promotion to prospective brides. Because the 
holiday spirit abounds is all the more reason, the manage- 
ment feels, for aggressive silverware promotion. ‘To up- 
ward of 200 selected brides-to-be, the store will send a 
single Sterling silver spoon. The letter, which will be 
received simultaneously, will read like this— 

“We have just learned that you are to be married soon, 
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and we want to be one of the first to congratulate you. 
Incidentally, we wish you to accept a little souvenir with 
our compliments. 

“This is one of the newest Sterling silver patterns. We 
feel sure you will be interested in it. We have a very 
large selection of these patterns, manufactured by the 
most famous silver companies. If you prefer, you may 
come down to the store, and exchange this for the pattern 
which you wish to have as your permanent silverware 
design. We always keep a book of such selective patterns, 
and would be glad to send a copy of it to your friends 
who are considering getting you a gift. 

“One of our special services is the designing of mono- 
grams to match the silver pattern you select. 

“Again wishing you happiness, we are, Very sincerely 
yours.” 
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Syman Bros. find that novelty Silver items 

attract much Christmas trade. This cus 

tomer is looking at a combination coffee 
pot, sugar and creamer 






































































This letter will be written on a letterhead bearing the 
Syman crest. The only wording on the envelope will be 
a street address return card on the back flap. The spoon 
will be artistically boxed. 

As the customer selects a pattern, the store will proceed 
with follow-up. Parents may be told, for example, that 
the store has a very beautiful tea set, and other silverware, 
to go with the pattern selected. The store will offer to 
have a lady representative call. Incidentally, this Denver 
store believes in experts: it has two, a saleswoman who 
has specialized for 18 years in silverware, a salesman 
who has specialized for 15 years—these periods in the 
Syman store! i 

Direct-mail planned this year to build Christmas gift 
sales will be a letter which goes to the store customer 
list the last week in November, addressed in every case 
to the matron of the home. They will persuasively sug- 
gest how timely it is, at Christmas, to fill in silverware 
sets, and keep them thoroughly modern. Silverware book- 
lets will be inclosed. 

“We shall time this mailing,” commented Mr. Syman, 

“so that it will give the recipient ample opportunity to 
get her family propaganda, if you understand what | 
mean, under way. When we turn her mind to silverware 
early, we stand that much better chance she will decide 
it is the thing she wishes, then proceed to convert husband 
and family to the same idea.” 

In accordance with general Syman practice, these let- 
ters will be dispatched so as to reach homes in mid-week. 

Ted Syman described two sales-building ideas which 
will be alertly carried out during November and Decem- 
ber. 

In a tactful way, salespeople will seize opportunities 
constantly to draw attention of customers and store visi- 








tors to novelty pieces in silverware, such as flower vases 
(shown with flowers), vegetable dishes, hors d’auvers 
pieces, and so on. There will be “spot” display of such 
D. G. Neil, salesman at items on cases. Substantial sales will result. 
nail en. See: gift A second idea consists in making capital of the time | 
a which repair customers spend waiting, seated at the rear 
vith of the store. As these people wait, silverware pieces, 
cleverly displayed nearby, will draw attention, and invite 
We close study. An occasional sale will folow. 
yery This live store is constantly engaged in introducing 
the good promotion plans for silverware, not only for the 
may Thanksgiving and Christmas holiday season, but at other 
tern times. For a long time, the tradition was to present the 
yare baby of a couple to whom an engagement ring had been 
rns, sold, with a baby ring. Recently, the store has changed 
‘nds mm the offer to a choice—baby ring or silver cup. ““When the 
father comes down to pick out the cup,” explained Mr. | 
»no- Syman, “we show him, too, silver pap sets, and he buys 
in many cases to match the cup. 
rely “We have introduced an idea in trophy sales to golf 
(Please turn to page 80) 
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What season comperes with Christmas for 
Joy and good cheer? And what gift could make 
this Christmas aslong-liveda joy as a Hamilton 
watch? Superb designing and steadfast pre- 
cision make Hamilton watches the standard 
of beauty and accuracy. Indeed, not only 
is Christmas Time Hamilton time—a Hamil- 
ton means the right time all the time. Examine 
our new line of these fine watchea today and 
make your gift one that will really satisly. 
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6439 Hollywood Bivd. 
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Next to Warner Bros. Theatre 








William Stromberg, Inc. 


Telephone Gladstone 6832 
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CHRISTMAS 
Must Invit 


By EMILE MERCIER 


= Christmas advertisement 
if properly prepared, with the tenets of good. advertising 
in mind, may be compared to your finest display window. 

While all jewelry retail ads should show merchandise 
and give prices, successful Christmas advertising demands 
generous use of merchandise cuts. 

First of all the jeweler must remember that once we 
get into the Christmas buying season the newspaper be- 
comes the shopping guide. He should stop to consider 
how the women in his own home go through the news- 
paper seeking suggestions. 

While persistent national advertising has taught a 
woman the qualities of a face cream, and a local retailer 
has taught her the economy of buying it in his store, the 
matter of buying fine merchandise such as jewelry leaves 
her somewhat perplexed. 

Many jewelers still adhere to the old school of thought 
that all the jeweler has to have for success is prestige, 
but more and more they are coming to the realization 
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that he has to put his stock up for critical examination. 
The credit jeweler has taught him this lesson. 

The old-line “cash” jeweler, whether selling at cash 
or terms, is not forced into the position of putting his 
merchandise into print for comparison with other offer- 
ings, jewel-for-jewel, karat-for-karat or dollar-for-dollar. 

Instead he puts his merchandise into his advertising for 
the purpose of showing representative new, quality stock. 

It will be noted that eight of the nine accompanying 
advertisements, selected as exemplary ones for the Christ- 
mas season, illustrate stock being offered for sale. Every 
one carries price lines. 































Count the items shown in the full-page advertisement 
of Mermod-Jaccard & King Jewelry Co.—Sixty. Count 
those in the Miller & Rhoads page—Twenty-three. 

‘This latter advertisement is not directed primarily to 
the class of people pictured therein. It shows merchan- 
dise ranging from a modest little diamond, platinum 
bracelet, priced at a mere $450, to a tricky little charm 
bracelet for just $8. 

The gorgeous creature beaming up into the face of the 


ent 
ing 
Ow. 
dise 
nds 


we : ; , se 
b handsome male has her place in this advertisement. ‘The 
e- : ; : ; ‘ 
4 wise ad-writer realizes the conceit of the human mind. 
ider ; : 
Ikach and every one of us at first glance puts ourself in 
b> 
WSs- “i 
place of one or the other person shown. Few of those 
; purchasing merchandise suggested by the advertisement 
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will enjoy the luxury suggested by the illustration but 
(Please turn to page 75) 








Platinum Diamond Set 17- 
Jewel Ladies’ Wrist 
Watch ... . + $100 

Platinum Diamond Combin- 
ation Brooch and Clips, 


Fine White Perfect One 
Carat Diamond Solitaire, 
$300 

Gruen Ladies’ Wrist Watch, 
; 39.75 

Gold Signet Ring $35 
$075 Hamilton Strap Watch, 
Platinum Diamond Set Wed- Gold St. Christopher kd 
ding Rings $35 to $250 Chain . $18 


Complete selection of national! i 
Me 3 ly known brands of silver- 
ware. including Gorham, Towle, Reed and Barton, and Wal- 
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We invite you to use our Charge Account Service 
pen evenings until 9 P. M 
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$17 Waltham strap watch of smart design with 
jewelled movement. Others up to $55. 
$35 00 Elgin 15-jewel strap watch in 14 K yellow 
gold-filled case with raised numerals on 
the dial -Other Elgins from $25 upwards. 


$50 Gruen ‘Curvex™ 1?-jeweled rap watch 
with famous “precinoa’ movement. The 

4 K yellow gold-filled case 1s curved to fit the wrist 

and has raised numerals on the dial. 

$77: Hamilton 19-)ewel strap watch im an at- 
tractiwe 14 K solid gold case with raed 

numerals on the dial Such « fine watch will give a 

lifeume of dependable service Others up to $175. 
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Make your selection early. A small 
depostt will bold any watch you desire. 


INQUIRE ABOUT OUR BUDGET PLAN 














Affer AL 
—s R..5.D. 


EVER in my many years of experience have I seen such advancement in designing 
and ornamentation of jewelry as in the past year or two. Art has at last come 
into its own in this industry of ours. From watches to clocks, jewelry to silverware, 
one would indeed have to be case hardened if he failed to get a big thrill from the 


progress in design and artistry which is now evidencing itself in the jewelry arts. 


For years the same old patterns and set ideas prevailed in the styling of our wares, 
if there were any styling. Today, however, we jewelers find ourselves put on the spot 
by the manufacturers and importers, and it is now up to us to adopt a new method 
in display, advertising and selling our wares. Especially is this true if we are to par- 
ticipate in our share of the elusive dollar that is to be poured into circulation during 


the balance of this year. 


Christmas time is truly jewelry time. Forget the stock market as you did the boll 
weevil. Forget the Unions’ scraps amongst themselves, as you did the depression, 
floods and droughts. Forget everything except to throw your whole heart and soul 
into the honored craft of which you are so much a part, and which old and young, 
rich and poor recognize as the source of supply that brings to you the things that 
aggrandize, thrill and satisfy the greatest of all human passions, that of self adornment. 


Display—A dvertise—W ear* and Sell Jewelry! 


Lights, Camera, Action—Good Luck! 


Gn Aly Kol byl, 


Vice-President. 


P. 8S. *I mean WEAR! 
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by ROBERT M. SHIPLEY, presi- 
dent, Gemological Institute of 
America 


@ Right: 27.40-carat precious 
Brazilian topaz, and specimens 
of topaz rough. 
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Q.—Wiat is the origin 
of the word “topaz” P 


A.—lIt is from the word “topazos” or “topazion.” In 
early times this apparently applied to the yellowish variety 
of peridot, which was found on the Island of Topazios in 
the Red Sea. This island is thought to be the present 
Zebirget or St. John, which still is a source of fine peri- 
dots. Probably the term “topazos”’ originally was ap- 
plied to almost any yellowish stone and in time became 
limited to the species which we now know as topaz. 


* * * 


Q.—Are the stones which I have in my stock 
really topaz, then? 

A.—Your stones are more than likely the yellow or 
brown variety of quartz, which is correctly known as 
citrine and which is also correctly known as topaz quartz. 
This variety is used so commonly in place of topaz that 
the chances are very much that you do not have a genuine 
topaz in your entire stock. 


* * * 


Q.—What is true topaz? 
A.—It is a mineralogical species which furnishes sev- 
eral different varieties which are used as gem stones. 


* * * 


Q.—Is true topaz brown? 

A.—One variety of true topaz is brown, but the color 
is a much more beautiful one than that of the citrine 
variety of quartz. ‘Topaz also occurs in light tones of 
red, blue and green, in a color very like that of amethyst, 
and also as colorless specimens. 

* * * 

Q.—How can I tell whether the stones in my 
stock are genuine topaz? 

A.—If your stones are unmounted, the use of a cor- 
rectly mixed heavy liquid is perhaps the easiest method. 
Such a liquid can be supplied in which true topaz will 
sink, while citrine will float. If your stones are mounted, 
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Stones, courtesy of Stephen Varni Co. 


eee Birthstone for November 


it will probably be advisable to use a refractometer as 
there is a pronounced difference between the refractive 
indices of quartz and topaz. Also, the dichroscope in the 
hands of an experienced operator will distinguish between 
these species as the dichroism in true topaz is considerably 
stronger than that of quartz. 

Q.—Are any substitutes sold as topaz? 

A.—A yellow variety of synthetic sapphire is some- 
times sold as “topaz” of some sort. It is very easily told 
as it is heavier and more brilliant than true topaz. Also, 
glass imitations which have very nearly the same refrac- 
tive index and specific gravity as topaz are sometimes 
seen. These are best detected by use of a polariscope; 
glass is singly refractive while topaz is doubly refractive. 

* * * 


Q.— Where is topaz found? 

A.—The principal source of topaz is Brazil, where 
almost all colors are found. Considerable quantities of 
genuine topaz are also found in Ceylon, Russia and Cali- 
fornia. Besides these important sources, topaz occurs in 
lesser quantities quite generally throughout the world. 

* * * 

Q.—Is topaz a durable stone? 

A.—Although it is 8 in hardness, it is comparatively 
easily broken and therefore is probably not to be con- 
sidered quite as durable as the citrine variety of quartz, 
although the latter tends to lose its polish more rapidly. 

* * * 


Q.—Is genuine topaz a stone in which custom- 
ers will be interested P 

A.—Yes, especially the type of person who wishes 
always to have the genuine thing will be glad to know 
that the true topaz is different from the more commonly 
seen quartz variety. Whether such a customer wishes to 
buy topaz for its color, or as a November birthstone, or 
both, he will be sure to be fascinated by the soft beauty 
of the true topaz. 
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This is reproduced from a diorama in the exhibition galleries of the Imperial Institute, London. 


By 
Edward Reynolds 


DIAMOND FIELDS 


The history of the discovery 
of diamonds in Sierra Leone, hot, moist and tropical 
British colony a few miles north of the equator on Africa’s 
Guinea Coast, and the rapid development of the industry 
to its present important position in diamond production 
is told, for the first time, in the October Bulletin of the 
Imperial Institute, London, by J. D. Pollett of the Sierra 
Leone Geological and Mines Department. 

“Although diamond was first discovered in Sierra 
Leone more than seven years ago,” writes Mr. Pollett, 
“it is only comparatively recently that the existence of 
this new diamond field has become generally known. 

“The area has been developed so rapidly that, even 
though exploitation on a large scale has only just com- 
menced, it is already established as one of the principal 
diamond fields of the world. Large reserves of alluvial 
diamonds have been located, and many more promising 
areas still remain to be prospected, including extensive 
lateritic gravel deposits.” 

It was in January, 1930, that a party of geologists, 
among them Mr. Pollett, was examining gravels of the 
Gboboro stream (see sketch map) near the village of 
Fotingaia, when he discovered a crystal which testing in 
camp that night confirmed to be a diamond. The next 
day the director of the expedition accompanied Mr. Pol- 
lett to the scene of the discovery, and he also found a 
diamond. ‘These two diamonds, clear white gemstones 
weighing about one-half carat each, were afterwards pre- 
sented to the British Museum where they are now ex- 
hibited. 

Though the discoveries were announced at the time, 
they failed to arouse much interest. A few gold miners 
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tried their luck, but were unsuccessful, probably owing 
to lack of diamond prospecting apparatus, and their fail- 
ure deterred others. The area was neglected until March, 
1931, when the Consolidated African Selection ‘lT’rust, 
Ltd., on the Gold Coast, decided to send a prospecting 
party to Sierra Leone, and about the same time Mr. Pol- 
lett made a further discovery of diamond while examining 
the gravels of the Kenja stream, a tributary of the Moa 
River, some 50 miles to the south of his previous discov- 
ery. He found two diamonds of gem quality, which 
weighed 0.22 carats and 0.55 carats respectively. 

Meanwhile, the prospecting party from the Gold Coast 
arrived at Freetown, capital city of Sierra Leone, under 
the leadership of Dr. K. F. MacLachlan, and included 
a number of Gold Coast natives who were skilled in the 
technic of diamond prospecting. The party was met at 
Fotingaia by Mr. Pollett, and on their being shown the 
scene of his first discovery, prospecting pits, each five feet 
long by two feet wide, were dug at intervals of 100 feet 
in a line across the Gboboro stream. After three days’ 
work, small diamonds were recovered from some of the 
pits on the left bank of the stream. 

“Having obtained confirmation of the occurrence of 
diamond,” Mr. Pollett writes, “Mr. MacLachlan applied 
to the Sierra Leone Government on behalf of his com- 
pany for a special exclusive prospecting license over the 
area surrounded by the two discoveries. After lengthy 
negotiations it was decided on the advice of the Colonial 
Office and of the Gold Coast Government, that it would 
be in the best interests of Sierra Leone and the diamond 
industry as a whole for the development and exploitation 

(Please turn to page 70) 
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(From page 68) 
of the new diamond field to be in the hands of one re- 
sponsible company, and the Consolidated African Selec- 
tion Trust, Ltd., was given the exclusive right to pros- 
pect for diamonds over an area of 4170 square miles of the 
eastern district of Sierra Leone.” 

In the middle of 1932 diamonds were found north of 
the Bandafayi watershed in the Shongbo stream; their 
average size was about two to the carat, and a high per- 
centage were of gem quality. This established that de- 
posits of undoubted economic value existed in Sierra 
Leone, and let to a considerable increase in the prospect- 
ing staff during 1933, 1934 and 1935. The focus of dis- 
tribution of the diamonds, it was shown, was a compara- 
tively small area centered around the village of Yengema, 
and the shed was from east to west in direction. 

It was found that the gems tended to gather in clus- 
ters on the bedrock, especially beneath boulders and where 
there were small potholes. A rapid prospecting examina- 
tion of the Bafi-Sewa River system early in 1933 indi- 
cated that diamonds had been transported at least as far 
as the tidal reaches of the Sewa River below the town 
of Sumbuya. More detailed prospecting later that year 
not only confirmed that valuable deposits were likely to 
be found in the Sewa River gravels, but that deposits also 
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This sketch map, made by a JEWELERS’ CIRCULAR-KEYSTONE staff artist from material originating in the Bulletin of the Im- 
perial Institute, shows where diamond mining is in progress in tropical Sierra Leone. Insets show the location of Sierra Leone in 
Africa and an enlargement of the diamondiferous area. 
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occurred in some of the tributary streams within the 
Sewa valley (see map). 

Because the Sewa River was not included in the area 
held under its special exclusive prospecting license, the 
company late in 1935 was granted the sole right to pros- 
pect for or mine diamonds in the colony, except in two 
iron ore concessions, where the right to mine all minerals 
already had been granted to the Sierra Leone Develop- 
ment Co., Ltd. The diamond concession was given for a 
period of 99 years to a new company known as the Sierra 
Leone Selection Trust, Ltd., whose shares are held en- 
tirely by the Consolidated African Selection Trust, Ltd. 
The colonial government, it was agreed, was to receive 
27.5 per cent of the annual net profits of the mining 
operations. 

One of the most up-to-date permanent mining camps 
in West Africa has been constructed about a mile to the 
east of the village of Yengma, says Mr. Pollett. It con- 
sists of bungalows, furnished with electric lights and run- 
ning water, for the European staff, houses for the African 
clerical and artisan staff, a hospital, barracks and office 
for a diamond protection police force’s stores, machine 
shops and power station, a diamond sorting house and 

(Please turn to page 72) 
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Mountings, with or without Diamonds 
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Diamonds Discovered in Sierra Leone “It is fortunate that the period of development of the 

(From page 70) field has coincided with a period of increasing activity 
in the diamond market,” the author continues. “This 
enabled the field to be developed more rapidly than would 
otherwise have been possible.” He cites the following 
figures showing the sales value of production: 


an office. Three of the major deposits have been equipped 
with electrically driven machinery. 

Deposits are worked as follows, he says: A drainage 
cut is dug along the length of the area to be mined in 


such a position as to drain subsequent working cuts. A Veer sndinn fee 36 0000 — 20 
key cut is then made, usually across the full width of the Year ending June 30, 1933 4,485 
deposit, from which all overburden and gravel are ex- Year ending June 30, 1934.. wees 99,971 
cavated. Mining proceeds with a series of working cuts, Year ending June 30, 1935.. 120,508 

. ab Year ending June 30, 1936 .. 500,124 
each dug approximately parallel to the key cut. The 
overburden from the first working cut is dumped on to The diamond output of the mines is weighed and 
the cleaned bedrock of the key cut, and the gravel thus roughly classified in Sierra Leone, but the main classifica- 
exposed is transported in wheelbarrows along a track of tion and valuation is made in London. Different parcels 
timber planks to a bin near the diamond recovery plant. have been made up and offered for sale through the or- 
Each successive cut is treated in the same way until the ganization that has been established for controlling the 
whole area has been mined. marketing of the diamond to the trade, and the parcels 


The diamonds include all classes from bort to gem- 
stones of first quality. The percentage of industrial to 
gem-quality diamond varies widely in the different de- 
posits, and in regard to richness also there is variation, 
not only between one deposit and another, but also in 
different parts of the same deposit. In some of the rich- 
est deposits, Mr. Pollett says, small areas have given 
values up to 250 carats to the cubic yard, but such rich 
spots are exceptional. The diamonds also vary much in 
size, from small stones averaging 10 or 12 to the carat 


have been well received. 

Sierra Leone diamonds, he says, have certain charac- 
teristics that enable the expert to distinguish them from 
those produced elsewhere. A green color is almost gen- 
eral in the bort, quite common although less pronounced 
in the translucent and coated varieties of diamond, and 
faintly discernable in some gemstones. ‘The octahedron 
form is prevalent. There is a comparatively large pro- 
portion of water-clear or “glassy” cleaved octahedra 


to a stone of medium quality weighing 144 carats. One among the gemstones. Other colors and crystal forms, 
gemstone of fine quality weighed 78 carats and was sold however, are by no means absent; the bort, for instance, 
for more than $25,000, but such stones are rare. being sometimes colored grey or yellowish-brown. 
oa a 


_— eS 


, =m NO O O - 


y 
Oo / SAPPHIRES \ O 
/ \ 
\ 










/ Emerald Cut and Marquise 


DIAMONDS ' 


Rubies, Emeralds, 
Pearls 


















Star Rubies, 
Cat’s Eyes, Sapphires 
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the Christmas Advertising is going to move from your stock much faster if you show 
ity ea tase that same service in use by a smartly dressed dowager in 
his the proper surroundings than if you used the same amount 
ild each will anticipate the radiancy on the face of some of space with a plain line-drawing or half-tone cut of 
ng friend or relative on Christmas morn when the gift is the service. Character is lent to the silver by the quality 
unwrapped. of the background, and too, it gives the prospective buyer 
This same advertisement (incidentally for the jeweiry the opportunity to imagine herself using the service at a 
department of a department store ) is deserving of special bridge party, stimulating her desire for the set. 
attention on the part of every retailer interested in know- ‘The small-town jeweler is pretty much restricted 
ing why an ad is good or bad. his display advertising due to lack of photo-engraving 
This page shows the result of thought. No happen- facilities; limited type faces, and scarcity of able ad 
stance mixture of types, an illustration, and pictures of writers. 
id some 20-odd pieces from stock. The advertisement is an The advertising department of every newspaper sub- 
- entity. It has continuity. scribes to an advertising service which furnishes suggested 
Is For no good reason (or so one might say) the eye will advertisements and the necessary stereotyped mats for 
<i be attracted by the pleasing illustration; will follow illus- same. These are ready for immediate use, or parts may 
re tration and text down the left column and up the right, be adapted to the jeweler’s specifications. Similar material 
Is right back to the attractive young people and the head- is supplied to retailers by many manufacturers of nation- 
line, “Precious Gifts.”’ ally-advertised merchandise. 
C- With Byronic casualness the lay-out man scattered the Judicious use should be made of this prepared material 
m merchandise illustrations around the page, but on a gay though, for as in all things there is good and bad—and 
1- Christmas ribbon—a ribbon which leads the eye and ties the bad often is terribly bad. 
d all together as a forceful presentation. Half-tone cuts, such as used in the ad of A. Stowell 
d Jewelers more than almost any other classification of Co., are available in such services. The young man, of 
n merchants must bear style in mind. Readers are ever- attractive appearance, well-groomed and _ fashionably 
\- critical, knowingly or otherwise. Dated advertising gives dressed, lends authenticity to the style of the watches 
2 the implication of dated merchandise. shown, one of which he is wearing. 


Newspaper space costs money. Use it to its best advan- 
tage by the liberal use of illustrations. A silver tea service 


Donavan & Seamans Co., in the ad shown on an afore- 


(Please turn to page 76) 
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(From page 75) 




































going page, plays upon the reputation of a fine, old Amer. 
ican watch, in an effort to sell women gifts which will be 
“long remembered” by the recipients. 

Adler’s advertisement was probably directed to the 
male populace. It is a verity that men are born haters of 
shopping. A man will go to any extreme to avoid it, but 
at the same time he wants quality, and style, at a price, 
The ad in question may serve this purpose and many a 
sale has been made by telephone as the result of just such 
an advertisement. 

A merchandising ad must almost invariably be written 
tersely. People will read thousands of words of “Anthony 
Adverse” and “Gone With the Wind” but they will not 
take time to read lengthy ad copy. 

There is usually little room for copy after it has been 
told how the article looks, what it will do, and how much 
it will cost. 

Always mention price. Until very recent years there 
were many jewelers who were above the idea of carrying 
price lines in their advertising. The fallacy of this line 
of thinking has been exposed with the result that even 
the country’s largest and finest stores are acknowledging 
the merit of priced merchandise in ads. 

Even if you want to show a $5,000 pair of clips don’t 
scare away from mentioning the price. Perhaps some 
man in your community may have just that much to 
spend on his wife’s Christmas gift. At any rate it en- 
hances the prestige of your establishment. 

Advertisements need not be large, although Christmas 

is the season at which jewelers should “turn on the heat” 
in order to get their cut of the marginal dollar. The 
jeweler must determine by experiment whether he gets 
best results by large ads or by the same number of column 
inchs spent in scattered small ads. 
‘ Try your own hand at writing your small ads, but 
when you have a big job to do turn it over to an adver- 
tising agency, or the advertising manager of your local 
newspaper. Your investment (and an advertisement may 
be considered an investment) is too great for you to 
gamble with it. 

However, you must not be at all reluctant to state 
your ideas for your ads, and always give a critical eye to 
the proposed lay-out and the beaten proof when it is 
offered for your okeh. 


Wide Bracelets the Current Vogue in London; 
“Good Luck” Charms Liked 

Lonpon—Fall jewelry is brighter in Europe. Rich 
autumn colors in dress are to be matched and a greater 
use of colored stones has been made. Brooch and bracelet 
sets for day or evening dress are mostly in reds, greens 
and white. Imitation jewelry is in demand. White paste 
set with stones resembling moonstones and carnelian is 
used with good effect for day and evening wear, and a 
black and white theme is achieved with square baguette 
brilliants set in black to wear with town tailormades. 
This jewelry takes the form mostly of wide bracelets and 
bar brooches to match. 

For wear with tweeds the jewelers have evolved a 
variant of the lucky charm idea. One piece takes the 
form of a gold bracelet composed of capital letters linked 
together to read: Good Luck. 
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Indirect Selling That Counts 


“44 AM. no longer a salesperson. They took me off the 

floor and put me in the office away back in 1926. But 
I didn’t stop selling in 1926 when I was promoted out of 
the sales department. I kept right on selling merchandise 
and I’ve been at it ever since. I consider selling as impor- 
tant a part of my job now as it ever was and I enjoy it 
even more, for most of it is done during my recreational 
hours. I don’t get paid for this overtime work except 
tndirectly, very indirectly,” said the treasurer of a promi- 
nent retail jewelry store. 

“And that’s the way my selling is done—very indirectly, 
I meet an architect at a country club dinner dance and we 
talk. After we’ve disposed of local politics and the critical 
situation in Europe our conversation drifts easily toward 
our common interest in art subjects and craftsmanship. 
We discuss the effects of the renaissance on cathedrals and 
on silverware. He tells me some interesting facts I didn’t 
know about cathedrals and I tell him equally interesting 
things he didn’t know about silverware. 

“Or I meet an engineer at a banquet and we get to 
talking about mining. I contribute something about dia- 
mond mining which interests him and that leads to a 
discussion of famous diamonds. We are reluctant to 
break off our conversation to listen to the speaker. When 
the affair is over he shakes my hand and says he’s glad he 
inet me. He really means it, too. 

“At a home party our hostess brings out her grand- 
mother’s collection of brooches and the bridge game is 
postponed for an hour and a half while I go into the 
history and origin of the designs and the stones. I'd 
rather talk about stones than play bridge anyway. 

“Without boring these people I meet socially I give 
them something of value as entertainment and they re- 
member me. Six months, eight months, maybe two years 
after my talk with the architect his daughter announces 
her engagement. She also announces to her father that 
he is to buy her silverware and buy it early so that if her 
friends wish to augment the set they will know the pat- 
tern. 

“All right,’ he agrees, ‘if you'll let me help make the 
selection. I know just the man to consult.’ And he 
brings her to our store, sends for me and insists that I 
preside over the selection ceremony. 

“Ts this a new pattern?’ the daughter asks. Quickly, 
to head off the clerk who is starting to inform her with 
pride that the pattern has been in the store less than a 
week, I say ‘No!’ Then I wait for the effect. The archi- 
test lifts his eyebrows ever so slightly and waits for me 
to go on. The daughter looks disappointed; the clerk 
helpless. I then relieve the tension by explaining that 
while this pattern just arrived last week and in this exact 
interpretation has never before been presented still the 
design is based on a motif two centuries old. I touch 
upon the highlights in the romance of that pattern and 
all three are quick to see my point; that if it has thus 
endured a bride may feel secure in choosing it. Further- 
more she and her husband will be proud to tell their 
friends about its history and background and to pass on 
the legends to their children. 

“A purchase of that kind means so much more to a 
customer that it is bound to build good will. Our field 
is so rich in romantic lore and tradition that none of us 
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need be at a loss for conversation or anecdotes when engag- 
ing in social pursuits. We talk about other things of 
course. There is no need to force the subject but it is 
easy and natural to let the conversation veer in that direc- 
tion and to cultivate the ability to work in interesting 
bits of information. It is the remotest kind of selling but 
I find it highly enjoyable and gratifying.” 


Jewelry Featured at Veiled Prophet’s Ball 


HE 59th Annual Veiled Prophet Ball, an event which 

for more than a half century has inaugurated the Fall 
Social Season in St. Louis was held on the night of 
Oct. 6. 

This event to which invitations are as easily obtainable 
as a two-hour interview with Greta Garbo, attracts the 





Crown presented to Queen of Veiled Prophet’s Ball 


elite of St. Louis society and is one of the too few occa- 
sions providing an opportunity for wearing of regal gems. 

On this night his Mysterious Majesty selects his Queen 
to rule over his Court of Love and Beauty, together with 
Special Maids of Honor. You may be sure the fairest 
of the fair and the most prominent of the prominent are 
designated. ‘The entire affair, a magnificent gesture in 
ushering in the social season, is a stimulant to jewelers 
and other retail establishments serving the needs of St. 
Louis’ ultra social set. 

The vogue for fine jewelry is set each year at the ball, 
when the newly selected Queen has placed upon her head 
by the visiting monarch a royal crown of precious metal 
set with genuine stones. 

The crown presented to the Queen at this year’s fete 
was of a lacy pattern, studded with diamonds, with a 
single sapphire mounted in the top center. The pearls 
are arranged as part of the headband of the miniature 
crown, graduated in size, so that the largest pearl is cen- 
tered. The pearls are bordered above and below by a 
band of closely paved diamonds. 

Rising from the center of the crown is a delicate 
aigrette. The crown front-piece is studded with dia- 
monds in delicate filagree. 

The fact that the crown is of precious metal and set 
with genuine stones is in keeping with the spirit of the 
present-day ball, where regal splendor and pomp is faith- 
fully portrayed in every detail. 

No parade of fashions could ever be as complete as 
the gowns worn at the ball. It is St. Louis’ best, dressed 
in its finest, where everybody is on parade in their latest 
importation. Paris coutouriers were represented with 

(Please turn to page 80) 
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Jewelry at Veiled Prophets Ball 
(From page 79) 
their newest models and local stores were called upon for 


J EWE L PY their exclusive modes. 


in the Pearls, and more pearls were preferred by so many 

\\ HITE AAV MANNER of the debutantes and matrons as adornment that one 

fo =! supposed the coronation had lost none of its influence and 

prestige for pearls. Strands and single necklaces were 
first choice by those desiring a regal appearance. 

Other gifts of lovely jewelry were distributed by the 
Veiled Prophet to other members of his Court. 

The retiring Queen was presented a platinum bracelet, 
set with 76 diamonds, alternating in small and large 
links of unusual design. 

The Maids of Honor were given round clip watches, 
The watches, which may be attached to cuffs or dresses 
follow a Fall fashion trend. 

Hess & Culbertson Jewelry Co. designed and fur- 
nished the jewels presented to the Queen and Ladies of 
the Court. 





The Woman in the Blue Dress 
(From page 59) 


advertising will pull on a 3 to 1 ratio—and that no extra 
selling expense is required. 

“So much for the effort to get customers in. Now after 
they are in, what? Getting back to the woman in the 
blue dress you admit that whether she buys or not ex- 
penses go on just the same. 

“Her immediate value to your store might then be 
placed at the total gross margin on all her purchases, not 
just the little et profit on them which may or may not 
be left over at the year’s end. 

“Thinking of her in that light, the woman in the blue 
dress assumes an added importance. It does make a differ- 
ence whether she buys or not. 

‘‘And if you have any merchandising instinct at all this 
line of thinking will sharpen your wits. It will make 
you keen to sell her, first, higher priced goods; second, 
items carrying longer margin; third, additional merchan- 
dise; and fourth, to sell her more often.” 





Holiday Promotion Ideas 
(From page 61) 
clubs which is productive. For an additional $2.50, we 
place an enameled club crest on the popular drinking gob- 
let trophy. This adds a great deal to its attractiveness on 
the home table, and winners often come down to fill in 
with a shaker and other goblets.” 

During the holiday season, the Syman store profits 
again and again from the “pattern book” which is con- 
sistently kept from year to year. Here the facts on the 
individual customer’s purchases are known, so that expert 
gift suggestions can be made at all times to members of 
the family and friends. The two silverware “experts” 
of the store, however, have exceptional memories—often 
can make suggestions without resort to the book. 

“Silverware customers are mighty nice ones to have,” 
commented Ted Syman, “and in this store we are out to 
RRYANT9-0122 cash in on every opportunity during the Thanksgiving and 
Christmas seasons. We make a plan, and then work it, 
and we get results.” 


WHITELAW BROTHERS 


Diamond Importers & Cutters 


48 WEST 481TH ST..N.Y.C. 
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Saratoga Springs Jeweler Invents Device to 
Time Motor Boat Racing Starts 

SARATOGA SPRINGS, N. Y.—A new clock device to 
time powerboat races has been invented by Walter S. 
Gries, Saratoga Springs watchmaker, at the instigation of 
Mr. and Mrs. George H. Grippen, local competitors in 
the famous Albany-New York run and in other races. 
The timer, built by Mr. Gries, resembles a clock face, 
five feet broad, around which a large hand moves every 
60 seconds. 

Since speedboat racing became an important sport, 
officials were forced to depend upon a mechanism run by 
hand. In most races, between the initial gun and the 
start, a period of one minute is allowed drivers to jockey 
their boats. This is to enable them to flash across the 
line just as the second gun is fired. With the hand- 
cranked signal mechanism, timing often went awry, it is 
said. 

The secret of the new timer, according to its inventor, 
lies in arranging the movements to make one revolution of 
the face in 60 seconds and then automatically stop. Mr. 
Gries has taken steps to patent the invention. 


Business Seen 30 to 40 Per Cent Ahead of 
Last Year—Dun & Bradstreet 

CINCINNATI—“A definite upswing is evident in the 
jewelry business since the early part of the year,” asserts 
the September report of the local office of Dun & Brad- 
street, Inc. ‘The industry as a whole is anticipating a 
revival of. trade and preparation for a brisk Fall and 
Christmas demand is under way. Moreover, there is 
considerable encouragement over the increased number of 
early orders for holiday requirements, embracing better 
grades of merchandise, giving particular emphasis to 
pocket watches and medium priced diamond-set jewelry. 

“Commitments now are being placed with more con- 
fidence and in amounts ranging from 30 to 40 per cent 
in excess of orders placed for the comparable period of 
1936. Collections, particularly among installment houses 
are improving, which is indicative of less unemployment, 
and more recently consumers are showing a renewed 
interest. 

“A summary of the situation in most quarters is that 
near peak levels will be reached with consumer interest 
now on the rebound.” 


Ohio Mechanics Institute Opens Course in Watchmaking 
for Employee Apprentices 

CINCINNATI.—A course in watch repairing has been 
started at the Ohio Mechanics Institute by Cincinnati 
Guild, Ohio Watchmakers Association, with a dozen 
students and Frank Foegler, past president of the United 
Horological Association of America, Inc., as instructor. 
The idea is to aid those who are interested in watch work 
and to assist in developing expert craftsmen. 

The Institute is a non-profit organization devoted to 
teaching mechanics. The watch repair course was sug- 
gested to trustees by Cincinnati Guild and for the time 
being, will be conducted on Monday nights. Several 
applicants were rejected because they had not had any 
previous experience. 

Primarily the course is for apprentices now employed 
in jewelry stores and the training is to be theoretical. 
The instructors will include members of the local guild 
who hold certificates from the Horological Institute. 
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The Stamping Laws 


Address by G. H. Niemeyer before the recent convention of 
the A.N.R.J.A. 


Tie question is asked 
whether conditions with respect to false stamping and 
misrepresentation are any better or worse today than they 
used to be. Personally, | think they are better in some 
respects. Despite the fact that the character of our trade 
has changed materially during the past 10 to 15 years, 
an aroused trade interest has resulted in the uncovering 
of fraud and misrepresentation and many of these unfair 
practices have been stopped. 

This leads to the question as to whether our marking 
laws are adequate. My answer is “They are not.” The 
National Stamping Law covering articles made of gold 
and silver was a compromise and never at any time fully 
protected the honest manufacturer or merchant. So far 
as articles made of sterling silver are concerned, the 
national law, with few exceptions, adequately protects 
the industry and we seldom, if ever, have any violations 
of any consequence to contend with in this field. 

As for the provisions in the national law covering arti- 
cles made of gold, the principal objection, in the opinion 
of the trade, is the unnecessarily large tolerance limit, 
which is accentuated by the higher price of gold. A toler- 
ance of % karat in fineness where no solder is used and 
one karat including solder gives the manufacturer who 
wishes to take advantage of the legal limits a leeway of 
considerable incentive, as one karat of fineness is equiva- 
lent to almost six and one-half cents per dwt. in metal 
cost, so that today the fineness of 10 karat articles is 
nearer the 9-kt. limit, and that of 14-karat articles nearer 
the 13-karat limit. Perfectly proper legally, of course, 
but do you understand that this is what you are getting 
from many of those who sell you? The establishment of 


‘a minimum quality of 10 karat would also be a desirable 


provision in a new law, as would one defining the use of 
the term “solid.” 

So far as general provisions are concerned, the most 
important addition to our stamping law would be one 
that made it necessary for any article of gold, silver or 
platinum bearing any quality mark to also have stamped 
upon it the registered trade mark of the manufacturer. 
You can readily appreciate how easy it is for violators 
to escape their responsibility under present conditions 
where no such marking is required. 

There is no national law covering the articles made 
of the platinum metals. There are uniform laws in three 
states, namely, New York, New Jersey and _ Illinois. 
However, these laws do not prevent any unscrupulous 
manufacturer in New York from selling an article in 
Massachusetts or any other state except the three men- 
tioned, which may be stamped “platinum” but which i 
loaded with palladium and does not comply with the laws 
of the state in which it is made, and, incidentally, it does 
not bear the trade mark of the manufacturer which is 4 
provision of those state laws. There is plenty of incen- 
tive to one who wishes to take advantage of the present 
lack of regulations in this field. Just for example, the 
present day metal cost of a dwt. 10 per cent iridio 
platinum ring would be $14. If it is made of 80 per cent 
platinum and 20 per cent palladium, the same size mount- 
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ing would weigh only 4.36 dwt., with a metal cost of 
$10, which is $4 less than the iridio-platinum mounting, 
or more than 28 per cent—quite a difference!—and yet 
some retailers will try to save 50 cents or a dollar on a 
mounting by buying from someone they know little or 
nothing about and think that they are smart. 

We all agree that something ought to be done about 


that. 
I shall not dwell in detail upon other details concern- 





How You Can Help 


Laws or Standard Practices mean nothing unless their 
provisions are enforced. The Jewelers Vigilance Com- 
mittee has tried to do its share, but we want and need the 
help of every manufacturer, importer, wholesaler and re- 
tailer to preserve the standards and traditions of our trade; 
and you can personally do your share by: 


Reporting false and misleading claims made for 
any product. 

Calling attention to misbranding or false stamping 
of quality. 

Telling us about the advertising or sale of any 
base metal product which uses a name or trade mark 
which is a coined word or colorable imitation of the 
words “gold, silver or platinum.” 

Insist upon a quality mark stamped upon any 
article made of the precious metals. 

Demand that a trade mark accompany such quality 
stamp. 


To those retailers outside of New York, New Jersey and 
Illinois, pending further National legislation covering 
platinum articles, you should insist upon having a written 
statement that the platinum articles-sold to you are made 
in conformity with the laws in force in the States of New 
York, New Jersey and Illinois. 

The address of the Vigilance Committee is 82 Fulton St., 
New York City. Send your complaints to us with such 
evidence as you have or can get, and remember that your 
communications will be held in strict confidence. 











ing the marking laws and the changes proposed in them. 
It is suggested by the New England Manufacturing Jew- 
elers & Silversmiths Association that the principal changes 
proposed in the National Stamping Law be incorporated 
ina Trade Practice Proposal under the auspices of the 
Department of Commerce, similar to Commercial Stand- 
ard CS-+7-34, which covers the marking of gold filled 
and rolled gold plate articles. In the absence of legal 
restrictions, a trade practice regulation affords consider- 
able protection to the trade, and it is of interest that the 
one mentioned which went into effect in January, 1934, 
has resulted in a definite standardization of the produc- 
tion of merchandise in a field where conditions were 
notoriously chaotic. Quite a number of decisions by the 
Federal Trade Commission covering violations of this 
standard have been very beneficial to the industry. 

I have pointed out briefly some of the incentives to 
false stamping and misbranding. Violators of the Na- 
tional Laws and the State Laws can be reached through 
criminal prosecution in the courts. This process, al- 
though more effective in its result, ordinarily is more 
dificult of achievement; first, because the complainant 
must be found, then indisputable evidence must be sub- 
mitted, and the tedious procedures of law, with its delays, 
must be taken into consideration. 

Violators of commercial standard practices voluntarily 
adopted by an industry cannot be prosecuted through 
ordinary court proceedings, but cases of misrepresenta- 
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tion, false advertising, misbranding or misrepresentation 
in any form, whether part of a commercial standard or 
not, may be presented to the Federal Trade Commission 
for action. The Jewelers Vigilance Committee has made 
many sucn complaints, which have been sustained by the 
Federal Trade Commission, in addition to a number of 
cases it has successfully prosecuted in the courts of law. 

A practice quite familiar to this committee, but not so 
we!l known to the average retail jeweler, is the coining 
of a name for a base metal product that looks like gold, 
silver or platinum and have that name suggest the pres- 
ence of either of those metals—such as “‘Silvore’’, “ Mexi- 
can Silver”, “Platinel”, ‘““Dura-gold”, “Goldcraft”, etc. 
The use of these names has been prohibited through 
“cease and desist orders’’ issued by the Federal Trade 
Commission, and on August 8th of this year the case 
perhaps most familiar to our industry was acted upon 
when the commission issued a cease and desist order 
against the Dirigold Corp. We consider these funda- 
mental decisions of utmost importance to our trade, as 
hundreds of thousands of dollars’ worth of business 
which would ordinarily go through regular manufactur- 
ing and distribution channels in the jewelry and silver- 
ware trade would be diverted by these opportunists—to 
say nothing of the ultimate disillusionment of some of 
the purchasers of these products. 


U. S. District Court Rules Copyrighted Name Priority 
Over Colorado Registration 

A salutary victory for owners of copyrighted trade- 
marks, not registered in individual states, was won by 
Untermeyer-Robbins Co., jewelry manufacturers at 136 
W. 52nd St., New York, when a decree was handed 
down in the U. S. District Court, District of Colorado, 
enjoining the Denver Jewelry Co., from further use of 
the term “American Beauty,” in connection with the 
advertising or sale of jewelry merchandise. 

The Denver Jewelry Co., which previously had threat- 
ened to sue another Denver retail store, for using the 
term “American Beauty” in the merchandising of finger 
rings made by the New York manufacturers, agreed to 
refrain from use of the term after the decree was handed 
down. 

Although Untermeyer-Robbins Co. had used the 
‘American Beauty” trade-name for 25 years in connec- 
tion with watches, and for the past eight years in con- 
nection with finger rings, the Denver Jewelry Co. 
contended that it had sole rights to the name in view of 
the fact that it had registered it in the state of Colorado, 
on Feb. 19, 1934. 

The decree in parts reads, “... defendant has infringed 
upon the rights of the plaintiff in said trade-mark by the 
sale of finger rings in association with said trade-mark 
‘American Beauty,’ and has advertised for sale as ‘Amer- 
ican Beauty’ rings, rings not originating with the plain- 
tiff, and used name in dealing with customers... ” 

Martin Untermeyer, of the firm bringing the com- 
plaint, said, ““The necessity of registering in every state 
where a product is sold, the trade-mark, which has al- 
ready been properly protected by federal copyright would 
contravene the purpose of the Federal Copyright Bureau, 
and involve considerable time, effort and money and much 
needless litigation.” 











Jewelry Interests to Be Heard Oct. 28 in Czech 
Trace Agreement Proposal 

WasHINGTON—A score of industries including jewelry 
manufacturers were scheduled to appear at hearings be- 
ginning Oct. 25 to allow interested parties to be heard 
against the Administration’s move to negotiate a recipro- 
cal trade agreement with Czechoslovakia. 

Among those listed for Oct. 28 were Sturgis C. Rice 
and Edward O. Otis, Jr., representing the New England 
Mfg. Jewelers & Silversmiths Association, Inc.; Louis A. 
Greene, of the Elliott-Greene & Co., manufacturers of 
spangles and beads; Max Berkowitz and A. Mittenhall, 
spokesmen for beaded hand bag manufacturers of the 
ladies’ handbag industry; and several representatives of 
the glassware industry. 

Items listed by the State Department’s Committee for 
Reciprocity Information as being under consideration for 
possible revision of tariff rates under the agreement in- 
clude imitation precious and semi-precious stones; jewelry 
and metal articles made of other than gold or platinum 
and valued over 20 cents but not over $5 a dozen; beads, 
spangles and bugles; beaded hand bags; beads in imitation 
of precious or semi-precious stones; cigarette cases and 
lighters, compacts, vanity cases and mesh bags if made of 
other than gold or platinum. 

The hearing, which permitted oral statement supple- 
mental to view already expressed in writing and filed 
with the committee prior to Oct. 11, followed the cus- 
tomary policy of allowing industries affected to offer sug- 
gestions which presumably will be taken under advisement 
by the State Department before the agreement is approved. 


States Appropriate Millions for 39 World’s Fair of West 

SAN Francisco, CALiF.—Intent upon securing repre- 
sentation in the 1939 Golden Gate International Exposi- 
tion by every state in the Union, officials of the San Fran: 
cisco Exposition have announced that nearly half of the 
48 states had taken steps toward participation. 

Millions of dollars have been appropriated already for 
exhibits and buildings thus far. California alone has 
authorized a $5,000,000 fund. Other states to make ap- 
propriations are: Missouri, $112,500; Wisconsin, $2,500; 
Oregon, $60,000; Utah, $25,000; Arizona, $15,000; Ne- 
vada, $25,000, and Illinois, $100,000. 


Name Commissions 

Substantial sums for Exposition purposes have been set 
aside in Washington and Idaho, while Wyoming is rais- 
ing a $40,000 fund. 

Exposition commissions have been named in Kansas, 
Montana, New Mexico, Arkansas, Florida, Iowa, North 
Carolina, Colorado, Michigan, Oklahoma and Texas. 

Texas has made tentative plans for constructing a 
replica of the historic Alamo on Treasure Island, San 
Francisco bay site of the Exposition, while many southern 
states plan to exhibit jointly in a “Hospitality House,” a 
building which will be to the South what the Hall of 
Western States is to the West—buildings designed for 
exhibits in sectional groupings. 


Space Reserved 
Three states, Washington, Oregon and Utah, have 
already made space reservations in the Hall of Western 
States, in which British Columbia will likely have its 
exhibit. 
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An Important Link for Domestic Stone Buyers 
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These MEMBERS of the 
Association have contributed to 
the publication of this message:— 


John F. Allen & Son, Inc. 
93 Eddy St., Providence, R. I. 


Otto Baer, 
21 Maiden Lane, New York 


Belgard & Frank. Inc. 
31 West 47th St., New York 


H. R. Benedict & Sons, Inc. 
15 West 47th St., New York 


Joseph Blank, 
87 Nassau St., New York 


Dreher Bros. & Wider, 
48 West 48th St., New York 


James A. oy 
87 Nassau St ew York 


Max Duraffourg, Ltd., 
576 Fifth Avenue, New York 


Sol Gordon, 
68 Nassau St., New York 


Heller Hope Co., Inc 
2 West 46th St., iw York 


Hoffer-Ashley, Inc., 
509 Westminster St., Providence 


Albert Kauzmann, 
80 Maiden Lane, New York 


Kittay & Blitz, Inc., 
22 West 48th St., New York 


Edward Lembeck & Bros., 
68 Nassau St., New York 


C. Frederick Loch, Inc., 
48 West 48th St., New York 


Anthony Mastaloni, 
17 John St., New York 


Hugo Mayer Co., Inc. 
15 West 47th ’St., New York 


Adolph Meller Company, 
40 Fountain St., Providence 


S. Nathan & Co., Inc., 
71 Nassau St., New York 


Wm. V. Schmidt Co., Inc., 
22 West 48th St., New York 


C. E. Shepard, 
131 Washington St., Providence 


Edward Starke, 
65 Nassau St., New York 


G. A. Veeck, 
315 Fifth Avenue, New York 


Leo Wolleman, 
93 Nassau St., New York 
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When you buy stones 


from a member of the Precious Stone 


Dealers Association, 


You can be sure 


of a wider selection for choice 


You can be sure 


of speedy, intelligent cooperation 


You can be sure 


that, by availing yourself of the member's 
knowledge of stone trends and markets, you 
are guarded against costly errors in buying 


too much or too little. 


& The Firms in the Precicus Stone Dealers Associ- 
ation are rendering a valuable service to the 
trade —and merit the trade's reciprocating 


support... 





PRECIOUS STONE DEALERS ASSOCIATION 


PRESIDENT: CHARLES L. FRANK ISIDOR LASSNER, SECRETARY, 
10 West 47th St., N. Y. City. 
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ANTWERP: 
27 Avenue De Belgique 


PARIS: 
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ty WANTED: 


Salesmen who under- 
stand Brilliants, Emer- 
ald-cuts, Baguettes, 
Squares, Marquises, 
and jewelry, to sell an 
expert assistant to 
jewelers for Diamond- 
Offices. It is THE NEW 
A. D. LEVERIDGE 
MILLIMETER GAUGE 
& WEIGHT ESTIMA- 
TOR. Refer to adver- 
tising in the Jewelers’ 
Circular - Keystone and 
National Jeweler, May, 





internationally used 
. D. Leveridge 
Gauge, and replacing the 
various old-style gauges 


° Modern successor to 
the 
4 


used to measure jewelry Ee 
ond © -stimae came September issues and 
we . 
subsequent. 
This is a business-like proposition, and jewelers are 


greatly interested. 


Orders booked in November can be delivered in Decem- 
ber, as production is now in full swing. 


ADS everidge 


Importers, Producers of Fine Diamonds 


607 FIFTH AVENUE, NEW YORK 


Phone Plaza 3-0267 


Amsterdam Paris Berne 








Antwerp London 
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Christmas Is Coming 


“A HRISTMAS comes but once a year,” which may 

be fortunate tor the jeweler, all things considered. 
Of course, from a financial standpoint, a few more such 
occasions scattered along through the year wouldn’t be 
amiss. And yet, to express it rather inelegantly, perhaps, 
what jewelry shop owner could ‘‘stand the racket’? 
However, the point is, we will soon have the holiday sea- 
son with us, with all its attendant rush and confusion, and 
it’s up to us to be prepared for it. 

At first thought, judging by the reckless manner in 
which money is spent at that time, it would seem like a 
period of frenzied spending without thought or reason. 
‘Too many jewelers look at it in that light, and reason 
it out thus—“Oh. the public will buy about anything 
that has the holiday appeal to it.”” Accordingly, they stock 
up liberally on a variety of good, bad and indifferent 
“holiday goods,” give them a good mark up and then sit 
back and wait for the profits to roll in. But oftentimes 
the goods don’t seem to move out with a rush, and, as a 
result, a “clearance sale,” at necessarily reduced prices, is 
the aftermath. This situation is not wholly confined to 
variety and other such stores, for some jewelry shops get 
into much the same predicament. 

All of which leads up to the point that, however 
frenzied and reckless the Christmas shopper may appear, 
still, there is “method in her madness.”’ She is keen and 
observant of severa! things, namely: New and different 
special bargains, articles particularly suited to various peo- 
ple on her gift lists, a comparison of the merchandise, both 
in general and particular, offered by the various shops. Oh, 
yes, there is considerable method and “‘system’’ in the 
campaign that she has embarked upon. This, then, is the 
first matter to be considered: Just any sort of holiday 
goods are not going to please the shopper. Neither are 
those which are cheap and showy and all gotten up with 
the proper holiday flair. Remember that she is wary, this 
holiday shopper. The thing to do is to first try and get 
her point of view. So try to put yourself in the place of 
several of your customers, in varying financial circum- 
stances, and, judging from what you know of them, their 
likes and dislikes, and the nature of their previous pur- 
chases in your shop, you can get a general idea formulated 
in your mind as to about what sort of holiday merchandise 
will best appeal to them. 

It is also well to think back over previous holidays and 
consider, in a very general way, just about what different 
lines of merchandise went well. Of course, that is no 
criterion to go by as to making it decisive for the present 
instance, for the taste of both the public and the indi- 
vidual changes each year, even oftener, in fact. About 
the best that you can do is to remember that about any- 
thing in the following category is likely to be bought for a 
Christmas gift: expensive, inexpensive, sensible, frivolous, 
useful, ornamental, and either for the young, old, or 
middle aged. 

This means that there is probably much of your regular 
stock on hand that can be worked in (or off, perhaps) 
at this season, along with your new holiday stock. And 
be sure to take advantage of this opportunity, for perhaps 
it may present just the occasion that you have been wait- 

(Please turn to page 89) 
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Christmas Is Coming 
(From page 86) 


ing for in order to get rid of some of this stock. It is far 
better to move it out at this time, at the regular prices, 
than it is to have to sell it at a bargain price some time 
later. So take special pains in giving such stock the very 
best possible display. Prink up some of the articles if it 
seems necessary. For instance, perhaps a perky new shade 
will entirely transform and readily sell a lamp that you 
have long wanted to get rid of. Get out everything that 
you have that is suitable for men’s gifts, for most every 
woman seems to have gotten the idea that it is difficult to 
find suitable gifts for men. Well, let them think so, and 
then your varied assortment, suddenly sprung upon them 
as more or less of a surprise, will impress them all the 
more and they will mention it to others, of course. 

It is assumed that you already have done the bulk of 
your buying of holiday goods, probably when you were at 
the shows this last summer, or at various other times. 
However, there is always some more or less later buying 
to be done, but don’t let this go until the last minute. 
By the way, it seems well to mention just here how 
accommodating are the manufacturers and importers and 
others who serve the gift shop proprietor. They often- 
times must make almost superhuman efforts in order to 
help their customers out with last minute and rush orders. 
They really deserve “leather medals,” to say the least. 
But this does not mean that the jeweler should so put 
them to the test unless absolutely necessary. But to get 
back to our holiday stock. Supposing everything has ar- 
rived, and Christmas is every day rushing nearer and 
nearer. So now it is time to get the stock out on display 
and to “trim up” the shop. You notice that I mention the 
“trimming up” last. It seems to me that that is when it 
should be done. 

Unfortunately, some jewelers start with that first and 
in their enthusiasm deck out the shop as though it were a 
Christmas tree. Of course, every one wants to see Christ- 
mas decorations everywhere at Christmas time, especially 
in the home. But in the case of the jewelry shop we 
simply must keep it in mind that it is the merchandise 
display which is a paramount importance and the holiday 
trimmings must be subordinated. If you have your shop 
so well decorated that people come in and stand around 
gazing, open mouthed, and exclaiming, ‘How lovely! 
How Christmassy!” it may be nice, in one sense, but, on 
the other hand, the decorations first caught their eye, and 
they have looked right over the heads of your merchan- 
dise, so to speak. What you want in order to produce 
results, in a sale sense, is to have your merchandise display 
strike them right in the face, so to speak, as they come 
through the door. You want them to exclaim over that 
instead of over the decorations. And the result is, that 
they are so forcibly impressed that they soon get right 
down to business on the matter of selecting and buying. 
and that is what you want, since more and more customers 
are continually streaming through the door. 

We will go back to the arranging of the merchandise. 
The best plan is to first work out a general scheme, in 
your mind, at least, as to the sort of display that you have 
in mind to make and also about where the different kinds 

(Please turn to page 91) 
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Tre orders and reorders for Fisher 
Lockets continue unabated. There's no 
better proof that jewelers and the public 
like them—that lockets are selling big this 
year. Fisher Lockets are notable for their 
fine jewelry qualities and ex- 
cellent styling. They are 
made in |/20-l0k gold 
filled—Sterling silver and 
gold plate. Leading 
wholesalers are ready to 
fill your orders. 









J. M. FISHER COMPANY 


Manufacturer to the Wholesaler for Over Fifty Years 


ATTLEBORO, MASS. 
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Christmas Is Coming 
(From page 8?) 


of merchandise are to be placed. Above all things, allow 
plenty of room for your customers to move around in. 
Don’t work your scheme as you go along, for you will 
find if you haven’t pretty definitely in mind just about 
what you are aiming toward, that it will resolve itself into 
a cluttered up affair. 

If it will help any, make a sort of working sketch on 
paper, but anyway, have some method figured out before 
you begin. And when at last you do get it looking quite 
to your satisfaction, then put in your Christmas decora- 
tions, but be frugal with them, and be careful what you 
choose. A few potted poinsettias and holly and a few well 
made holly wreaths will give a holiday air to the place, 
just as much as would yards and yards of garland and 
such things. 

Then, your show windows must also be dressed up for 
the occasion. Some jewelers seem to think that if they 
cram their windows full of everything imaginable that 
they have made a “big and effective” holiday display. By 
way of contrast, have but few and varied items in your 
windows, allowing each article plenty of space in which to 
show off to the best advantage. If you have two windows, 
it might be a good idea to have gifts for grown-ups in 
one and gifts for children in the other. 

Here is hoping then, that the above suggestions may be 
of some use to you, and that your prospects for a “bigger, 
better, busier” holiday business may be brighter than 
ever before. 


A. G. S. Units Resume Studies 

The Eastern New England Guild and Study Group 
of the American Gem Society held a dinner meeting, 
Oct. 13, at the Hotel Westminster, Boston, in honor of 
the president of the group, John S, Kennard, and the in- 
structor, Dr. Edward Wigglesworth. The following 
were unanimously re-elected: Mr. Kennard, presjdent; 
Henry Stevenson, vice-president, and Ella J. Bird, secre- 
tary-treasurer. 

The New York City Group met with Dr. George T. 
Faust, Sept. 30. Lynn Gardiner, of the University of 
Minnesota, was educational advisor at the first fall meet- 
ing of the Minnesota-Western Wisconsin group, Oct. 6. 

The St. Louis Study Group had its first fall session, 
Oct. 7, at Washington U., Dr. W. D. Shipton, adviser. 

The New Jersey Guild met Oct. 8, in Newark, to 
discuss jade, Dr. A. C. Hawkins, adviser. 

The Metropolitan Chicago Group met Oct 13, Dr. 
A. J. Walcott, leader. The members studied the deter- 
mination of unknown gemstones by instruments. 


$991 Recovered from Old Floor 


Worcester, Mass.—There was a bit more to moving 
than just shifting the machinery when Goldstein, Swank 
& Gordon, manufacturing jewelers, took over larger quar- 
ters at 405 Main St., this city. 

A powerful vacuum cleaner was run over the entire 
floor of the old quarters. Floor boards were taken up, 
crated and shipped away. The result was $991 for the 
gold dust recovered from the sweepings that had become 
embedded in the floor-boards. 

















READY! 
NEW 193 8 EDITION 


OUR CATALOGUE 


Low stocks, rising prices and a busy Holi- 
day Season in sight make it advisable for 
you to consult the AISENSTEIN & GOR- 
DON catalogue in ordering your Holiday 
requirements. 


In our new 1938 catalogue you will find a 
wide range of merchandise at prices that 
mean extra profits to the jeweler who takes 
advantage of the AISENSTEIN & GORDON 
service that is back of the AISENSTEIN & 
GORDON Catalogue! 


Prompt attention given to all orders espe- 
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LEARN 
JEWELRY DESIGNING 
$ 25. 












—For the five constructive fundamental 






lessons by correspondence. These five 
lessons will guide you in the method of 
applying a practical form of using paint- 
ing and drawing for jewelry designs. 


ASK FOR BOOKLET 


C. A. JAKOBB 
INSTRUCTOR 
Office 
31 W. 47th St., New York City 


Studio 


217-01 Corbett Road Bayside, L. |. 











Wacker WatTcuHes 


that fussy 

client— 
WALKER watches 
answer all your 


watch problems— 


WALKER WATCH CORP. 


48 West 48th St. N. Y. City 





“The Standard of all Time’”’ 
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DIRECT MAIL ADVERTISING! 


Effective yet inexpensive illustrated direct-mail literature, bill stuffers, 
ete., reproduced by latest process without typesetting or engraving ex- 
pense. 300 copies (814” x 11”) $2.50; additional hundreds 25c. Larger 
quantities less. All sizes. Write for samples and illustrated booklet. 


LAUREL PROCESS 


480 Canal Street New York City 














WESTCO QUALITY LEATHER STRAPS 


Always dependable, Westco Straps, build a steady 
customer demand that means Profit to You. Over 80 
Popular priced assortments. 


WESTERMAN MFG. CO. ian NY. 











PITTSBURGH MANAGER 
Available! 


WANTED — an outstanding line of 
merchandise, preferably watches, to 
handle in the Pittsburgh trading area 
(Western Pennsylvania, Eastern Ohio 
and Northern West Virginia) by 
young man who for the past 16 years 
has been associated in Pittsburgh 
with one of America's finest retail 
jewelry stores. Able to organize 
Pittsburgh office and take complete 
charge. All offers will be carefully 
considered. 


Write Box A., 7326 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York, N. Y. 
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European Colored Stone Market 
By Roger Wurmser 


N the course of conversation with a number of jewelers 
| and precious stone dealers with whom I talked during 
my recent trip to the European market, I was glad to 
notice that they were all in a strong buying mood, espe- 
cially in regard to colored stones. 

Like every one going to France this year, I visited the 
Exposition, principally the Pavillon de la Joaillerie where 
they had some very lovely jewels. Also, walking down 
Rue de la Paix and Place Vendome, you could see some 
beautiful jewels which were either set with some paves 
of rubies or sapphires, or then sets of rubies or sapphires, 
ranging from 0.50 to 2% carats. 

The French manufacturing jewelers have set a new 
fashion of jewels and all of them use a great quantity 
of colored stones, principally sapphires and rubies, as 
these do not make up as an expensive a piece as one set 
with emeralds. Besides the quantity of emeralds is so 
scarce that no regular business could be established for 
the supply would not last. The manufacturers are all 
very busy and could work easily overtime if the govern- 
ment would allow them to, but they have to comply with 
the 40-hour-week law and no allowance is made for 
overtime. 

The Paris market is the important market for colored 
stones and here you can find buyers from all parts of the 
world. Some of the countries who had not bought for many 


years have again started to buy, especially South America. 

I see every reason for the prices of colored stones to 
remain firm. Buyers for European countries are always 
willing to purchase and would certainly take the oppor- 
tunity of buying any goods below the market price, since 
goods are extremely scarce and are most difficult to buy. 
In my opinion, the recent set-back of the Stock Exchange 
in New York has had no influence on the policy of the 
European buyers and they are still in the market. It has 
only slowed down the rising of prices in colored stones 
for the time being. 

One reason for the scarcity is the fact that the source 
of supply for the enormous amount of goods which came 
into the market from private Russian families between 
1918 and 1932 has been exhausted and so is the stock 
which was bought in Russia by the Soviet Government 
and was sold again in Europe. The sale of these jewels 
during the depression had a strong bearish influence on 
the market. 

Also, the production of the Russian Government’s 
mines and their sales have been of a very restricted 
amount each year since 1932, only amounting to any- 
where from $175,000 to $300,000, which is a very small 
amount for the world’s consumption. 

Another point is that the Hindus these last few years 
have made an enormous amount of money and are eager 
to absorb all of the production coming from India, Burma 
and Colombo. Precious stones are to them of greater 
value than money, and this to a greater extent than we 

(Please turn to page 95) 
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a boudoir or traveling watch. 





Chicago Office: Maurice Handman 
58 E. Washington Street 





New Creations by “Louis 





“THE PLANETARIUM ™ 


Tiny semi-ball wrist watch 14K natural gold-filled case set with 24 simulated diamonds, 
emeralds or rubies in star settings. 63/4 ligne round, 17 Jewel “Louis” movement. 


“THE EASEL WATCH ™ 
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rans f ~I) for use by men as a pocket or lapel watch; by 
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women as a pocketbook, lapel, fob or boudoir watch. 
' Outer metal frame opens to serve as easel for use as 


LOUIS WATCH CO., 


580 FIFTH AVENUE, NEW YORK, N. Y. 
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Los Angeles Office: Moe Diamond 
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HONESTY is nota virtue 


... it is good business! 


FOR OVER 40 YEARS J. B. COOPER & 
SON has supplied the jewelry trade with 
purest and finest PLATINUM, Irid-Plati- 


num, and Gold obtainable. 

FOR OVER 40 YEARS J. B. COOPER & 
SON has paid the highest prices for Sweeps 
and Scrap Gold. 

COOPER’S POLICY of fairness and ac- 
curacy continues unchanged . . . always 
making new friends. 





myeomnigy B. COOPER & SON 


INCORPORATED 
26 John St., New York 
Factory: Brooklyn, N.Y. 


Our Reputation Is Our Success 








SOLE U. S. DISTRIBUTOR 


Important Swiss Watch Factory manufacturing its com- 


plete movements, is looking for a firm having a selling 
organization. All styles of movements and watches are 
produced, exclusive models and latest novelties. The prod- 


uct and trade-marks are well known and appreciated all 


over the world. 


Communicate with 


MARVIN WATCH CO. 
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DICTIONARY OF GEMS 


Precious and Semi-Precious Stones 
by R. J. Rocers, F.G.A. 


Price $1.50 Postage Paid 


This new book of all gems gives complete defini- 
tions of every stone used by jewelers from Achates 
(ancient name and origin of Agate) to Zircon and 
Zonochlorite with their specific gravity, chemical 
composition, crystallographic origin, hardness, re- 
fractive index, etc. 


The work is written for the jewele: with tables 
and notes in a form convenient for quick use that 
will give a brief explanation of crystallographic 
origins, some details as to cutting of gems, an ex- 
planation of refractive index, dichroism with 
tables, hardness with tables, specific gravity with 
tables, notes on manufactured gems and _ birth- 
stones. 


It is a valuable ready reference list for the retail 
jeweler, manufacturer, importer and lapidary. 


Cloth bound, 58 pages, 7x5% inches. 


The Jewelers’ Circular-Keystone 


Chestnut & 56th Sts. 239 West 39th Street 
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Colored Stone Market 
(From page 93) 


can realize. “he production of these countries has been 
gradually diminishing and the mines unfortunatel) are 
producing less and less, especially of decent quality. 

Still another reason for the prices to remain firm is 
that the dealers are only buying for cash; therefore, there 
would be no necessity of forced sales to take place as in 
some previous years. ‘This gives great confidence to the 
dealers. 

Another very good reason is that, although the price 
of goods has gone up a bit lately, the goods are still but 
one-half or one-third of what they were in 1929. 

There are two different kinds of buyers in Europe— 
those who come from the countries where there are no 
exchange restrictions and, on the other side, those from 
countries that have the exchange restrictions. In coun- 
tries where restrictions are in force, outside influences 
such as international political or economic situations or 
the state of the New York, London or Paris stock ex- 
changes have practically no influence on the disposition 
or mood of the buyer. He is anxious to invest as soon 
as possible the amount of money that he is allowed to use 
by his government to purchase and he knows that, cheap 
or not, he will find a quick profit on the goods, he has 
bought, as soon as he gets back home. The kind of stones 
they generally buy are individual stones for investment 
purposes, especially emeralds and sapphires of medium 
quality. England, Switzerland and the northern coun- 
tries in Europe have been keen on buying these, especially 
fine quality. The Central European countries purchase 
medium and poor quality stones with which they make 
“antique” jewels. Prices of these stones have gone up 
lately, principally due to the demand and purchases made 
by all European countries. It does not seem that America 
influenced the market much as far as individual stones are 
concerned. 

Regarding the ruby market, the unrestricted exchange 
countries seem to favor this stone and make heavy pur- 
chases of them. Prices of these have gone up the last few 
years and rough is still going up, but this does not mean at 
all that we overpay for the goods right now. The situa- 
tion is simply the following: 

Until around 1898, rubies were very fashionable, then 
suddenly came the discovery of the synthetic ruby. Peo- 
ple quickly became afraid of this new invented stone 
and from then on, rubies were extremely hard to sell. 
During all these years the Hindus accumulated a big 
stock of rubies and when the fashion of jewels with 
rubies came again in 1933 and 1934, they began selling 
the stock that they had been accumulating. Then the 
prices were cheap as the consumption was supplied by the 
accumulated stock and the production from the mines, 
but now that the accumulated stock has been sold the 
consumption is only supplied by the production from the 
mines. It is only the past couple of years that the con- 
sumption needs have been met by the actual production. 

As for the emerald market, we have seen that the 
Siberian production was very limited. In 1927, new 
mines were discovered in Transvaal, but this material 
called “African Emerald” is of inferior quality and dull. 
All but one of the mines in Colombia are owned by the 

(Please turn to page 96) 
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SELL GOLD 


Knives and Sets | 
this Christmas 


A large percent- 
age of your cus- 
tomers can be sold 
solid gold knives 
and comb and file 
sets. To get this 
profitable busi- 
ness, you must 
first make a good 
showing. We are 
ready with a most 
complete line of 
the highest qual- 
ity. Prompt ser- 
vice is assured. 
9413 Knife 


C914 Comb 
and File Set 


Our Gold Knives are Gold Clear Through 


JEWELRY & CUTLERY NOVELTY CO. 
NO. ATTLEBORO, MASS. 


NEW YORK CHICAGO 
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Colored Stone Market 
(From page 95) 


government and most of the mines have been closed for 
some years. 

Regarding the sapphire market, the rough is still get- 
ting more expensive and the mines are, also, producing 
less and less, especially of gem quality, therefore causing 
a rise of prices due to the demand for new fashionable 
jewels. 

From all the above reasons the dealers and jewelers in 
America can expect a very firm market right along. | 
feel that prosperous times for colored stones lie ahead, 





Death of William G. Frasier 


The entire jewelry industry of the United States was 
saddened with the death on Oct. 24 of William Guthrie 
Frasier, Durham, N. C., a beloved and respected leader 
in the retail trade for many years. 

The deceased was known as “Bill” to countless 
hundreds not only in his own community and state, but 
throughout the nation which he covered from end to end 


The Late 
William G. Frasier 





in the interest of the American National Retail Jewelers 
Association, of which he was one of its most revered 
presidents. 

A man of integrity, marked for his honesty and fair 
dealings with all, William G. Frasier gave freely of his 
time and efforts to his manifold interests. A devoted 
husband and father, and an enterprising merchant, he 
‘still found time to participate in civic, religious and fra- 
ternal life of Durham and its environs and in all efforts 
for the betterment of the jewelry industry. 

For more than 25 years he had been actively associated 
with the American National Retail Jewelers Association, 
to which he contributed as generously as any man ever 
enrolled in its membership. At the helm of the associa- 
tion from 1928 to 1930, Mr. Frasier always had a hand 
in steering its course, either as a member or chairman of 
important committees. 

For seven years he headed the important finance com- 
mittee and at the recent national convention presented a 
plan for the adoption of a graduated scale of membership 

(Please turn to page 113) 
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NEW RING DESIGNS 


by C. A. JAKOBB 


There is a new spirit in the modern rings. The new generation looks forward for dif- 
ferent designs, and forces the conventional ones to the background. 
The up-to-date designers adjust their creations to meet the demand of modern taste 
in both form and design. The present day dinner rings and pinky rings are unusually 
graceful and meet the call for a change 
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W uY 
FOR CHRISTMAS py 02083 
SUGGEST 


GOVERNORS’ WIVES LIKE IT... 
YOUR CUSTOMERS’ WIVES 
WILL LIKE IT! 







USTOMERS in search of Christmas gifts! 
Suggest Gorham Sterling ...and especially 
the newest Gorham Sterling pattern, “Governor’s Lady”! A 
gracious, lovely gift...one simple piece or the entire service! 


Governors’ wives are sponsoring “Governor’s Lady” in 
full-page ads... your customers’ wives have been reading 
about it in the national magazines. 

The selling’s all been done for you by Gorham advertis- 
ing! Gorham’s “Governor’s Lady” is sterling silver a la 
mode! Keep your stocks unusually complete this Christmas 
season . . . and count bigger profits! 


THE GORHAM COMPANY 


Providence, R. I.—Since 1831, America’s Leading Silversmiths 





17 Maiden Lane, New York City 1226 Merchandise Mart, Chicago, Ill. 


140 Geary Street, San Francisco, Cal. 
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Window display used by Mr. Hay to sell more silverware at Thanksgiving time. 


ALK TURKEY NOW! itu 


The jewelry business 
by its very nature, is seasonal. You have your Christmas 
Gift Season, your Graduation and Wedding Gift Sea- 
sons. Thanksgiving is the logical time to promote Silver. 
Feature new tea services, more trays, new matched pat- 
terns and additions to old flatware patterns. 

Forget the “gift” angle of silver for a short while and 
concentrate on “‘Use.”’ 

The Thanksgiving season is an excellent time to put 
on a campaign to educate your customers to the “Add-a- 
Place” plan. By this I mean grouping a knife, fork, 
salad fork, tea spoon and dessert spoon into a one-unit 
sale. Show your customers the advantage of increasing 
their silver service a place at a time, from a service for 
six to seven, or from seven to eight. 

This is also a good time to call your customers’ atten- 
tion to the fact that you can furnish matching pieces for 
silver you do not ordinarily carry in stock. 

Suggest to the housewife that old family pieces of silver 
hollowware will add to the appearance of the Thanks- 
giving table after they have been repaired and refinished 
through your store. 

Your window display should be one of your best me 
diums for putting these selling points across to your buy- 
ing public. Be the first to show your special merchandise 
for important events. You will be the first to get 
the real prospects. Take a tip from the Five and Ten 
Cent stores. Have you ever noticed that their Christmas 
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Cards, Valentines and Hallowe’en novelties are always 
in their windows at least two or three weeks before the 
event? No one has ever accused them of poor mer- 
chandising. 

Get your Thanksgiving display in at once. The hostess 
will be far too busy Thanksgiving week, thinking of tur- 
key and trimmings, to select silver. National magazines 
are already featuring Thanksgiving plans, thereby putting 
your public in a receptive frame of mind. Link up with 
these magazines in your displays. 

It is the JDEA behind your merchandise that counts. 
Treat your displays as salesmen. Have them TELL 
FACTS. Show the hostess just how her correctly set 
table should look. Silverware can be merchandised if 
your windows show how it is used, if they tell why it 
should be used, and when it should be used. 

Here is an actual unretouched photograph of a test 
window, made especially for THE JEWELERS’ CIRCULAR- 
Krystone. The display itself—a correctly set table— 
consisted of standard merchandise that the average jeweler 
carries. All cards were left out of the window the first 
week, and only the table setting was shown. The second 
week, the seven “Idea Cards” were added, each one driv- 
ing home the thought, “GET YOUR THANKSGIP- 
ING WISH—NOVW.” 

Using the “wishbone” as the tie-in with Thanksgiving, 
and with actual pieces of silver flatware fastened to the 

(Please turn to page 112) 
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No. 96/21 


“RIVIERA” 


Hand Engraved e Bright Finish 


3-pe. Set, silver sean ry 00 
Cloth Brush . . 8.00 
Hair Brush, Ladies’ . . 16.00 
“oe or Men’s 


5.00 
uae long handle 29.00 
TD « 50> © * 4.25 
Manicure Scissors, 

BN & 00% 8,-4.8 6.50 
Puff Jar, cut glass . 27.50 
Shoe Hook ..... 4.25 


No. 500/22 


“LADY FAIRFAX” 


Hand Engraved « Bright Finish 


3-pe. Set, silver wa _— 
Cloth Brush . . 6.50 
Hair Brush, Ladies’ . 19:00 
Ladies’ or Men’s 


0 See 5.00 
Mirror, long handle 26.00 
Nail File. ..%... 3.75 
Nail Polisher . . 9.00 


Nail Polisher Holder 8.50 
Manicure Scissors, 

TS eae 5.50 
Cologne, cut glass . 16.50 
Puff Jar, cut glass . 21.00 


Salve Jar, cut glass . 9.00 

Shoe Hook ..... 3.75 

Shoe Horn... .. 3.75 
No. 80/42 


“CASCADE” 


Engine Turned « Grey Finish 


3-pe. Set, ~ eoeende == 
Cloth Brush . . 

Hair Brush, Ladies’ . 2 0 
Ladies’ or Men’s 


mb 
Mirror, long handle. 28.50 
Nail File, plain. . . 3.00 
Nail Polisher . . 10.00 
Nail Polisher Holder 14.00 
Manicure Scissors, 

RR 6. aS, a 6.50 
Cologne, cut glass . 16.50 
Puff Jar, cut glass . 22.50 
Salve Jar, cut glass . 10.00 
Shoe Hook, plain. . 3.00 
Shoe Horn, plain . . 3.00 


WALLACE & SONS 







No. 199/48 
“ARDSLEY ” 
Engine Turned 

Bright Finish 


MEN’S HAIR BRUSH 
$11.25 
Length 6% in. 


MILITARY BRUSH 
$15.00 pair 
Length 45% in. 

Also made: COMB, $2.50 
CLOTH BRUSH, $12.00 


No. 196/4 
“COVENTRY” 
Engine Turned 
Grey Finish 


MEN’S HAIR BRUSH 
$11.25 
Length 6% in. 


MILITARY BRUSH 
$15.00 pair 
Length 4% in. 
Also made: COMB, $2.75 
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Seika! 


e "Give Precious Sterling Silver This Christmas”. . . read 
the Wallace advertisements in leading class magazines this 
December... and that suggests sterling dresser silver. Sterling 
silver on the modern man or woman’s dressing table bestows 
on one the final cachet of fastidious selectiveness. Here are 


the most recent additions to the Wallace line of dresser silver. 


No. 196/41 
“CORNWALL” 


Engine Turned 
Grey Finish 











No. 500/44 


“LADY MONTAGU” 


Engine Turned « Bright Finish 


3-pe. Set, silver only . $45.00 
Cloth Brush -..- 14.00 
Hair Brush, Ladies’. 18.00 
Ladies’ or Men's 


mb 4. 
Mirror, long handle . 22.50 * 
Nail File, plain. . . 3.00 §& 
Nail Polisher... . 9.50 
Nail Polisher Holder 9.50 
Manicure Scissors, 

Os 6 44 6 & 8 5.50 


MEN’S HAIR BRUSH 
$11.25 
Length 6% in. 


MILITARY BRUSH 





$15.00 pele Cologne, cut glass . 16.50 
Lenght 4% in. Puff Jar, cut glass . 20.00 
Also made: COMB, $2.75 +s? st Age glass - by 

§ ook, plain . . x 
Shoe Horn, plain . . 3.00 

No. 196 
“CAVENDISH” 
Grey Finish 
No. 750/44 
“YOUTH” 


Engine Turned ¢ Grey Finish 


3-pe. Set, silver only . $30.00 
Cloth Brush eee See 
Hair Brush, Ladies’. 11.00 
Ladies’ or Men’s 


Corn Knife, plain . . y 
Cuticle Knife, plain. 2.50 | 
i), ae 2.50 
Nail Polisher. . . . 9.00 4 
Nail Polisher Holder 11.00 
Manicure Scissors 6.00 
Cologne, cut glass . 11.50 
Puff Jar, cut glass . 17.50 
Salve Jar, cut glass . 8.00 
Tooth Brush Bottle, 

cut glass ..... 8.50 
Shoe Hook, plain. . 2.50 
Shoe Horn, plain . . 2.50 


MEN’S HAIR BRUSH 
$9.25 
Length 6% in. 


$84 te 


Am A 





MILITARY BRUSH 
$12.00 pair 
Length 4% in. 

Also made: COMB, $2.00 


No. 199/49 


“BELGRAVE” 
Engine Turned « Bright Finish 


MILITARY BRUSH 
$15.00 pair 
Length 4% in. 

Also made: COMB, $2.50 


WALLINGFORD, CONNECTICUT 
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Fig. 5 


Your 
Christmas 
Windows 





(Continued from page 53) 
make it about 24 inches to 27 inches in height. Cut a 
circular hole (about 12 inches in diameter) in a position 
similar to that in Figure 1, and paint a gold border 
around it. 

7. Next is the bell. You may already have a bell some- 
where in your display stock . . . or you may be able to 
buy one (about 6 inches long) in town. Failing that— 
make one. It is quite easy. Take the blue card which is 
to be set up behind the circular hole (this card should be 
about 18 inches wide by the same height as your white 
card—either 24 inches or 27 inches). Place the white 
card over the blue and mark the position your bell is to 
take. Then remove the white card and sketch the outline 
of a bell. Spread glue inside this outline, then pile the 
“Plasteline” within the outline . . . pile it up higher 
at the “lip” of the bell. All you need to mould it into 
shape are a knife (or orange stick) and fingers. It is 
actually a simple job and can be moulded in a few min- 


utes. The knife is used only for shaping the outline to 
your sketch—your fingers do all the moulding. 

When moulded, push a few pins through the back of 
the cardboard to hold the bell in place when the card js 
standing upright, then there will be no danger of jt 
falling off. 

Now paint the bell gold—place a ribbon above it (a 
few specks of cottor batting may be stuck here and there 
to give a “snow” effect), and stand it in position behind 
the white card, as illustrated. And, of course, always use 
an illustrative “Merry Xmas” card. You will find this 
to be a simple, yet most effective display. 

It will not be necessary throughout to go into the con- 
struction of each unit in these display suggestions—the 
foregoing—with the illustrations, will act as a guide for 


any one of the displays. 


Figure 2—An unusual setup, inspired by the small 
framed picture of the Madonna and Candles. This pic- 








Fig. 6 
SUSPEND GIFT BOX HERE 






PLACE LIGHT BELOW 


PLEAT BLUE FOIL 
GIFT BOX — 


BACKGROUND THUS 





PLAN ( LOOKING FROM ABOVE ) 


ture, beautifully colored in blues and yellows, is last 
year’s Christmas card of Reader's Digest. 
Props required : 
1. The step fixture used in Figure 1. 
2. Eight white blocks (same as those used in Fig- 
ure 1). (Please turn to page 104) 
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WHAT MAKES US HAPPIEST IS 
THE WAY WE STAND IN WITH BRIDES 
When 5,282 brides and brides-to-be told us 


their story in 1937 —51% said they read 


Good Housekeeping. 


Note: Practically all these women were young. Little 
wonder Good Housekeeping is read by young 
women — they need Good Housekeeping more. 
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Fig. 7 


(From page 102) 
Three white oval frames—varying sizes—to fit 
one inside the other and form a frame for the 
Madonna picture. 
Sixteen ivory candles, cut to various lengths. 
5. About two dozen plain Christmas tree globes, 
in assorted blues, greens, red, gold and silver 
and in assorted sizes. 
A few fir or pine leaves. 
A rough board, about 6 inches by 12 inches, 
drilled at random with holes to hold candles. 

Arrange this display as illustrated in Figure 2. Cluster 
the globes in alternating colors about the candles and 
arrange them in varying sizes and colors in groups at 
random. 

This forms a most colorful setting for almost any type 
of merchandise—the sparkling colors of the globes adding 
warmth and gay reflections to the surroundings—especial- 
ly when silverware is displayed. 

Then ... don’t forget a gay “Merry Xmas” card. 

Figure 3. 

Red, white and gold—simplicity itself, yet most strik- 
ing in effect. No affectation here—no over-arrangement. 
Five white cylindrical columns grouped about one single 
background panel—that’s all. 

Props required : 

1. One 20 inch by 30 inch beaver board panel 
covered with white washable fabric. (The 
striped material lillustrated is called “Pear] 
Leather” by some distributors. ) 

2. Five (or more) cylindrical blocks of varying 
heights and diameters—covered with white 
washable fabric. 

3. Two yards red knitted velour (or other mate- 
rial) for draping. 

4. Two white and one red pompoms. 


6. 
7. 
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CANOLES 








_- CURVE BLUE FOUL Thus 




















PLAN ( LOOKING FROM ABOVE ) 


































5. One yard of 3-inch red ribbon. 

6. One wooden candle. This is a square 9-inch 
piece of 1 x 1, chiseled away at one end to rep- 
resent melted wax and perhaps two or three 
gouges down the sides to represent the drips, 
A tuft of string acts as a wick. The base of 
the candle is simply a semi-circle of plywood 
(6 inch diameter) and the fret-sawed oval at 
the back can be cut from cardboard. Paint 
candle red—the dripping wax gold. Base and 
back oval are white with gold edges. 

The set-up is as illustrated. 

FiGURE 4. 

Now we come back to the miniature display unit which 
was illustrated in the September article. This unit has 
endless uses. It is a constant source of new ideas... and 
always looks different. 

Here we use it as a frame... in a striking display 
which needs no “Christmas” explanation. It is Christmas 
itself . . . everything but a Santa Claus. There is the 
sky of Christmas Night—the star of Bethlehem—the 
Christmas tree and its decorating globes—a runner of 
snowlike velvet—and you supply the gifts. 

In order to understand this setup properly, you will 
have to refer to the illustrations in the September article, 
where the construction of the entire unit is explained. Or, 
you may write either to THE JEWELERS’ CiRCULAR-Key- 
STONE, or International Silver Co. for blueprints. 

Props required: 

1. Miniature display unit. 

2. Two yards of white fur plush* to be used as 
drape. 

(Please turn to page 106) 





Fig. 8 
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ROYAL WELCOME FOR A 


Juke STAR IN THE 


TREND TO SCULPTURED 
STERLING WINS HEARTS 


OF 19357 BRIDES : * a 








Fashion editors predicted a royal welcome for Juliana * 
the pattern whose bold, simple lines presented a new type 
of beauty in sterling. 

They were right. From the Start, brides of 1937 have 
accorded Juliana the welcome due a princess ave expressed 
their enthusiasm by selecting Juliana in preference to count- 
less other patterns. 

Alert to new merchandising opportunities, retailers every- 
where have featured Juliana in their own newspaper adver- 
tising. And one of the biggest national advertising campaigns 
we have ever released for a single pattern further increases 
the volume of sales. 

For greater profits, for larger unit sales, stock Juliana . 
matched in hollowware, for larger sales and profits, like 


all popular W atson patterns. The Watson Company, 
Attleboro, Mass. New York ~—_ Chicago — Los Angeles. 


Watson e& 0 ¥3 Sterling 


TRAOE MARK 


STERLING SILVER EXCLUSIVELY FOR OVER SIXTY YEARS 








«w STAR SALES HELPS 


National Advertising in Vogue, Counter Card in color to stimulate 
Harper's Bazaar, House & Garden, sales ees Table - setting Reproduc- 
Town & Country, House Beautiful, tions, printed in actual size for your 
The Brides Magazine are Display customers .. - Newspaper Mats for 


in color for counter or window ees your own advertising. 


GET FULL INFORMATION NOW! 


THE WATSON COMPANY 
8117 Watson Park, Attleboro, Mass. 


obligation, full details on Juliana. 
NAME 
ADDRESS 
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Gentlemen: Please send me, without cost or 



































NO INVESTMENT REQUIRED 


WRITE FOR FULL DETAILS 


POOP A A ot topper, 











Carry a complete line of Tea Sets, Trays, 
Candelabra, Entrée Dishes, Cigarette Boxes, 
Wine Coolers, Lazy Susans, etc. 


Largest selection of English Reproductions 
and OLD ENGLISH SILVER 


N. BLOOM & SON 


Dealers in Antique Silber & Old Sheffield Plate. LTD 


42/4, West 48th Street, New York 


15, Norton Folgate, Bishopsgate, London, E.C.2 


Trade Enquiries Specially Invited. Telephone: BRYANT 9-6755 























Two Standard Books for 


Optometrists and Opticians 
By LIONEL LAURANCE 





General and Practical Optics 
(Fourth edition, 327 pages) 


Visual Optics and Sight Testing 
(Third edition, 502 pages) 





Price $7.50 for Each Book 





OPTICAL JOURNAL & REVIEW 
239 West 39th Street _New York City 
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Your Windows at Christmas 
(From page 104) 


3. One piece of red ribbon (about 24 inches long 
by 3 inches wide). 

+. Six Christmas tree globes (3 medium size blue 

—3 large red). 

. Some fir, or pine leaves. 

6. A “sky” picture or painting. Any sign writer 
can easily make this for you. It is blue with a 
yellow star and white dots—the blue shaded 
from light at the bottom to dark at the top 
by airbrush. 

That is all there is to it... it is set up as 
illustrated, with merchandise of any description 
daintily arranged in groups. 


an 


Figure 5. 

Here is Santa himself . . . in three dimensions—yet 
made principally of cardboard, cotton batting, fur plush 
and with rubber cheeks. He is easy to make, as you can 
see by the accompanying sketches. But he is effective when 
all put together in the miniature display unit. 

In this setup we use the unit as a pyramid, on top of 
which is a red covered beaver board (or pressed-wood 
lid, or top). 

Props required: 

. Miniature display unit. 

. Santa Claus (as shown in sketches). 

. One yard white fur plush.* 

. One large Christmas tree globe—blue. One 
medium Christmas tree globe—red. One small 
Christmas tree globe—silver. 

5. One back panel (about 20 x 30 inches, either 
rectangular or semi-circular) covered in red 
plush (same as the red panel at top of steps). 
Actually four pieces of cardboard are used to 
make the Santa Claus’ head. 

(a) The main or “face” piece. This is 4% 
inches wide by 6 inches long. The top is 
cut in a semi-circle. Paint the semi-cir- 
cular top bright red—from top to a line 
2 inches down. Paint the remainder a 
flesh color (rather ruddy). Now put two 
black dots on the upper part of face, for 
eyes. These should be the size of a dime. 
A “V” of white (not very large) adds a 
twinkle to the eye. This should be at the 
top, slightly to the right (in about the 
same position as the hours 1 and 2 on a 
clock). 

(b) The hatband. A semi-circular piece, about 
114 inches wide. Cover this with white 
plush. Then stick in place, between the 
red hat section and the eyes. 

(c) The beard. Cut a piece of cardboard in 
the shape of a “V.” Now pleat one end 
of the white plush (No. 3 in “Props re- 
quired”) over this card, either pinning or 
sticking the pleats in place. Pin or stick 
this card onto the lower part of the face. 

(d) Next, before the last card is applied, get a 
rubber ball and cut two slices from it. 


wh 


*“Fur-Plush”—trade name used by some distributors for light velour- 
like material. 
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These are to be “‘cheeks.”” Paint these red 
(lighter than the hat color) and stick 
them just beneath the eyes. 

(e) Now the nose—a small rubber or wooden 
bali about | inch in diameter (any car- 
penter with a lathe—or a young lad at 
school can turn one of these for you). 
Paint this a light red (not as deep as the 
cheeks) and place it in the center of the 
face. It can be held firmly in place by a 
tack through the back. 

(f) Then the last cardboard—the mustache. 
Cut this out in the shape illustrated, cover 
with white plush and stick in place below 
the nose, over the upper part of the beard. 

The completion of Santa Claus is the ball of 
cotton batting for a hat tassel, and the two 
small pieces used as eyebrows. 

The accompanying photo shows just how this 
display is arranged—with Santa Claus’ head 
stuck on a silver card in the white frame—his 
beard of white plush falling over the steps. 





Figure 6. 

The gift idea—in Chirstmas wrapping. Here the re- 
quirements are very small—with the miniature unit in 
evidence again—this time on its side, as a long, rather 
than high, frame. 

Props required: 

. Miniature unit. 

. Twelve white blocks. 

. Twelve Christmas tree globes, of varying colors 

and sizes. 

4. One package in Christmas wrapping of gold 
paper tied with red ribbon. 

5. A background piece, preferably of blue foil, 
folded accordion-wise and placed behind the 
miniature frame unit as shown in sketch accom- 
panying Figure 6. 

6. One and one-half yards 4-inch red ribbon. 

7. A few holly leaves. 


The illustration and sketch are self-explanatory. The 
package is held in place by pins, or suspended by threads. 
It makes an excellent setting for small packages—rings, 
watches and so on. 

If you wish, put a light behind the miniature unit un- 
derneath the Christmas package. This will reflect up on 
to the package and the blue foil background in a very 
pleasing manner. 


Who— 


Figure 7. 
Candles again—in the miniature unit—unadorned, un- 
garnished, a chastened effect. 
The requirements are few. 
Props required: 
. Miniature display unit. 
. Nine ivory candles, cut in varying lengths. 
. Three Christmas tree globes—large size—red. 
. Six silver poinsettia leaves. 
. A sprig of spruce or fir. 
. One sheet of blue foil paper. 
. A rough board, drilled at random, to act as a 
candle holder. 
. Two yards green velvet or knitted velour. 
Place the miniature unit upright, as a frame. In 


“SIO Nn Rh W DD — 
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the upper left-hand corner, stick a sprig of spruce, 
fir or holly (with adhesive tape). 

Place the candles in the board and put behind 
the frame. 

Then form the blue foil paper in a curve around 
the back of the candles—attaching the sides to the 
miniature frame, as shown in sketch accompany- 
ing Figure 7. 

Hang three of the silver poinsettia leaves on the 
upper right-hand side of frame. Place the other 
three at the foot of frame. 

Ruffle the green drape in front of the display 
and place the three Christmas tree globes in front 
of the three poinsettia leaves. 

If wooden candles are used, place a green light 
at the foot of the candles to reflect upward. 


Ficur_e 8. 

Radio in miniature. Some of the well-known products 
you carry are advertised to the consumer via radio. Here’s 
a way to tie your store window to that program. It’s ef- 
fective, too, for it brings people in to inquire about the 
things they’ve heard an announcer talk about. 

Props required: 

1. The miniature display unit. 
2. A picture (cut from a magazine ad, or a manu- 
facturer’s window card). 
One Christmas red tassel. 
4. Two miniature radio towers and a piece of 
thin wire. 


~ 


The towers are made of %-inch metal rods (brass, 
aluminum or iron will do). The local tinsmith will make 
them for you and they will last a long time and be useful 
in many displays. 

The miniature unit is used as a pyramid—on top of 
which is a beaver-board pad, covered with pearl leather. 
In this particular setup, the teaspoons are fastened to the 
steps with “Tacky-wax.” The red tassel emerges from 
behind the frame and falls across the white top at the 
feet of the young lady in the picture. Above, on the aerial 
the story of the radio hour is given. The addition of 
holly leaves scattered about here and there invites people 
to listen-in at Christmas time—and to buy. 

Thus, with the Christmas season drawing near, unusual 
windows will draw folks to you—to keep the spirit of 
Christmas a personal one, by the giving of “‘personal” gifts. 


Getting Name on Air 

Rudolph Brothers, jewelers, are advertising on WABY, 
Albany, N. Y., under a new setup for that area. Six an- 
nouncements are made daily, all of them preceded by 
United Press news flashes. The contract, placed by the 
Schenectady agency which has been producing on WGY 
dramatized announcements of the optical services offered 
by Rudolph stores in Schenectady, Troy, Albany and 
Amsterdam, runs for the remainder of the year. 





K. V. Streeter Joins Robbins 
Kenneth V. Streeter, assistant secretary of the conven- 
tion bureau of the Springfield, Mass., Chamber of Com- 
merce, has resigned to accept a position as district sales 
manager for the Robbins Co., Inc., manufacturing jewel- 
ers of Attleboro. Mr. Streeter will be Western Massa- 
chusetts and Vermont representative. of the company. 
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THE POTTER 
AT 


THE WHEEL 


@ Modernistic glazed pottery 
flower containers for use in the 
home 


by 
JANIS TARTER 


The potter is probably 
the most famed artisan in history. He, at any rate, is 
the oldest of all that have been recorded. Starting with 
biblical record of creation, God was the first Potter 
forming man from clay. The art of throwing, the pres- 
ent trade name for the potter at the wheel, is rapidly 
disappearing from the use of modern methods. There 
are some potters still in this country who produce their 
shapes on the potter’s wheel and in the foreign countries, 
in sections where modern methods have crept in, the 
art or trade of throwing shapes on the kick wheel still 
exists—the art being handed down from father to son. 

A new shape can be much more quickly produced by 
the old method than it can be made in any modern way. 
A few pieces, especially in round uniform shapes, can 
be reproduced at considerable saving by the throwing 
method over the modern method of producing from 
plaster of paris molds. If quantity production is desired 
or complicated shapes made, more accurate pieces can 
be produced more uniformly from molds than by free 
hand. 

Pieces that require great accuracy and with increased 
speed are produced from steel molds which supersede 
plaster molds as plaster molds have superseded free hand 
pieces. Free hand pieces require a plastic, rather stiff 


mixture of the clay, while making pieces from molds 
in the casting method requires a limpid solution of the 
clay called slip; whereas the steel mold process requires 
a perfectly dry clay dust. , 

The present day trend gf the art of interior decora- 
tion called modernistic, if applied to pottery would 
require a very skilled potter to produce the angular shapes 
free hand. His use of the potter’s wheel would be almost 
non-existant. It would require his forming slabs of clay 
cut to the right size and assembled free hand whereas 
all the angles and undercutting could be produced if 
the piece were produced from molds of plaster. Sim- 
plicity of torm with simple lines is the basis for modern- 
istic form. It is really primitive in treatment and the 
best designers of modernistic things are not confining 
their efforts to angular schemes but using simple curves 
as well. How well the simple, produced on the potter's 
wheel, fits into this modern way of designs is best shown 
by the increasing demand for primitive shapes not only 
in pottery but in other arts. It is most noticeable in 
pottery, however, as the common utility pieces that were 
produced in quantities a half century ago for the most 
humble in the simplest of homes now are sought for to 
adorn the most pretentious places. 

(Please turn to page 110) 
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Lamps 

Book Ends 
Cigarette Boxes 
Ash Trays 
Match Holders 
Desk Sets 
Vases 
Candlesticks 
Bowls 

Plaques 
Statuettes 
Thermometers 


Phone Stands 


to 


()*Clelland Garchy Furnishes You 
THE KNOCKOUT PUNCH 


In these last crucial weeks of your peak season, do not 


cry for merchandise. GET IT— 


Prestige goods that will sell on sight. 


Completely revised and modernized production methods, plus the 
first worthwhile amount of stock in our history, enable us to give you 


48-HOUR DELIVERY 


of any order we receive at this time, so you may use adequate displays 
and have the goods to accept any sales you can make. 


All of the following items, in stock, can be shipped 


WITHIN SIX HOURS 
of receipt of your order: 
All Ash Trays, Nos. 1 to 50 


All Figures, Nos. 010 to 062 


Nos. 82, 83, 86, 90. 91, 92, 93 and 
°7—Bookends 


Nos. 90L, 91L, 200, 209, 220, 221, 
225, 250 and 252 Lamps. 


No. 405 Vase, 805 Bowl, and 


151 Thermometer. 


Look in your new Catalogue, which you should now have always 
handy, picturing more than 100 items, and ask us for whatever you 


want. 


Now Is the Time 


Hit Hard 


Christmas 
shoppers 
won't pass 
your doors 

if you have a 
McClelland 
Barclay 


display in 


your windows. 


They will 


stop— 


come in— 


and BUY! 


For months we have been getting ready to serve you properly in this time of need. Lean 
on us and we will like it, as we are not out to sell you goods, but to HELP YOU SELL. 


305 EAST 45th STREET 


McClelland Barclay Art Products, Ine. 


NEW YORK 


Downtown Display: Mollie Boynton, Inc., 225 Fifth Ave. 


Western Headquarters: 15-111 The Merchandise Mart, Chicago 
New England seater 655 Boylston St., Boston 
Southern Headquarters: 127 New Hampshire Ave., Orlando, Fla. 
Canadian Headquarters: 229 Yonge St., Toronto 
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The Potter at the Wheel 
(From page 108) 


Mechanically made pieces are usually all replicas each 
of the other. All that are produced are exact mates 
whereas free hand pieces are bound to find freedom from 
this sameness thus making each piece more or less un- 
usual. 

Inspiration for the best in pottery has for the last 300 
years been derived exclusively from the Chinese. Ceram- 
ists in all countries have had held up before them 
examples of what seemed the impossible to reproduce— 
the colors and glazes of the Chinese. 

Pieces of pottery without any glaze may be made by 
the skillful potter from clay, made plastic by proper 
addition of water and well kneaded, into a shape turned 
free hand on the swiftly revolving potter’s wheel. A 
piece of this pottery may have as beautiful lines and 
curves as it is possible to make; without a glaze it lacks 
the finish of completeness, like a splendid picture without 
a frame. 

If this same piece of pottery, made by the potter 
and after it has become ‘dried bone hard,” be covered 
with any of the thousands of combinations of glazes and 
placed in the kiln and fired at high heat so that the 
formed piece, as well as the glaze covering it, are matured 
in the same kiln, at the same heat, you have now a 
harmoniously finished piece of pottery that no human 
cunning can imitate, either by skillful touch or blending 
of celors. 


In addition to the intense heat built up slowly for days 
until the right temperature is reached, the quality of the 
fire or gases has to be carefully watched or handled. 
Some glazes require a clear fire with plenty of air to form 
complete combustion, but others demand a smoky kiln 
atmosphere and still others an alternation of those fire 
qualities. 

There is always excitement in the pottery during the 
process of drawing the kiln as piece after piece of beauti- 
ful pottery is inspected, exclaimed over and taken to the 
ware rooms or back to the glaze department to be re- 
glazed and re-burned. 





Manufacturing Payrolls Up 


PRovIDENCE, R. I.—Sales of jewelry and silverware 
in the retail jewelry and the department stores of Provi- 
dence, and the bank withdrawal for payrolls of these 
industries during the month of September reflect the up- 
ward trend of business conditions as the annual holiday 
season opens. Sales of jewelry and silverware in this 
city advanced 20.7 per cent last month from those of 
September, 1936, according to the latest report on sales 
prepared by the Federal Reserve Bank at Boston. 

Payrolls of jewelry and silverware concerns in Rhode 
Island last month, up 10.1 per cent from the preceding 
month, although 19.9 per cent under the figures for Sep- 
tember, 1936, showed a gain relatively sharper than in 
any other local manufacturing industry. The total amount 
of withdrawals from banks for payrolls in these indus- 
tries in September was $1,288,645. 





Spode sive ERMINE 


“Starter Sets” in Spode make 
permanent customers. 





Sole Agents and Wholesale Distributors 


COPELAND & THOMPSON, INC., 206 Fifth Ave., New York 















EMPIRE SILVER CO. 
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STERLING 68¢ TO $1.00 AN OUNCE 


We sell sterling by 
weight at 68¢ to $1.00 
an ounce for most 
pieces. 


Within six months you 
can return any silver 
for full cash credit. 





600—Sugar, Creamer and Tray— 
18 oz. $18.00 


201—Bon Bon, 
6 in. 5'% oz. $3.60 
703—Pepper & Salt, 
With Blue Glass Liner, 





5 oz. $6.00 
104—Bread & Butter Plates, 25 oz. Doz. $18.00 
105—Service Plates, 115 oz. Doz....... ere .. 85.00 
Fruit Bowls, 8 in., 15 oz. 506 Paul Revere. 507 Irish... . . 15.00 
606—Sugar and Creamer, 6!/> 072... . ee 6.50 
601—-Sugar & Cream Tray, 3!/4 0z.... Wee 2.75 
704—Pepper & Salt, 234 oz... wees 


Baby Cups, No. 900, 134 0z..... $2.10. No. 901, 24> oz...... 3.00 


Write today for a $50.00 or $100.00 sample assortment 
subject to your approval, 


EMPIRE STATE BLDG. 
FIFTH AVE., NEW YORK 
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Fine Glass 
By Hewitt Warberton of Veriys Decorative Glass Co. 


N the making of glass, from the time of our Colonial 

ancestors onward, the venturesome spirit of the pioneer, 
the inventor and the artist-designer has brought forth a 
product superior to similar efforts of our Old World 
competitors. Who among us has not admired the intri- 
cate, frost-like patterns of Verlys glass, and what was a 
celebrated French glass made only in France is now made 
in America at half the cost of the former import price? 
It is true that, in the modern work, France, Italy, Holland 
and Czechoslovakia are producing spirited new versions 
also, but America is holding her own and keeping step 
with latest and finest practice and accomplishment. 

It is fitting that a manufacturing method which enables 
the person of mediocre means to enjoy the beauties of 
well-formed decorative and utilitarian objects should be 
the system chosen by a democratic people for development 
and constant improvement. 

The first pioneering of such manufacture in this coun- 
try was carried on in the New England section, and today 
has spread through various sections, centering, however, 
in the Middle West and in the East. The beginning of 
the glass industry in America was in the years preceding 
1765 when Casper Wistar began the manufacture of 
glassware in Salem County, N. J., naming his little colony 
Wistarburg. The products of this center are still museum 
pieces, as are those of “Baron” William Henry Stiegel, 
who built his works for the production of choice pieces 
in Manheim, Pa. With the Revolution his production 
ceased, since the war had ruined him financially. 





From this time for about a half century the making of 
glass was not pursued to any extent in this country. Im- 
ported wares served the rich people, and the poorer citi- 
zens were deprived of all except a very few pieces. Then 
a man with a real pioneering spirit began the making of 
glass in New England, at Sandwich, Mass. For a quarter 
of a century this manufacturer continued to turn out fine 
pieces of glass. It was one of the workmen in this pliant 
who invented the iron press mold and he is undoubtedly 
the great benefactor of housewives who insist upon per- 
fectly appointed tables for every occasion and who con- 
sequently must have a varied glass service. 

The art is distinctively American, since the modern 
glass press was also worked out here, and the process 
developed tremendously. 

It is now, and has been for the past year, possible and 
practicable to reproduce Verlys glass in America as it is 
made in France and the wide range of its designs and 
colorings makes it unusually adaptable to American dec- 
orative taste, although the pieces are distinctly French in 
design. The American glass workers who finish it by 
hand have maintained all the subtleties of the original 
French conception as well as the exquisitely wrought 
details. 

The average customer who comes into your store today 
is looking for artistic pieces for her home and she may not 
care particularly about the details of their construction. 
She may be indifferent to the process of pouring molten 
glass into iron molds, and heedless of the mechanical 
intricacies of embossing a design on glass. But she is 


intensely interested in the fact that here is a glass that is 
(Please turn to page 112) 
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like some fine Italian cameo, this artistic crystal vase of 


Roman inspiration will perform a decorative mission in 


sumptuous home or wee apartment 


Visualize it filled with lilies as a centerpiece on some fine 


old mantel... 


festive board at Thanksgiving 


or, brilliant with Fall tlowers, adorning the 


Those who love the sincerity of traditional craftsmanship 


will find real pleasure in owning PAIRPOINT Crystalware 


the world’s finest 


CRYSTAL FLOWER VASE No. 2222. Hand 


intagho cut Pegasus design 97. high, 9', 
X os 


Solid square base. Moderately priced 


The PAIRPOINT CORPORATION, New Bedfoid 
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SMART 


FAST-SELLING 


Available in many 
designs and color 
combinations 


_— 


BELLOVA 
GIFT LAMPS 


Jewelers find that these distinctive 
lamps bring in new customers—and 
sell at a good profit. 

Made entirely of special 
translucent glass, both base 
and shade illuminate with 
one bulb. Lighted or unlighted, 
Bellova lends charm and color to 
any interior. 

Write for beautiful colored folder. 

H. G. McFADDIN & CO., INC. 


324 FIFTH AVE., NEW YORK 
EST. 1874 

























66 ADE to Order” for the big holiday sea- 

son ahead ... NORMA, the remarkable 
4 in 1 pencil that writes blue, red, green or 
black—at a flick of the finger. 


Norma is THE PERFECT GIFT! Just the 
thing Christmas shoppers are looking for. 
That’s what Norma advertising is selling the 
public in leading national magazines reaching 
over 15,000,000 readers. 


Norma sales possibilities? One retailer in a 
large eastern city is selling over 1,500 Norma 
pencils a year. That’s the answer. 





Keep Norma displays on your counter. Keep 
adequate stocks on hand. 
“A jewel of a pencil” — fully guaranteed 


against mechanical defects. Prices $3.50 to 


$12.00. 
NORMA PENCIL CORPORATION, 39 W. 32nd St., N.Y. C. 




















Fine Glass 
(From page 111) 


fortified against breakage by sudden temperature changes, 
And she is equally responsive to the lovely rock-crystalline 
texture accented by intensified highlights that results from 
skillful etching by means of acid and the smooth surfaces 
patiently ground and polished for enduring luster. 


Talk Turkey Now 
(From page 99) 


cards, we changed a “pretty window” into a definite 
‘Thanksgiving sales campaign. 

Our story starts at the left with, “You'll be Thankful 
Kor—-,” and continues with “Correct Service Pieces,” 
“Enough Salad Forks,” “Silver that Matches,” “New 
China and Crystal” and “A Sharp Carving Set.” 

Five times as many customers actually entered the store 
as a direct result of the second display; more sales re- 
sulted and a genuine interest in silverware was shown. 

To keep our test equal, no prices were shown in either 
display. We based the second display on the psychology 
that: 

1. No woman ever has quite enough silver. 

2. More silver will be needed at Thanksgiving. 

3. Now is the time to purchase. 

There is nothing new about a correctly set table, 
yet it never fails to appeal to the ladies. A variation of 
the one shown could include a papier-mache turkey—or 
even a centerpiece including a football, using four candles 
draped as goal posts. 


Maiden Lane Beefsteak Dinner 

The annual beefsteak dinner of the Maiden Lane His- 
torical Society, held Tuesday evening, Oct. 19, at the 
Hotel Warwick was attended by nearly 100 members. 
In addition to a succulent meal the members enjoyed a 
fine floor show, which was directed by Edwin H. Dean, 
secretary. Albert Ullman, historian, read his annual 
report. 

Thirty-one new members were announced. Henry 
Abbott, president, served as toastmaster. The annual 
business meeting will be held in March. 


Richard Whitehead 

Richard Whitehead, a member of The Jewelers’ 
Twenty-four Karat Club and the Brotherhood of Travel- 
ing Jewelers, who was associated with Goudvis Bros., 
diamond importers at 630 Fifth Ave., New York, died 
Oct. 13, at his home, Elmhurst, L. I., after an illness of 
several weeks. 

The deceased was aged 58. Funeral services were held 


Oct. 15. 


Niemeyer Chairman of 24 Karat Club Banquet 

G. H. Niemeyer was again named as chairman of the 
annual banquet of the Jewelers’ Twenty-four Karat 
Club, at a meeting, Oct. 20, in the club rooms, 608 Fifth 
Ave. Mr. Niemeyer will appoint his own committee. 

Morton Ollendorf, of the Ollendorf Watch Co., Inc., 
and Simon Lieberman of Lieberman-Bienenfeld, Inc., 
were elected to membership. Otto Wormser, vice-presi- 
dent, conducted the meeting in the absence of the presi- 
dent, W. Waters Schwab. 
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Death of William G. Frasier 


(From page 96) 


fees, planned to increase the association’s revenue. He 
was also chairman of the resolutions committee at the 
1937 convention. 

Mr. Frasier was first elected to office in A.N.R.J.A. at 
the 1911 convention in Philadelphia, when he was named 
regional vice-president for the southeastern area. He was 
secretary-treasurer of the North Carolina Retail Jewel- 
ers’ Association for many years, and a former president 
of that group. 

Mr. Frasier went to his store shortly before noon Sun- 
day, Oct. 24. Members of the family called the office 
by telephone at 1 o’clock in order to tell him that dinner 
was ready, but received no reply. The family chauffeur 
was sent to the store and found Mr. Frasier dead, reclin- 
ing in a chair. 

Surviving him is his widow, the former Miss Minnie 
Kronheimer ; his mother, Mrs. R. O. Frasier; a son, Wil- 
liam Guthrie Frasier, Jr.; a daughter, Mrs. Philip 
Thomas, Roxboro, N. C., and a grandson, Philip Thomas, 
Jr. 

Born in Gulf, N. C., the son of Richard O. Frasier 
and Della G. Frasier, 59 years ago, he received his edu- 
cation at Guilford College and then entered the jewelry 
business. He operated a store in Greensboro, N. C., be- 
fore going to Durham in 1903. At the latter place he 
formed a partnership with H. M. Jones, and ever since 
the firm has been known as Jones & Frasier. It is the 
oldest jewelry establishment and one of the oldest mer- 
cantile houses in Durham. 

He soon became identified with community interests. 
At one time he served as a county commissioner. He was 
a member of St. Philip’s Episcopal Church, the Elks Club, 
the Masonic order and the Rotary Club. He was a char- 
ter member of the Durham Rotary Club and served as 
president of the club. 

Funeral services were conducted Tuesday afternoon, 
Oct. 26, at St. Philips Episcopal Church, with the Rev. 
David Yates, rector, officiating. Interment followed in 
Maplewood Cemetery. Leading business men of Dur- 
ham served as active and honorary pallbearers. 


Durand & Co. Stock of Valuable Precious-Stone 
Jewelry to Be Dispersed at Auction 
Valuable precious-stone jewelry in platinum mount- 
ings, comprising the entire stock of Durand & Co., New- 
ark, N. J., in liquidation and sold under direction of the 
attorneys Child, Riker, Marsh & Shipman, will be dis- 
persed at public auction at the American Art Association- 
Anderson Galleries, New York City, the afternoons of 
Nov. 18 and 19, following exhibition from Nov. -13. 
Diamond, black opal, coral and jade brooches; dia- 
mond, sapphire, ruby, and amethyst bracelets and rings, 
including a fine square-cut diamond; diamond and plati- 
num and pearl and platinum chains; platinum and gold 
cuff links, many mounted with diamonds; platinum and 
diamond and enameled lorgnettes; men’s dress sets in 
platinum mounted with cabochon sapphires and diamonds 
are included in this collection of 400 or more desirable 
pieces of modern mounted jewelry of the finest work- 
manship, quality, and design. 
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PAT. PENDING 


The inspiration for 
these pert little 
Parisians came from 
a daring act in New 
York's most famous 
French Revue 

exclusive originations 
that reflect the 
genius of their fa- 
mous designer, Ray . ps 
Rice Hutcheson. Bsa gh ts 0 ene 





Blasé sophisticates, they nod their bright little faces of lustrous 
brushed chrome and carry on a naughty French flirtation with 
everyone who sees them. The subtle, somewhat risque charm of 
Paris has been captured in these newest of novelty type cigarette 
containers. Each has a 40-cigarette capac- 

ity humidorish tummy! Retailing at $1.00 \ he lew 1938 
each, they're irresistible! Packed in indi- \\ (ANALOG Of GitTs 

i a we boxes. Write today for com- \ 4 EVERCRAFT 
plete details! Gigolo, No. 5174. Price 

$7.20 Doz. Net. Gigolette, No. 5175. $7.20 — prety 






Doz. Net. 
New Yerk Office and Display Room—225 Fifth Avenue 
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Write for leaflets 


Shipments from stock 


Fetter eerrreaemrrer al, Ulareaertesseeaereeetwieetreee 





Yves 


225 FietH Ave : New Yorx.N Y. 
CHICAGO SHOW ROOMS 
1564 MERCHANDISE MART 














LIVINGSTON'S 
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STREAMLINED 


HOOVER 


GEAR SHIFT 


BALL 


A completely different ball. Designed 
for utility . . . streamlined for beauty. 
You will “feel the difference.” 
Acclaimed by leading jewelers for 
volume sales. Increases store traffic. 
Sales enabled one jeweler to add over 
1000 names to mailing list. 

SMART and MODERN sterling silver 
shield designs with monogram .. . 
retail at $3.00. Also inset with St. 
Christopher Medals in eight colors. 


Write for Details and Discounts 


FRANK M. HOOVER, Inc. 
YOUNGSTOWN, OHIO 














Stimulate Xmas Sales 
With .beth Weissman GIFTS 


French Sévres China Candy Boxes 
A Special 


Watteau decoration. Hinged 
cover. Size 6!/2 in. x 4'/2 in. 


Also round box with bronze 

legs, same price. Assortment - 
of 6 for $21. Immediate de- 

livery. Each 


QUALITY TELLS 


Importations by .beth Weiss- 
man... including urns, vases, 
candy boxes, cigarette boxes, 
ash trays, and lamps ... are 
featured sales leaders in 
jewelry stores everywhere. 
Send for New Gift 
Folder .. Now Ready 


.beth Weissman 


IMPORTATIONS 
49 West 23rd St., N. Y. 


Chicago showrooms: 15127 Merchandise Mart 
Los Angeles showrooms: 720 Cooper Bullding 











Make Bridge Build Sales 


ITH the ever-increasing popu- 

larity of bridge there is a cor- 
responding increase in the interest 
manifested in odd bridge hands. For 
instance, if anyone holds thirteen 
trumps then there is a tremendous 
amount of talk among local bridge 
players about the hand for a long 
time. Again, if any bridge player 
ever makes a grand slam on a re- 
doubled bid, there is a great deal of 
talk about it. 

In view of this, then, it would be 
a splendid thing for the gift depart- 
ment of the jewelry store to cash in 
on this interest by asking all the 
bridge players of the city to keep the 
department informed as to any strik- 
ing unusual hands or plays they come 
in contact with so that the depart- 
ment can run something about the 
hands in its regular newspaper adver- 
tising. 

Then, too, when folk come into 
the department for the purchase of 
bridge favors, score pads, etc., it will 
be a good thing for the department to 
ask such folk to tell about any un- 
usual hands they’ve come in contact 
with in recent*playing and the infor- 
mation thus secured can also be played 
up. 

In everything of this sort that the 
department publishes it should be 
seen to it that names, addresses and 
dates are given as this would make 
the news that much more interesting 
and vital. And in all such announce- 
ments the department should empha- 
size the fact that it is headquarters 
for bridge supplies and it should urge 
all bridge players to come to the de- 
partment and make their purchases of 
cards, score pads, etc. 

All this should prove very effective 
in building more business of this sort 
for the department. 


Grades of Metal Book Ends 
— are numerous grades 

of metal bookends. Some are 
made with a white metal base having 
a bronze finish either plated or 
sprayed on. There is also a glossy 
finish with a black finish with a lit- 
tle green corrosion in the hollows, a 
brown finish known as 
bronze, a brass or bronze finish that 
requires much more handling and is 
much more expensive and a special fin- 
ish where the bronze is plated and 
tinted with enamel and then lacquered 
to protect it. An antique metal fin- 
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statuary 





ish is obtained by brass plate and 
bronze with a greenish brown patina 
over. The bronze and gold finish is q 
combination of bronze and _ brass, 
Other bases are made of cast iron, 

The plated bronze finish has not 
the same tendency to wear off which 
the sprayed finish has. The durabil. 
ity of the sprayed finish is dependent 
upon the number of times the article 
is sprayed and polished and sprayed 
again. Three coats of spray do not 
usually peel off the base, while only 
one will do so. Here the jeweler will 
ask the difference between the sprayed 
and the plated finishes. The sprayed 
piece looks like painted merchandise, 
while the plated one looks like metal, 
The detail of the sculpture is more 
distinct and the finish itself is smooth- 
er in plating than in spraying. There 
are different prices in plated mer- 
chandise because the higher the polish, 
the higher the price. The finish which 
is upon a door-knob or a little better 
than that, is obtained by oxidation or 
replating after the finish. The lines 
of casting and the mould marks in 
the better grades of merchandise are 
always buffed off. Through an acid 
dipping process oxidized patina on 
bronze is obtained, the result being 
a green or brown finish the exact 
shade of which is dependent upon 
the acid. 

Plated and sprayed articles when 
large are made hollow. When knocked 
they sound. Joints and imperfections 
of molds show in most white metal 
pieces, while with a bronze base, the 
hands, feet and features are usually 
more delicate and lifelike. Bronze, 
like brass and copper has a clear 
ring. Metal, bronze finished, has not 
this ring, but sounds dead or hollow. 
The bronze shell filled with a com- 
position makes as useful an article 
as a real bronze. The thicker the 
shell, the longer the article will last. 
Real bronze does not give, snaps 
easily and is very brittle, while bronze 
composition gives a little and does 
not snap so quickly. A very delicate 
or dainty piece of metal may be snap- 
ped in the hand as this is very brittle. 


“Reussilles,’” Red Bank, N. J., had on 
display last month a golden bowl trophy 
valued at $1,000 which was awarded by 
Joseph Siegel, commodore of the Old Red 
Bank Yacht Club to the winner of the 
225-cubic inch hydroplane race, the fea- 
tured event in the recent National Sweep- 
stakes regatta. 
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Period Astral Globe and Prism Lamps 


By 
G. L. VRABEC 


of Period Art 
Reproductions, Inc 


Se 


SSSs 


These old time lamps with 
modern electric furnishings 
come back to visit us. 


SSSSSs 


Lome evolved from 
stone containers, and after hundreds of years the Argand 
oil lamp was developed which used oil, in an oval font 
placed above the middle of the wick. 

Between 1755 and 1782 Aime Argand of Geneva 
invented and developed the famous lamp that bears his 
name. Up to his time flat and round wicks were gener- 
ally used, which produced poor flickering light, and 
plenty of annoying smell and smoke. 

There were many types of the Argand lamps, the 
first had flat wicks which gave poor result, then circular 
wicks were developed which produced better lighting. 
Then Mr. Argand developed the tubular wick which 
permitted the oil to flow to the inside and outside sur- 
faces of the wicks with sufficient flowing air from the 
bottom and passing both surfaces upward, thus produc- 
ing a good even smokeless light, for the first time. 

Since the oil was stored in a font above the wick 
burner a conducting tube allowed the oil to flow to the 
wick, but since the upward movement of the wick was 
not self adjusting this feature caused serious trouble. 

The oval font cast a large objectionable shadow on the 
table, which was later improved along with an adjus- 
table wick speeder which allowed the intensity of the 
flame to be easily adjusted and reduced the smoke. 

Many improvements were still in store for the Argand 
oil lamp, one of the main ones being the inside chimney 
which was discovered by accident; a worker while 
warming a glass bottle over a burning lamp dropped it 
when it became too hot to hold. It accidently fell over 
the burning flickering flame of the lamp. The chimney 
improved the light and it soon came into use. 
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The above improvement satisfied lamp users for about 
100 years through the era of illuminating gas and the 
discovery by Thomas Edison of the famous carbon lamp. 

Mr. Chopin saw room for improvement in the Argand 
lamp because the oil conducting tube was not depen- 
dable. Too large a circular shadow was cast. In 1813 
he invented the “Annular” type lamp, using a central 
flat circular resevoir font for the oil, and with the use 
of the chimney and frosted globe caused the light to be 
dispersed and removed the shadow. History proves that 
Thomas Jefferson mmported one of the first Argand 
lamps for his home at Monticello. 

A further improvement over the Argand lamp was 
made by Count Rumferd who was a Thompson, born 
in America. In England in the year 1825 he developed 
a lamp known as the Astral lamp, that had a circular 
oil font which was placed above the oil wick and held to 
the lamp burner by two horizontal arms which allowed 
the oil to feed to both surfaces of the adjustable tubular 
wick and also allowed air to enter through narrow slots 
and pass up through the center. 

These Astral lamps were expensive since they had to 
have fine workmanship and were made mostly in brass 
or glass and porcelain with chimneys and frosted globes, 
with adjustable wicks which gave fine light without 
shadows and produced a pleasing reading lamp and a 
decorative piece for the table. 

There were many period styles of the Astral oil lamp, 
the principal ones being the French Directoire and Em- 
pire, while some of them were Bedemeir Adams, and 
Federal American which used prisms with brass columns, 
frosted cut globes and marble bases. 














@ Ronson roll-top touch-tip cigarette @ A dainty wrist watch with attached, @ Current interest in Empire decoration 








cabinet, whose metal-slatted top slides self-adjusting, snug-fitting bracelet; in 10 gives importance to these new imports 
open to reveal two compartments. K natural rolled gold plate with 7-jewel from France, a bronze and Kuroz marble 
w ee ‘ i movement, $24.50; with 17-jewel move- clock set with 15-day movement: $150. 
@ “Sky King,” 17 jeweled plain yellow ment, $32.50: Louis Watch Co. Friedlaender & Co., Inc. 






rolled gold plate watch curved to fit the 
wrist, is a new model by Westfield Watch 
Co. $19.75. 
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@ Swank presents among its new line of 
1/20th 12 kt. gold filled jewelry for men 
this buckle, cravat chain and collar holder 
set, hand engine turned and engraved. $10. 











@ This ensemble by Bristol Seamless Ring 


Co. includes a wedding ring set with seven @ Suspended as a charm from a heavy 

brilliants (platinum, $28; white gold, 14-K solid yellow gold bracelet, this small @ Sterling silver charms from the Wells 

$19.75) and mounting set with six dia- fine 17-jewel Vulcain movement in a 14-K Mfg. Co.’s line of 250 popular gadgets, 

monds, center stone excluded (platinum yellow gold case sells for $100. DeFrece many mechanical, retail for from 25 cents 
$30.50; white gold, $21.25.) Watch Co., Inc. to $3. They're styled “Top Hat.” 
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@ Hand cast in solid bronze, these oak- 
leaf book-ends by Emilio Maraffi are mag- 
nificent with their rich green and varied 
patina. Suggested retail price. $20 to $25. 


@ “Cheerleader,” which with ‘“Quarter- 

back” for men is featured in the Parker 

Watch Co.’s Sunday morning radio pro- 

gram; one of each is given each week to 

the writers of the best football letters. 
$32.50. 


@ DeLuxe Schick shaver in ivory-white, 
burgundy and black, packed in a box 
covered with pigskin texol and lined with 
wine-colored moire silk and velvet: $16.50. 


@ Alroy Co.’s “cat’s cradle” wallets, in 

20 fine leathers and fabrics, retail from 

$1.50 to $4. Slip a bill in the open wallet, 

close, fold the covers from the center at 

the back, and the bill is lodged between 
the straps. 


@ Here’s the 21-jewel “Lord Elgin” watch 
that was given the Earl of Elgin the day 
before its mates were released to jewelers 
to sell from $50; 19-jewel semi-baguette 
“Lady Elgins” sell from $47.50. 












@ “David Garrick” is the name of this 

new masculine 17 jewel watch with 14 

karat gold filled case by Longines-Witt- 
nauer & Co., Inc. $60. 





@ “Sunny jim,” water pitcher in silver 
plate by Reed & Barton, is an authentic 
of the traditional “Old Tobey” pitchers 
which were widely used in Revolutionary 
days. It is amusing and practical: $15. 


@ A new Bellova indirect vase-lamp, by 
H. G. McFaddin & Co., Inc., retails for 
$27.50 (left, below). 


@ Appropriate for November feasts is 
this 7-piece condiment set in Watson 
sterling, which may be purchased singly 
or in the complete set. Ideal for one who 
wishes to give 2 matching piece each year. 


@ The “Captivator” combination vanity 
and make-up kit contains ten separate 
beauty accessories, in an enameled case 
with rhinestone or cloisonne decorations if 
desired. Zell Products Corp. 
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A.N.R.J.A.’s First Mid-Year Convention and Show 








Of Merchandise Is Awarded Minneapolis Feb. 14-16 


W inter Gathering to 
Be Held Yearly; 


- Plans Ready 


The American National Retail Jewelers 
Association will hold its first mid-year 
convention at the Nicollet Hotel, Minnea- 
polis, Minn., Monday, Tuesday and Wed- 
nesday, Feb. 14 through 16, National Sec- 
retary Charles T. Evans announced last 
week; it will be the first time A.N.R.J.A. 
has met in the great industrial center of 
the Northwest since 1916 during Mr. 
Evans’ presidency, and a large attendance 
is assured from a great area including 
Minnesota, Wisconsin, North and South 
Dakota, Nebraska, Illinois, Iowa, Mis- 
souri and other states. 

An exhibit of jewelry, silverware, 
watches and kindred lines will be held, 
similar to the merchandise show that ac- 
companies the annual conventions at Man- 
hattan’s Waldorf-Astoria Hotel. (See 
chart of exhibit facilities.) 

Vice-presidents of the Central and 
Northwestern regions of A.N.R.J.A., 
Henry F. Stecher, Milwaukee, and W. G. 
Drosten, St. Louis, will preside over the 
gathering, where problems of store man- 
agement, legislation and merchandising 
will be spotlighted and discussed. Harold 
W. Kohen, president of the Minnesota 
Retail Jewelers Association, will name lo- 
cal committees to direct the entertainment, 
while general arrangements, including 
planning the program and exhibits, are 
being managed by the National Secretary, 
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HOTEL NICOLLET, Minneapolis, which 

will be convention headquarters. Its 

facilities are among the finest in the 
Central area. 
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Artist’s sketch shows the convention floor at Hotel Nicollet. Sessions and the banquet will be 
held in the grand ball room. Exhibitors’ facilities are indicated, with dimensions of the booths 
and private rooms. 


22 W. 48th St., New York, assisted by 
Vice-President Stecher and Treasurer A. 
W. Anderson of Neenah, Wis., in whose 
region the convention will meet. 

Said Secretary Evans: “It is anticipated 
that this convention will be the fore- 
runner of many other similar gatherings, 
and that the custom of holding a mid-year 
session of the national association will be 
followed in the future, so long as A.N.R. 
J.A. continues to hold its annual conven- 
tion in New York. Our office is busy al- 
ready on the program and has obtained 
the promised attendance of Paul W. 
Monohon, sales manager of the Watson 
Company, to conduct clinics on silverware, 
and Kenneth N. Whatmore, general ad- 
vertising manager of the International 


Silver Co., to lead clinics on window dis-. 


play.” 

The die for the Minneapolis corivention 
was cast when Vice-President Stecher and 
Treasurer Anderson visited Minneapolis, 
Sept. 27 and 28, met with representatives 
of the Minnesota Retail Jewelers Associa- 
tion, the wholesale jewelers of the Twin 
Cities, the Chamber of Commerce and the 
Convention Bureau, and after a thorough 
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study of the situation designated the 
Nicollet Hotel and confirmed the tentative 
dates set by the secretary and the associa- 
tion’s executive committee. 

The annual convention formerly was 
held in widely separated cities (Cincin- 
nati in 1934, Milwaukee in 1933, Boston 
in 1932 and Detroit in 1931) and the new 
mid-year conventions will again serve as 
regional rallying centers for the trade, 
restoring to the association the truly na- 
tional aspect that some thought it lost, in 
part, by meeting each August in Man- 
hattan since 1935. 

Mid-year convention sentiment ran 
strong with 5175 people registered during 
the recent annual convention. 


Manhattan Again in 1938 and 1939 


The association also announced last 
week that both the 1938 and 1939 annual 
conventions will be held at the Waldorf- 
Astoria Hotel, New York. 

“Because of the complete sell-out of 
exhibit space, when many firms were dis- 
appointed due to their inability to secure 

dations,” the statement said, “it 


(Please turn to page 131) 
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Plans for Great Jewelry Exhibit at 1939 World Fair 
Set in Motion by New York City Retailers’ Committee 





MRS. JUNE 
HAMILTON 
RHODES 


WITHERBEE 
BLACK 


The Jewelers Association of New York 
has appointed a committee to explore the 
possibilities of an outstanding display of 
jewelry at the New York World’s Fair, 
now building in Flushing Meadow Park 
near the geographic and population cen- 
ter of New York, and which will throw 
open its gates April 30, 1939. 

The committeemen, all prominently 
identified with retail jewelry merchandis- 
ing are: Kenneth I. Van Cott, general 
manager of Marcus & Co., chairman; 
Witherbee Black, president of Black, 
Starr & Frost-Gorham, Inc.; Mrs. June 
Hamilton Rhodes, manager of the Jewelry 
Publicity Campaign, and Alfred Morell, 
president of the Jewelers Association of 
New York and vice-president of the New 
York State R.J.A. 

The committee has held several con- 
ferences with officials of the Fair, the 
theme of which is “Building the world of 
tomorrow,” and the members are hope- 
ful that the jewelry portion of the Fair 
will be as dominant and effective as the 
role filled by correct jewelry in the fash- 
ionable dress of today and tomorrow. 

Said Chairman Van Cott: “The com- 





ALFRED 
MORELL 


KENNETH I. 
VAN COTT 


mittee will welcome gladly any sugges- 
tions with regard to showing jewelry at 
the Fair.’ Comments and suggestions 
should be addressed to Mr. Van Cott, at 
Marcus & Co., 671 Fifth Ave., New York. 

An impressive diamond show will be 
part of the Belgian Government’s exhibit, 
Dr. Joseph Gevaert, Belgian commis- 
sioner general to the Fair, said a fort- 
night ago at a luncheon in his honor at 
the Fair’s administration building. Dr. 
Gevaert said that his country was en- 
thusiastic about the Fair, adding that Bel- 
gian industrialists were particularly in- 
terested in the exposition because of the 
opportunity it affords them to display 
their products. 

One of four displays now set up in the 
Hall of Exhibits at the Administration 
Building to dramatize commercial ex- 
hibits is a display of timepieces, featuring 
a large revolving globe seemingly afloat 
in space. The rotation of the globe is 
synchronized with that of the earth so 
that the correct time for any part of the 
world can be read from a 24-hour glass 
band clock-face at the equatorial line of 
the globe. Warren Telechron Co. fur- 
nished sample clocks. 














Memphis Watchmakers Exhibit at Mid-South Fair 





Guild No. 4, Tennessee Watchmakers and Jewelers Association, showed this exhibit, 

“Time Then and Now,” at the Mid-South Fair, Memphis, Tenn., the last week in Sep- 

tember. It was one of the best attended exhibits at the Fair, said T. O. Pearson, Memphis, 

an active member of the Guild, which had members at the booth at all times to lecture 
and answer questions. 
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Melville Untermeyer, 58, Dies 
In Fall; Was President in 1927 
of the Jewelers’ 24-Karat Club 


Melville Untermeyer, until March, 1933, 
treasurer of Untermeyer, Robbins & Co., 
Inc., manufacturing jewelers, 136 W. 52nd 
St.. New York, and president of the 
Jewelers Twenty-Four Karat Club of 
New York during 1927, was killed the 
afternoon of Oct. 19 in a fall from the 
window of his apartment on the tenth 
floor of 995 Fifth Avenue. His body 
landed on the roof of a second-story ex- 
tension at the rear. 

The window from which he plunged 
was in the bedroom of his son, Henry 
Untermeyer. He was alone in the apart- 
ment at the time. The body was removed 
to the E. 67th St. Station, where Samuel 
Levy, Borough President of Manhattan, a 
friend, hastened to assist the family. 

Mr. Untermeyer, who was 58 years old, 
was the son of Henry Untermeyer, one of 
the founders of Untermeyer, Robbins & 
Co., Inc., of which he had been a member 
since it was organized in 1900. He was 
also formerly an officer of Charles Keller 
& Co. of the same address, and was ac- 
tive for many years in jewelry trade or- 
ganizations, including the Jewelers Vigi- 
lance Committee. 

Early this year he served as acting 
foreman of the extraordinary grand jury 
sitting in the rackets investigation ordered 
by Governor Lehman. 

Besides his widow, Mrs. Florine Stern 
Untermeyer, and his son, Mr. Untermeyer 
is survived by a daughter, Mrs. May U. 
Newburger, and a brother, Walter Unter- 
meyer, treasurer of Untermeyer, Robbins 
& Co. Louis Untermeyer, the poet, is a 
cousin. 





Jersey Jewelers List 
“Fair Trade” Desires 


Newark, N. J.—The Newark Retail 
Jewelers Association, taking its cue from 
the Ohio R.J.A., which during September 
began a survey of Ohio jewelers to de- 
termine which trade-marked articles they 
want protected through fair trade legisla- 
tion, decided on a similar survey at its 
September meeting, here, on Sept. 28. 

Fair Trade legislation was discussed by 
David Cohen, past president of the New 
Jersey Pharmaceutical Association and 
chairman of its Fair Trade Act commit- 
tee, and Paul Seibel, of the Hamilton 
Watch Co. who interpreted his com- 
pany’s pioneering price maintenance con- 
tract. 

Approximately 600 letters, explaining 
the purpose of the survey, and return 
postal cards, have been mailed out by 
President William Schoppy, of Atlantic 
City. A report of the findings was given 
at a meeting Oct. 26, at the Douglas 
Hotel, here. 


GENERAL SHAVER APPOINTS 


Gerald K. Hughes has been named 
sales promotion manager of General 
Shaver Corp., a division of Remington 
Rand, Inc., according to announcement 
made by E. R. Gray, acting manager of 
domestic sales for that company. At the 
same time Mr. Gray announced that 
Frank S. Montgomery has been appointed 
advertising manager. Mr. Hughes was 
formerly in the publicity and sales pro- 
motion departments of Remington Rand, 
Inc., New York. Mr. Montgomery form- 
erly was advertising manager of the 
Bryant Electric Co. 
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20 New Yorkers Indicted for Violating 2nd-Hand 


Watch Law; One “$8 Watch” Had Cost of 75 Cents 


The first smashing drive against violators of any state’s second-hand watch law 
came Oct. 19, 20, and 21, when 20 individuals were taken into custody on bench warrants 


issued after the return of indictments by the New York County grand jury. 


At the 


time of going to press only two had entered pleas of guilty, but others are expected 


to follow suit. ; 

Jewelers in New York, California, 
Maryland and Illinois, which have almost 
identical second-hand watch laws will 
eagerly watch the proceedings in this un- 
precedented mass arrest, which will spur 
action in other states. Such legislation 
was introduced in about 15 states last 
year, and when passage failed will be 
urged again as trade associations bring 
pressure this year. 

Asst. District Attorney James J. Wil- 
son, who directed the investigation, found 
that the public in the metropolitan area 
was being mulcted to the tune of thou- 
sands of dollars each year in sales of 
wornout movements in flimsy cases, 
equipped with spurious dials, which were 
doing an immeasurable amount of dam- 
age to legitimate trade in standard brands 
of watches, whose trademarks were be- 
ing used illegally. Use of counterfeit 
dials is mentioned in at least 14 counts 
in the indictments and in these cases the 
defendants will be held amenable to the 
state copyright law. Those who fail to 
plead guilty will be tried. 

Abraham Levitt, operating at 135 Ful- 
ton St., was released under $500 bail. 
Others arrested who were released in 
their own recognizance were: Louis 
Smith, L. Smith Co., 110 Trinity Place; 
Louis Salter, Salter & Co., Inc., 170 Nas- 
sau St.; Max and Arthur Aszkenas, of 
the Dollar Watch Repair Co., 150 W. 
34th St.; Rubin Kaplan, Metropolitan Re- 
pair Shop, 580 8th Ave.; Jack Graubert, 
529 7th Ave.; Hyman Steinberg and 
Israel Steinberg, the H. H. Waters Co., 
112 W. 14th St.; Morris Koppel, Guar- 
antee Jewelry Co., 152 W. 14th St.; 
Samuel Frank, of Roxy Jewelers, 1191 
6th Ave.; Samuel Eisenberg, Crown 
Jewelers, 1161 6th Ave.; Henry Solomon, 
and Harry Rosenbaum, of Henros 
Jewelry, Inc., 1554 Broadway; Adolph 
Pincu, trading as A. Pincu, 1845 Broad- 
way, who pleaded guilty; Julius Farber, 
trading as J. Farber, 654 3rd Ave.; Max 
Russakoff, Honest Watch Repair Co., 2154 
3rd Ave.; Paul Perlstein, Paul’s Reliable 
Jewelers, 2206 3rd Ave.; Jack Silberman, 
A. Silberman & Sons, 2116 3rd Ave.; and 
Nat L. Blauston, Lawrence Jewelers, 160 
E. 86th St. 

The groundwork of the investigation 
was made by the Jewelers Enforcement 
committee, with the secretary, William 
Wagner, assisted by Ross A. Baer, at- 
torney-at-law. Investigators found rec- 
ords to show that one of the watches 
sold for $8 had been purchased for 75 
cents. Members of the New York 
Horological Society cooperated by ex- 
amining questionable watches. 

Assistant District Attorney Wilson said: 


“Not only would these dealers sell a 
second-hand watch as new, but after 
making the sale they would give the 
buyer a receipt which purported to 
comply with the second-hand watch law. 
When buyers protested against accept- 
ing a second-hand watch they weuld 
be assured that the word ‘second- 
hand’ on the receipt or on a tag 
applied to the second hand on the dial 
and not to the watch as a whole. Every 
person who bought such a watch has 
had his pockets picked in the exact 
sum he paid for the watch.” 








JAMES J. WILSON 
watch racket buster 





JOHNSTOWN JEWELERS INSTALL 


JoHNsTOWN, Pa—The Joh nstown 
Jewelers Association on Oct. 7, installed 
the following officers: Thomas J. Apryle, 
Jr., president; Thad B. Reese, vice-presi- 
dent; Irvin Neafach, secretary, and A. 
M. Slutzker, treasurer; and Clarence B. 
Ruff, Howard Rothstein, Merle Leighty, 
A. Zion and I. Neafach, executive com- 
mittee. Mr. Ruff, the retiring president 
had served in that chair for the past two 
years. Twenty-five, including five new 
members, attended the dinner. 





LICKLIDER TO EISENSTADT MFG. CO. 





J. P. LICKLIDER 


St. Louis, Mo.—J. P. Licklider, formerly 
vice-president of Jimm Daugherty, Inc., a 
St. Louis advertising agency, and for 
seven years a member of the account ex- 
ecutive staff of the D’Arcy Advertising 
Co., has been named merchandising ser- 
vice manager of the Eisenstadt Mfg. Co., 


manufacturing and wholesale jewelers. 


Mr. Licklider is past president of the Ad- 
vertising Club of St. Louis, chairman of 
the faculty of Nadine College, a member 
of the speakers bureau of the Advertis- 
ing Federation in America, and_ has 
served 30 years in the advertising and 
merchandising field. 
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Al Brady, Mid-West Terrorist 
Who Held Up Buckeye Jewelers, 
Slain By G-Men at Bangor, Me. 


BaNGor, ME.—An outlaw who scourged 
Ohio jewelers in the spring of 1936 and, 
charged with several murders, became 
Public Enemy No. 1, was mowed down 
by G-Men here Oct. 11, when one of his 
pals opened fire on a Federal agent who 
was posing as a clerk in a hardware 
store where the gangsters came to buy a 
gun and a revolver. 

He was Al Brady. The Brady gang 
struck twice at Kay’s, operated by Krauss- 
Brender Jewelry Co., Inc., at Lima, Ohio, 
the first time in March, 1936. The next 
month they held up the store again; 
Brady carried off one of his men who had 
been shot, and an Indianapolis police 
sergeant lost his life in a gun fight when 
police were summoned to a _ physician’s 
office where the injured gangster was be- 
ing treated. 

The loot from those and other jewelry 
robberies was discovered in a Chicago 
bank vault when Brady was captured 
the following August. In October, 1936, 
Brady and two henchmen broke out of 
jail at Greenfield, Ind., where they faced 
a murder charge. 

Jewelry store robberies within an in- 
terval of less than two months in the 
spring of 1936 to which Brady confessed 
were: R. O. Wieland, Greenville, Ohio, 
$6,858, March 4; Krauss-Brender Jewelry 
Co., Inc., approximately $6,000, March 
19; Partner Jewelry Co., Inc., Dayton, 
Ohio, approximately $25,000, April 9, and 
the Krauss-Brender Co., Inc., for the sec- 
ond time, April 27, approximately $15,000. 





Hamilton Watch Co. Hastens 
Price- Maintenance Compacts 
In Nine Additional States 


LANCASTER, Pa.—Pressing forward un- 
der the Fair Trade Acts now in effect in 
42 states, Hamilton Watch Co. announced 
it expected to have price maintenance con- 
tracts in force in 15 states by Nov. 1. 

Agreements were made in at least nine 
states last month. These were in Massa- 
chusetts; Maine, New Hampshire, Connec- 
ticut, Rhode Island, California, Indiana, 
Ohio and Kentucky. Groundwork was 
also laid for signing in Michigan and 
Wisconsin. Contracts were previously in 
effect in New York, New Jersey, Pennsyl- 
vania and Illinois. 

According to L. F. Halligan, director of 
Hamilton sales research, progress in the 
other states is expected to gather momen- 
tum as the result of the agreements al- 
ready signed. 


HARD METAL TAKES SLIGHT DIP 


The price of platinum declined $2 per 
ounce, last month, and remained at $49 
per ounce since Oct. 4. Quotations on 
Oct. 25 were as follows: 


ne ne ee eee $49.00 
Containing 5% Iridium ............... 51.50 
Containing 10% Iridium .............. 54.00 
GE eee eee yee ee 100.00 
WO ieee 05558404 cakes baweencen ee 





Fort Mapison, IowA—Announcement is 
made by the W. A. Sheaffer Pen Co. of 
Elmer H. Dalldorf’s appointment to the 
office of sales manager of the wholesale 
division. Mr. Dalldorf had been man- 
ager of the stationery department of the 
John Leslie Paper Co. of Minneapolis. 
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How’s Business? 586 Jewelry Stores’ Sept. Sales Up 15.5% Over Year Ago 


September retail jewelry sales in 26 states exceeded by 
15.5 per cent sales during September, 1936, and edged 
3.6 per cent ahead of August, according to a tabulation 
by the Market Data Section of the U. S. Department of 
Commerce, Edward L. Lloyd, chief. Five hundred and 
eighty-six jewelry stores reported their sales, with Geor- 
gia, South Carolina, Alabama, California, Oregon, Wash- 











ington, Idaho, Arizona, Montana, Utah and Nevada rep- 
resented for the first time, in addition to the 15 states 
where the sales reporting program had been in effect 
prior to Sept. 1. 

Combined sales of the reporting stores were $1,727,700 
in September, compared with $1,495,500 in September, 
1936, and with $1,667,200 in August, 1937. 


Number of Firms Showing Change in Sales 
a 


“From Sept., 1936 From Aug., 1937 


























© © 
g Sales Reported—-—— S S 5 > 2 5 = 
Number Percentage Change Thousands of Dollars S $ Ss = 8 i 
of Firms From From bd S @'S 2 % eS 
Report- Sept., Aud., Sept., Sept., Aug.. > S Se 2 Ny Sw 
States by Regions ing 1936 1937 1937 1936 1937 ~ Q Ne S Q Qe 
East North Central 269 +14.4 + 1.3 773.0 675.6 763.0 
Tilimois ....-sceceeeees 83 +12.5 + 4.2 222.3 197.6 213.3 61 21 1 43 38 2 
Indiana ......-+-++++-- 36 + 14.2 + 0.9 105.1 92.0 104.2 27 9 0 10 24 2 
GID ccecccneccccceccs 90 +15.3 + 2.0 326.2 282.8 319.7 
Wisconsin .........++- 60 +15.7 — 5.1 119.4 103.2 125.8 43 17 0 27 30 3 
West North Central 143 +13.4 + 5.7 315.9 278.5 299.0 94 47 y 70 68 5 
DE occdcrgcteeoveses 47 +10.4 + 83 74.1 67.1 68.4 30 15 2 25 i 1 
ED ccccccnessnsess 34 +10.2 — 5.3 51.9 47.1 54.8 23 11 0 17 15 2 
0 oe ee 40 +19.3 + 8.0 160.5 134.5 148.6 31 9 0 19 19 2 
eee 22 — 13 + 8.1 29.4 29.8 27.2 10 12 0 9 13 0 
BEE 554-0. e6 004 68. ud kee 08's 11 +18.5 — 0.5 44.2 37.3 44.4 7 4 0 5 6 0 
Georgia, South Caro- 
lina, Alabama* ne 
West South Central .... 86 +35.9 18.3 258.5 190.2 218.6 68 17 1 49 37 0 
Pe vichie eek Kes ll +13.3 — 6.0 18.7 16.5 19.9 6 5 0 6 5 0 
re 21 +49.0 +21.7 28.6 19.2 23.5 17 4 0 9 12 0 
Ear cre 54 +36.7 +20.5 211.2 154.5 175.2 45 8 1 34 20 0 
NT peas Crore keek 41 12.8 — 2.9 109.1 96.7 112.4 
DED. crcecengunnes 22 + 8.1 — 6.3 47.9 44.3 51.1 14 8 0 8 14 0 
Idaho, Arizona, Mon- 
tana, Utah, Nevada* 
OS ae 7 + 28.8 1.9 15.2 11.8 15.5 
MED, giveeuKsccncee 5 +22.4 +18.2 10.4 8.5 8.8 4 1 0 4 1 0 
EE Wade a ah «tral b:65 @ 06's 36 + 4.6 — 1.3 227.0 217.1 229.9 
ME, Scinictucwes on 22 + 2.6 + 1.5 131.2 127.9 129.3 
| A ee 4 —15.0 + 7.1 25.6 30.1 23.9 
, 0. CCE 10 +18.8 — 8.5 70.2 59.1 76.7 
i ase 586 +15.5 + 3.6 1727.7 1495.5 1667.2 
(Total adjusted for the 
number of working 
days) 
ree 12 +21.5 +16.1 73.0 60.1 62.9 9 3 0 4 7 1 
NEE ais crvesacneeies 28 + 4.8 + 4.9 100.2 95.6 95.5 20 8 ry 16 1 1 


* Insufficient number of reports to be shown by states. 





A.N.R.J.A. Will Publicize Users of 
Fair Trade Practice Acts 


The American National Retail Jewelers 
Association has been advised by its coun- 
sel, Felix H. Levy, that it has the lawful 
right, which it will exercise, to bring to 
the attention of its members the names 
of manufacturers who avail themselves 
of Fair Trade Practice Acts, by periodic 
publication in the A.N.R.J.A. Bulletin, 
and to summarize such manufacturers in 
reports at the next annual convention, 
Charles T. Evans, secretary, wrote Oct. 
13, in a letter to manufacturers in the 
jewelry industry. 

Members of the association regard with 
unanimous approval and acclaim the 
enactment of Fair Trade Acts for the re- 
Pression of price-cutting, by 42 states, and 
especially the wide expansion of those 
acts by the Tydings-Miller Law, the 
letter said. 


“These measures constitute by far the 
longest and most. effective advance ever 
made, in the warfare which has long been 
conducted against predatory price-cutters. 
In this warfare the association has done its 
utmost, from its earliest inception. 

“We are advised that we have the right 
to bring to the notice of the manufacturers 
in our Industry, the high gratification with 
which the members of our Association re- 
gard these new laws; and to emphasize 
the appreciation felt by our members at 


THE JEWELERS’ CIRCULAR-KEYSTONE 
for November, 1937 





the action already taken by some manu- 
facturers in our Industry, to avail them- 
selves of the rights and privileges granted 
by these new laws. 

“We express the confident hope that it 
will soon become the general practice and 
policy of the manufacturers in our In- 
dustry, to put into effect the policies and 
privileges given to them by these important 
and enlightened congressional and _ legisla- 
tive enactments.” 





N. Y. Assemblers Come to Terms 
With 100 Striking Watchmakers 


An agreement affecting approximately 
100 workers in ten New York watch fac- 
tories, a number of which had been on 
strike since Aug. 24, was reached Oct. 1, 
establishing a 40-hour, five-day week; 
minimum wages of $35 for watchmakers 
and $28 for casers; time and one-third for 
overtime; holidays with pay; one week 
vacations with pay for those employed 
over one year and recognition of Local 
47, of the Watch and Watchcase Workers, 
C.1.0., as sole bargaining agent. 

The settlement was reached at a meet- 
ing, Sept. 30, in the offices of Samuel 
Blumberg, counsel to the American Watch 
Assemblers Association, 200 Fifth Ave., 
with most of the affected employers in 
attendance. Individual agreements, with 
terms, were reached by each employer, to 
be in effect until June 30, 1938. 
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Dinner and Trans-Ocean Broadcast 
Honor Elgin National Watch Co. 


CuHicaGo—Part of a radio program 
broadcast in England, Canada and the 
United States originated in the Palmer 
House the night of Oct. 21, when 400 per- 
sons were guests of the Elgin Association 
of Commerce at a dinner honoring the 
Elgin National Watch Co., and the Earl 
and Countess of Elgin, who in London 
that night were presented new Elgin 
watches named in their honor. Truman 
Bradley, toastmaster, introduced Judge 
Harry C. Daniels, association president, 
who traced the history of Elgin, IIl., and 
the Elgin company, and announced that 
time from the stars would be signaled 
from Elgin Observatory. 

The voice of the Earl then came from 
London, giving the story of the earldom, 
thanking the company for the watches, 
and inviting all to visit the Empire Ex- 
position next year. President T. Albert 
Potter closed this part of the program, 
pledging the efforts of his company to 
maintain the renown of the city of Elgin. 





SILVER BARS 


N.Y. London 
Official Spot 
a BCC CT Ore eee ee 44u%¢ 19 7/9d 
CID irae ayacewes 7 44u%¢ 20 1/16d 
GT BOs catnadeceeneued 444 19 15/16@ 
CG Bsa} vodaeeneces 44u%4¢ 19 7/8d 































This striking easel- 
backed card in full 
color, 7’’x 10”, is avail- 
able to every authorized 
Schick dealer — FREE. 


iy "Litr “ 
ICHICK (8) 
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OM all indications, the Schick 
Shaver will be the most pop- 
ular gift of all this Christmas. There 
is a tremendous demand—held 
back like the waters behind a dam 
—which will be released when 
gift buying starts. 

It means larger sales and profits 
for the dealers who sense this— 
who plan now and work now to 
build up acceptance for Schick 
Shavers. 

We are doing our part. We have 
a smashing campaign in the na- 
tional magazines, plenty of sales- 
promotional material, a cooperative 
advertising plan for dealers—and 
a public that knows Schick was 
first and still is the best shaver on 
the market. The retail price is $15. 





Maybe /U have 
fo come to it / 


\ 
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Use the Schick 
Display Material 


Display the Schick Shaver prom- 
inently and continuously in your 
windows and on your counters. 
Advertise in your local newspapers 
under our ‘‘allowance plan.’’ Con- 
centrate all your efforts on the 
shaver that has proved itself for 
six years and is being used by a 
million-and-a-half happy shavers. 
Let prospective buyers know that 
if anything goes wrong with a Schick 
our service stations scattered 
throughout the whole country give 
a twenty-four hour service on ad- 
justments and repairs. 

Help us to make this a Schick 
Christmas—for you. 


SCHICK DRY SHAVER, INC., STAMFORD, CONN. 
Western Distributor: Edises, Inc., San Francisco 
In Canada: Henry Birks & Sons, Ltd., and other leading stores 


SCHICK GSHAVER 











lowa R.J.A. Conclave Writes 
Model Auction Control Biif 
Suitable for Municipalities 


MARSHALLTOWN, lowA—The Fair Trade 
Acts and proposed legislation to curb the 
auction evil were considered at an ep. 
thusiastic convention of the Iowa Retail 
Jewelers Association, attended by more 
than 100 retailers, their wives, and whole. 
salers, Oct. 3 and 4, at the Hotel Tall. 
corn, here. 

Gus Siebke, Cedar Rapids, retiring 
president, inducted the following new of- 
ficers: M. L. Hands, Iowa City, presj- 
dent; H. C. Kirkberg, Fort Dodge, sec. 
retary; and F. R. Robinson, Sumner: 
Burton Joseph, Des Moines; Adolph Boy. 
son, Cedar Rapids; M. E. Noonan, Eagle 
Grove, and M. L. Svacina, Marshalltown 
directors. y 

The auction evil was discussed by 
Nathan Bookin, Ottumwa, Iowa, who 
presented a model ordinance suitable for 
enactment by cities in Iowa. The asso- 
ciation adopted a resolution urging enact- 
ment of the measure and promised as- 
sistance in the event of any attacks upon 
the validity of such ordinances. 

Jack Keenan, of the Hamilton Watch 
Co., led the discussion on the Fair 
Trade Acts. Jewelry display was dis- 
cussed by Tom O’Connel of the Elgin Na- 
tional Watch Co. 

Tinley L. Combs, Omaha, Nebr., past 
president of A.N.R.J.A., reporting on the 
national convention, urged retailers to 
offer deferred payment credit, and asked 
manufacturers to say in their advertising 
that their products may be purchased on 
the installment plan. He also discussed 
the Jewelry Publicity Campaign and 
urged financial support of the individual 
jewelers. Others who also spoke in the 
same vein were Adolph Boyson, Cedar 
Rapids; Earl R. George, Des Moines; H. 
L. Hands, Iowa City, and F. J. Cromar, 
of the C. & E. Marshall Co., Chicago. 

Golf for men, and bridge for the jewel- 
ers’ ladies was the entertainment offered 
Sunday afternoon. In the evening the 
Iowa Boosters, the traveling men’s or- 
ganization, were hosts to 102 at a Dutch 
lunch. 

Robert M. Shipley, president of the 
Gemological Institute of America, spoke 
at a luncheon, Monday noon. The an- 
nual dinner attended by more than 100, 
was topped off with a show in connection 
with the Tallcorn Exposition. 





MEN’S JEWELRY SPURTS 


New York manufacturers last month 
reported that the growing popularity of 
the double cuff on men’s shirt, sponsored 
by the Jewelry Publicity Committee, and 
increased volume on formal wear are 
chiefly responsible for the spurt in sales 
of men’s jewelry. Sales of cuff links are 
rising sharply while volume on dress sets 
was said to be about 10 to 15 per cent 
ahead of last year. Tie chains and col- 
lar holders experienced their largest 
volume in many years during the summer 
season. Various types of removable 
initials have helped sales. 





HEARST SILVER ON BLOCK 


According to the New York Times an 
important collection of English silver pur- 
chased during the past eight years by 
William Randolph Hearst will be sold 
at auction at Sotheby’s, London, this 
month. Although Hearst’s name does not 
appear in connection with the sale, col- 
lectors recognize outstanding pieces a 
those purchased by his agents. 
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Jewelry Store Remodeling Proceeds at Great Rate in All Parts of Nation 


NEW ENGLAND 


Long’s, Boston, Mass., have completed 
a modern front, designed to give maxi- 
mum display, of Vermont green marble, 
trimmed with bronze. Glass blocks give 
daylight for the private diamond show 
rooms. 

Jason Weiler & Sons, Inc., Boston jew- 
elers and diamond importers, celebrated 
its 68th anniversary, Oct. 9, by the dedica- 
tion of its new street floor store at Wash- 
ington and Franklin Sts. 

Clarence H. Dana, St. Johnsbury, Vt., 
on Oct. 8 occupied a newly-remodeled 
store on Eastern Ave. 

The David Pinkas Jewelry store, 130 
Washington St., Norwalk, Conn., com- 
pletely remodeled, was opened late in 
September, an optical department, and a 
conference room added. 

Edward A. McCarthy, has opened his 
new store at 174 North St., Pittsfield, 
Mass. The front is of black glass and 
bronze. 





MIDDLE ATLANTIC 


Pugh Brothers Jewelry Co., Inc., opened 
a four-story, air-conditioned store at 409 
Smithfield St., Pittsburgh, Pa., late in 
September. The new building is the heart 
of the Pugh chain with stores in six 
states. 

Louis Castiglione, 2 Bleecker St., Glov- 
ersville, N. Y., will move to 2 E. Fulton 
St. 

Edwards’ Jewelers & Opticians, 4 W. 
Fulton St., has leased the store room at 
25 N. Main St., Gloversville, N. Y., which 
will be remodeled. 

Greenwold, Inc., late in September 
opened in its remodeled store, 36-61 Main 
St., Flushing, L. I., which affords 4,000 
feet or five times the space of the original. 
A number of departments were added. 
The store is finished in white mahogany, 
with black and white counters of horse- 
shoe design. Credit booths are new fea- 
tures. 

Reed’s Jewelers moved into its new 
three-story home at 110 Falls St., Niagara 
Falls, about the middle of September. 
The renovations, costing about $25,000 
took three months to complete. Fixtures 
for the new establishment represent an 
additional investment of $15,000. Black 
duro blocks cover the entire front wall 
surface and a large oval window cover- 
ing all three floors provides a central 
decorative theme. Flood lights placed in 
smaller oval windows at the top corners 
illuminate the front at night. 

R. F. Polack, E. Market St.. York, Pa., 
has installed a new front. 

Kay Jewelry Co.’s newly-remodeled and 
refurnished store at 10-12 N. Queen St., 
Lancaster, Pa., was completed Sept. 15. 

Botkin Bros., have moved from 29 S. 
ed to 5 N. Broadway in Yonkers, 


I. Kirschbaum & Sons, 122 W. Grant 
St, Duquesne, Pa., have completed re- 
modeling. 

Lipsett & Hill, Inc., wholesale jewelers, 
Buffalo, N. Y., has doubled its sales of- 
fices and stock room space in the Crosby 
Bldg. Several new nationally-advertised 
lines have been added. 

Isidore Prager, Keyport, N. J., has pur- 
chased a building at 35 W. Front St., 
which he will occupy as soon as redecora- 
tion is completed. 
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The SAPPHIRE WAs ONCE WORN 

AS A TEST OF FEMININE VIRTUE —ANY 

CHANGE IN ITS COLOR DETERMINED THE 

UNFAITHFULLNESS OF ITS WEARER UY 
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IF PAUL REVERE HAD NOT MADE His FAMOUS 
RIDE, HE WOULD STILL BE REMEMBERED 

TODAY AS ONE OF THE GREATEST OF 
SILVERSMITHS ... 










WALTER Galll~ . -O” 





Henry’s Jewelry Store, 114 Court St., 
Watertown, N. Y., was officially opened 
on Saturday, Sept. 18. The store was 
enlarged and completely renovated and 
now is air-conditioned. 

Merton C. Pryun, Hollidaysburg, Pa., 
retailer, has renovated the interior of his 
store. 

Rudolph Brothers is moving its Troy 
retail outlet to a new, modernistic estab- 
lishment at 18 Third St., across the street 
from the old location. 

Posner’s Inc., Troy, N. Y., is occupying 
its new store on Third St. 





EAST NORTH CENTRAL 


Litt Jewelry Co., which recently leased 
a store at 206 S. State St., Chicago, III, 
has modernized at a cost of $25,000. 

Raymond Brenner, opened his enlarged, 
remodeled air-conditioned store 200 W. 
Federal St., Youngstown, O., Oct. 1. The 
front has been enlarged with the installa- 
tion of larger display windows and in- 
creased floor space. Most of the light 
is supplied by louvre fixtures. 
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Milton Klivans, opened early in Sep- 
tember in the Park Theater, 111 E. Fed- 
eral St., Youngstown, O. With a striking 
modernistic front of white, superimposed 
on black, the store extends to a depth of 
150 feet. The interior is finished in 
oyster white and pale blue. New de- 
partments were added. 


Lowery & Chapman, 120 S. Main St., 
Fostoria, O., has a new store front, and 
the interior has been redecorated. 


Harry E. Berg, who was located for 
many years at 101 W. Wayne St., South 
Bend, Ind., has taken new quarters at 
109 W. Jefferson Blvd. 

Gil Roskin’s Diamond Shop is moving 
into new quarters in the Spencer Hotel 
Bldg., Marion, Ind., from the former 
location in the Lyric theater Bidg. 

Ruey W. Rhodes, 40 N. 3rd St., Colum- 
bus, O., has completed remodeling of the 
store interior. 

George F. Kamman, Seymour, Ind., is 
putting on a new front, made entirely 
of structural glass. 

(Please turn to page 127) 





































732 Chestnut St. 








of Loose 


A Complete Stock 


Diamonds and Mounted Jew- 


elry on hand at all times. 


We Solicit Your Memo Requests. 
S. LESSE & SONS, Inc. 


Manufacturers of 
Fine Diamond Jewelry 


Philadelphia, Pa. 































The Spirit 


of Service 


issincere and spontaneous 
at the Lexington. You'll find 
it a refreshing innovation 
in a large,modern hotel... 
801 comfortable rooms with 
tub and shower bath, and 
radio from $3.50. 


Visit the Famous 


Susy Loom 


@ On your next trip to New York 
be sure to see Manhattan's most 
unique restaurant. An authentic 
Hawaiian setting, even to a trop- 
ical hurricane. It has “taken the 
town by storm.” Dining and danc- 
ing nightly. 





HOTEL LEXINGTON, 


LEXINGTON AVENUE at 48th STREET 


NEW YORK, N. Y. 


Charles E. Rochester, Managing Director 




















Commercial Standard for Platinum Articles 


To Be Based on Laws of N. Y., N. J., and Ill, 


Pressing for a nationally effective Com- 
mercial Standard for marking articles 
made wholly or partly of platinum, of- 
ficers of the Jewelry Crafts Association of 
New York were told last month by I. J. 
Fairchild, chief of the Division of Trade 
Standards, National Bureau of Standards, 
Washington, D. C., that the Bureau hopes 
to establish such a platinum standard 
before Jan. 1. 

A public hearing may not be necessary, 
said Mr. Fairchild. The Bureau wil! 
send copies of the proposed commercial 
standard, which is largely identical with 
the New York State Platinum Law, to 
manufacturing groups, sounding out senti- 
ments among platinum manufacturers in 
all parts of the nation before establishing 
the new standard. 

Henry L. Sperling, secretary of the 
Jewelry Crafts Association, of which Wil- 
liam B. Ogush, of Katz & Ogush, Inc., 
is president, on Oct. 18 sent the following 
resolution, which was unanimously passed 
by the directors of the association on Oct. 
13, to the Bureau of Standards, asking 
adequate measures as speedily as possible: 

Whereas there are now only three states in 
the Union, to-wit, New York, New Jersey and 
Illinois, which have enacted laws relating to 
stamping the quality marks on articles made 
wholly or in part of platinum, and, 

Whereas by reason of the foregoing, intolerable 
abuses have arisen and unfair methods are 
practiced by some dishonest and unscrupulous 
manufacturers and others, by stamping the estab- 
lished quality platinum marks on sub-standard 
and spurious platinum, not in conformity with 
the ingredients of the article, and, 

Whereas this long continued practice is a de- 
ception on the public, and has caused and is 
resulting in unfair trade competition, 

Therefore be it resolved that The Jewelry 
Crafts Association, Inc., expresses its vigorous 
and unqualified opposition to said unethical prac- 
tices. Its board of directors has given this 
matter serious and mature thought and unani- 
fously voted to sponsor adequate Commercial 
Standards for marking platinum articles made 
wholly or in part of platinum, and herewith urges 
and solicits the National Bureau ‘of Standards 
of the U. S. Department of Commerce to pro- 
ceed with due diligence in establishing a Federal 
Commercial Standard for the marking of platinum 
similar to the New York State Platinum Law, 
and be it further, 

Resolved that in order that the consumer be 
made familiar with the significance of the quality 
marks of the Commercial Standard, that a tag or 
other label be attached to each article stating 


Company guarantees 
this article to be marked for quality in strict 
accordance with Commercial Standards CS 

as issued by the U. S. Department of Commerce.” 


The three states’ platinum stamp- 
ing laws require that articles made with- 
out solder contain 98.5 per cent platinum 
metals, made with solder they must con- 
tain 95 per cent platinum metals. 

To be stamped “platinum,” an article 
made with solder must contain 95 per 
cent or more of platinum metals and at 
least 90 per cent pure platinum. Con- 
taining 95 per cent or more of platinum 
and iridium, providing the iridium is 
more than 5 per cent of the whole, it may 
be stamped “iridium platinum.” To show 
the percentage or iridium or other plati- 
num metal in such an article containing 
between 50 and 95 per cent platinum, the 
article may be stamped with the word 
“platinum” preceded by its purity per 
thousand parts and followed by the other 
platinum metals and their respective puri- 
ties. 

Where solder is not used, the platinum 
metals’ content must be 98.5 per cent, 
instead of 95 per cent. 

Platinum on gold articles which contain 
5 per cent or more of platinum by weight 
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may be stamped with the karat of gold, 
followed by the words “and platinum.” 
An article made of platinum and another 
metal not resembling or purporting to be 
platinum, may be stamped “platinum” on 
the platinum part provided such platinum 
is 98.5 per cent pure. 





AUGUST IMPORTS 


Imports of watches and watch move- 
ments in August were higher than any 
month since November, 1936, and their 
value was 33 per cent greater than 
watches and watch movements imported 
in August, 1936. Diamond imports, while 
slightly below the average for the first 
six months of this year, ran 23 per cent 
ahead of the same month last year. 


Article Number Value 
Clocks and clock 
movements ........ 1,365 $6,528 
Ce MD ie vecteners nee 8,792 
Diamonds— 
Rough, uncut ....... 4,129 cts. 405,402 
BE vieioe ce sace 50,073 cts. 2,899,065. 
Gold and platinum 
jewelry and parts .. 16,359 
Imitation stones, 
except opaque ..... 252,132 
Imitation opaque and 
imitation pearls 2,816. 
SE ae 92,069 
Precious and semi- 
precious stones— 
Rough, uncut ....... 62,201 
oe eee 205,628 
Sterling tableware ..... 8,094 
Watches and watch 
movements ....... 298,029 760,763 
WOE PATE 6 cc ccc eevee Seta 92,000 











OVER $650,000.00 


Why don’t you become 
Scotch, too? 


Start now to save on the 
cost of your fire insur- 
ance—take your next 
policy with your Own 
Company, The National 
Jewelers Mutual. 


“Time and Fire Tested 
for over 24 Years.” 


nA OTe oe NRA 


EWELERS 
MUTUAL 


INSURANCE COMPANY 


JEWELERS INSURANCE BUILDING 


FIRE 
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Over $90,000 in Jewels Taken 
From Roach-Driver Co.; Film 
Folks’ Gems Among the Loot 


Los ANGELES—A pair of dark-com- 
plexioned, apparently foreign-born bandits 
held up the Roach-Driver Co., Inc., 
jewelry store at 9167 Sunset Blvd., here, 
Oct. 17 and escaped with jewelry vari- 
ously reported worth between $90,000 and 
$150,000, some of it the property of screen 
celebrities. Loot was reported to include 
a $10,000 diamond bracelet belonging to 
Simone Simon, and jewels of Billie Burke 
and the late Ruth Roland. 

Two clerks and a postman, who entered 
the store during the robbery, were bound. 
After 30 minutes in the store, the thugs 
left with the warning, “Don’t move for 
five minutes,’ and then speeded away 
with the jewelry in a stolen car, which 
they later ditched. The store is owned 
by Hal Roach, film producer, and L. H. 
Driver. It is operated by the latter. 





St. Louis Jewelers Robbed of $35,000 


Sr. Louis, Mo.—Robbed of jewelry | 


worth $35,000, they were kidnapped and 
held captive in their own automobile for 
nearly four hours, on the night of Oct. 16, 
Rudolf E. Huesgen, vice-president of 
the Bauman-Massa Jewelry Co., Inc., 
wholesale jewelers, 720 Olive St., and 


Ralph A. Sweet, a company salesman, told | 


police here. The jewelry was insured. 
Part of the jewelry, including a quan- 
tity of diamond rings, watch cases and 
mountings, was found the next morning 
under a hedge. Mr. Sweet said the 
bandits forced him to surrender the keys 
of the luggage compartment, from which 
the bandits seized a portfolio containing 
75 diamond rings, 45 packets of unset 
diamonds, five sample cases containing 
jewelry valued by Mr. Huesgen at $15,- 
000, and a small amount of cash. The 


bandits speeded away, leaving the jewel- | 


ers bound together. 





Paroled Murderer Robs Store 


Boston, Mass.—A convict paroled last 
Christmas by former Governor Curley 
after having served only four years of 
a life sentence was again in the hands of 
police late in September, for his partici- 
pation in a window-smashing at the 
jewelry store of E. B. Horn Co., Inc., 429 
Washington St. His alleged accomplice 
was found shortly thereafter with nine 
watches from the Horn store in his pos- 
session, the police say. The parolee had 
a record covering two pages on the police 
docket, with more than 30 offenses rang- 
ing from drunkenness to murder. 





Elgin National Watch Co.’s Christmas 
advertising campaign schedules a full- 


page full color ad in Ladies’ Home Jour- | 
nal, Nov. 10, followed by double color | 


pages in Life for Nov. 12 and in The 
Saturday Evening Post for Nov. 16, which 
has been named the opening day for a 
nation-wide Elgin preview. A prominent 
panel in each of the preview ads will 
flash the news of the budget or lay-away 
plans which many jewelers are offering 
this year, and each will feature Lord 
Elgin and Lady Elgin models, leading a 
parade of the newest Elgin watches. “It 
is believed,” say officials of the company, 
“that the 7,000,000 eye-catching invita- 
tions to use the budget or lay-away plans 
cannot fail to bring jewelers a greatly in- 
creased volume of pre-Christmas_busi- 
ness.” 
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PUBLIC SALE 


November 18 and 19, Afternoons 


VALUABLE 
PRECIOUS-STONE 
JEWELRY 


IN PLATINUM MOUNTINGS 


Comprising 
THE ENTIRE STOCK OF 


DURAND AND COMPANY 


OF NEWARK 


IN LIQUIDATION 


Sold under Direction of the Attorneys 
Child, Riker, Marsh and Shipman 


Illustrated Catalogue Fifty Cents 


Pieces may he examined commencing Saturday, 


November 13 Weekdays 9 to 6 Sunday 2te§ 


AMERICAN ART ASSOCIATION 
ANDERSON GALLERIES - INC 


30 EAST 57TH STREET - NEW YORK 


Hiram H. PARKE. President 


Otto BERNET, Vice-President ARTHUR SWANN, 2nd Vice-President 

























































W. R. COBB CO. ‘Sa a ge 
101 Sabin Street, ** 
Providence, R. I. lb 8, al a, ba 
New York Salesroom: 320 Fifth Avenue 














































In SERVICE - CUISINE 
ATMOSPHERE - APPOINTMENTS 


Styled to the tempo of the moment under the expert 
supervision of W & J Sloane, Biltmore rooms and 
suites are generous in size and are your assurance 
of the utmost in airy comfort. 

Directly connected with Grand Central, The Biltmore 
offers you a time-saving New York home, convenient 
to the important amusement centers, the smart shops 
of Fifth and Madison Avenues, and the vital New York 
you wish to see. Single rooms from $6; doubles from 
$8; suites from $12. 


THE BILTMORE 


David B. Mulligan, President 


MADISON AVE. AT 43RD ST., N. Y. 
Adjoining Grand Central 
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Dinner for Jewelry Division 
Workers Set for Nov. 18 in 
Metropolitan Welfare Drive 


Entering upon its second successive year 
of active participation in communal yp- 
dertakings, the Jewelry Division of the 
New York-Brooklyn Federation campaign 
accepted $100,000 as its share in the com- 
bined Federation appeal for $6,250,000, 
In announcing the large quota, Ira 
Guilden, chairman of the division 
stressed the historic importance of the 
merger of the two Federations in behalf 
of 116 medical and welfare agencies 
throughout Greater New York. 

Aaron Sverdlik announced that the 
second annual dinner of the division will 
be held at the Essex House, 160 Central 
Park South, on Thursday, Nov. 18, at 
6.30 p.m. Mr. Sverdlik, chairman of the 
dinner arrangements committee, said a 
record attendance was expected. 

Eliot P. Hirshberg is co-chairman with 
Mr. Guilden of the division. Honorary 
chairmen are Samuel Arnstein, Sigmund 
Cohn, Benjamin Ejichberg, Walter M. 
Kahn and Arthur Lorsch. Vice-chairmen 
of the various trade groups include Alex 
E. Arnstein, diamonds; Louis Aisenstein, 
wholesale jewelers; Benjamin Lazarus, 
watch importers; Jacob H. Schaefer, man- 
ufacturing jewelers; Lawrence B. Mala- 
wista, East Side wholesale jewelers; 
Oscar Heyman, platinum and diamond 
jewelry; Aaron Sverdlik, pearl and gem 
dealers; Victor A. Lambert and Phineas 
Peters, retailers; Royal C. Linthicum, 
American watches; M. Fred Hirsch, sil- 
verware; Saul K. Ritter, attachments 
manufacturers; Tobias Stern, jewelry 
novelties; Lambert N. Goldsmith, smelters 
and refiners; Harvey S. Dinstman, case 
manufacturers; and Milton Weill, jewelry 
box manufacturers. 





Committee Is Organized to Combat 
Bad Advertising in Gotham 


Organization against fraudulent and 
misleading advertising in the metropolitan 
area was taken at a meeting of trade 
leaders, Wednesday night, Sept. 29, at the 
Hotel Commodore, New York. It was 
decided that an able, energetic individual 
should be sought to lead a campaign and 
he will probably be designated at the 
next meeting of the committee. 

Phineas Peters, who conducted the 
meeting, was named temporary chairman, 
with Hyman Goldschmidt and C. M. 
Bradbury, temporary treasurer and sec- 
retary, respectively. Others who attended 
were Alfred M. Morrell, William D. Me- 
Neil, William Wagner and _ Isidore 
Geffen. 





Bar-B-Q for Atlanta Jewelers 
at Bookout Estate 


ATLANTA, GA.—The Atlanta Jewelers’ 
Guild held its first meeting of the fall 
season at the Frances Virginia Tea Room 
the night of Sept. 21. After an informal 
dinner the business session was opened 
by President Henry Bookout.  L. 
Austin, executive secretary, spoke on the 
coming special session of the Georgia 
General Assemblv called by Governor 
Rivers for Nov. 25. 

President Bookout invited those pres- 
ent to a barbecue at his estate on Pied- 
mont Road, the date to be set later. Rep- 
resentatives of ten Atlanta retail jewelry 
firms attended the opening meeting of 
the season. 
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Grade 
Reconditioned 
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Famous (Thin Model) 12 Size 


17 JEWEL COLONIAL 
WALTHAM 


White Gold Filled 
nat Yellow Rolled Gold Plate 12.00 
Same in Streamline Elgin 12.50 
For many other exceptional 
values, send for our new sixteen 
page illustrated catalogue. 


WEKSLER & GOODMAN, Inc. 
Distributors of Keystene, Star, Belove, 
Master and |. D. Watch Cases 


§ SOUTH WABASH AVE., CHICAGO 








Dunkirk 


TRADE MARK 


A POPULAR PRICED 
STERLING LINE 
OF QUALITY 


Glo 
Aollowwar’ 
of 
“orld Kuo 
Whaauacowen® 


GOLD RECOVERY & 
REFINING CORPORATION 


53 W. 47th ST., NEW YORK CITY 
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Remodelings and Removals 
(From page 123) 
SOUTH ATLANTIC 

Deitz & Taylor, Hickory, N. C., are 
moving into the remodeiled Pastime 
Theater block. 

Moon Jewelry Co., E. College Ave., 
Tallahassee, Fla., has an air-conditioning 
plant operating summer and winter. All 
wall cases are recessed and individually 
lighted. The color scheme is white and 
walnut. The china and glassware de- 
partment is housed on the balcony. 

Dr. G. C. Cooper, optometrist, and R. 
Glenn Cooper, jeweler and watchmaker, 
have expanded quarters at 35 S. Main St., 
Sumter, S. C. 

The Bell Jewelry Co., is established in 
its new Main St. location directly across 
the street from its former store in Wash- 
ington, D. C. 

EAST SOUTH CENTRAL 

L. B. Parker, who was connected with 
Bohannan’s Jewelry and Gift Shop, has 
removed to a new location in Clinton, 
Tenn. 

James T. Adkins, Henderson, Ky., held 
formal opening of his newly remodeled 
and enlarged store on N. Main St., Oct. 
15 and 16. 

WEST SOUTH CENTRAL 

Haltom’s Jewelers, Inc. 6th & Main 
Sts., Fort Worth, Tex., has begun mod- 
ernizations which will cost approximately 
$15,000. Greenish black Alberene stone 
will be used above the entrances and to 
a point above the short horizontal win- 
dows, and a pinkish-white stone is used 
on the remainder of the facade. 

Gordon’s, 411 St., Inc., Houston, Tex., 
completed an expansion program at a 
cost of $6,000, about Oct. 1. The adjoin- 
ing store was annexed for a new credit 
department for luggage, china and kitch- 
enware, for a total of approximately 5,000 
feet of floor space on two floors and a 
mezzanine. 

A. A. McCarley, jeweler and optom- 
etrist, formerly at 1817 Main, has moved 
his business to 1917 Main St., Dallas, 
Tex., and an art department has been 
added. 

L. C. Antin Jewelry Co., Inc. 114 
Baronne St., New Orleans, La., held a 
housewarming in its new quarters directly 
across the street from its old location, 
Oct. 9. 

Bernet Jewelry Co., 21 E. Third St., 
‘Tulsa, Okla., has completed a rearrange- 
ment of the store. 

(Please turn to page 128) 











WORLD’S LARGEST millimeter gauge 

and big brother to the new A. D 

Leveridge MM. gauge, shown in the 

Leveridge booth at the N.A.C.J. con- 

vention. The young woman is Miss 
Elaine Tracy. 
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‘“‘1 FLEW TO 
CHICAGO 
Just to buy this 
book’”’ 


said a gentleman who rushed into our 
booth at the show. 


Just an example of the ovation 
accorded the year's most power- 
ful and outstanding selling force 
... the TWO-PURPOSE De Luxe 
Catalog! 


Write or wire for reservation for 
your city and samples of many 
other sure-fire Christmas mailing 
pieces. 


JEWELERS’ ADVERTISING SERVICE DIV. 


WIESEN-HART 


May & Monroe Sts. CINCINNATI 

















There's a Catch here. It is 
the one Best Fitted for School 
and Fraternity Pins. 








Patent Ne. 2054345 











Never before has it been possible to 

attach a guard chain properly—But now 

the chain can be attached directly to 

the lock catch without interfering with 

its operation. Write for samples and 
prices. 


F. H. NOBLE & CO. 


Manufacturers 


535-559 W. 59th St. Chicago 
















































DESIRABLE 
SPACE 


At Attractive Rentals 
Now Available in 


PROMINENT 
JEWELERS’ 
BUILDING 


20 WEST 47th STREET 
NEW YORK CITY 


Some equipped with 
Built-in Vaults 


Among our Tenants are: 


Henri Bouvier 

Chinese Gems Co., Inc. 

Cosmopolitan Sales Co. 

Davidson & Sons Jewelry Co., Inc. 

Max Fine & Sons, Inc. 

Harry & Ben Frackman, Inc. 

Hadley Co., Ine. 

Hamilton Watch Co. 

Wm. S. Hedges & Co., Inc. 

Walter Lampl 

Michael Levy Jewelry Corp. 

Louis Manheimer & Bros., Inc. 

Charles Marx 

David Mayer & Bros., Inc. 

Milton S. Meyer 

H. & M. Michelson, Inc. 

M. Nass & Son 

New Haven Clock Co., Inc. 

Ollendorff Watch Co., Inc. 

Chas. Preiser 

Louis Puchkoff 

Joseph Purkert 

Jules Racine & Co. 

Reichman Bros., Inc. 

Aaron Rosenberg 

Shaw & Davis, Inc. 

Star Watch Case Co., Inc. 

Sterling Silversmiths’ Guild of America 

Sundial Watch Co. 

Superb Diamond Cutting Corp. 

Towle Mfg. Co., Inc. 

Paul Vallette Watch Coe., Inc., of 
America 

Wolfsheim & Sachs, Inc. 

Wurster & Herr 


Inquire of 


WALTER J. JOYCE 
Managing Agent 
20 West 47th Street 
Telephone: BRyant 9-5821 





| in the southwest. 


| eler, 
a branch store 






Remodelings and Removals 
(From page 127) 


Boswell’s, 5th at Main St., Tulsa, Okla., 
anuounce an expansion program to in- 
ciude reopening of the second tioor and 
tae establishment of an instailment pur- 
chase plan department. The second tiour 
will be devoted to crystai, caina and 
lamps. 

kar! M. Knight, Forth Worth, Tex., 
watchuaker and jeweler, has a new lo- 
cation at 205 W. 7th St. 





MOUNTAIN 
I. Rosenzweig & Sons, took possession 
of its attractive air-conditioned new home 
at 35 N. First Ave., Phoenix, Ariz., Oct. 
15. Representing an investment of $25, 


000, the store is regarded as one of the | 


finest, most modern jewelry estabiishments 


263 
reopened its 
A new front, 
improvements 


Anderson Jewelry Co., Inc., 
St., Salt Lake City, Utah, 
remodeled store, Oct. 1. 
new basement and other 
were made. 





PACIFIC 

Gensler-Lee Jewelry Co., located tot 
the past several years at 920 Fulton St., 
Fresno, Cal., 
remodeled quarters at 1127 Fulton 
Alterations cost more than $10,000. 

Harry Druxman, Seattle, Wash., jew 
has leased 5453 Ballard Ave., for 
location, which he has 


| remodeled. 


Albert F. Benson has moved his store 


| to a new location in Newport, Wash. 


| Broadway, 








| Los 





The Thomas Jewelry Co., Eureka, Cal., 
recently moved into its new home at 425 
Fifth St. 

LeRoy Diamond Co., cn Oct. 8, opened 
in its new downtown store, at 633 S. 
Los Angeles. 


times the floor space of the old store and 
affords better display. 

Slavick Jewelry Co., 427 W. 7th St., 
Angeles, celebrated its 20th anni 
versary by the completion and opening of 
a new and enlarved store which gives 
it twice the space formerly available. 
The tone of the entire establishment, 


The four-story | 
structure is of neo-classic design, has four | 





S. Main | 


is now located in large and | 
Si. | 


with its rich and pleasing appearance is | 


a living tribute to the high ideals of .\. N. 
Slavick. 

E. Bastheim Co., Inc., 200 W. 5th St., 
Los Angeles, wholesale jewelers, recently 
added over 2,000 square feet of storage 
space. After the holiday rush, complete 
remodelling will take place in the newly 
acquired room. The entire International 
line has been added. 

Friedman-Gessler Co., Inc., 220 W. 5th 
St., Los Angeles, material dealers, now 
occupy an entire cross section of the Jew- 
elrv Trades Building. Thev have added 
1,100 sauare feet of space. The company 
has added jewelrv to its stock and has 
greatly increased its service staff. 





Philippine Jeweler Among Four New | 


Certified Gemologists 


Los ANGELES—Leopold Kahn, Jr., whvu 
came from distant Manila to study in 


the laboratories of the Gemological In- | 


stitute of America and who made many 
friends at the recent gemological 
claves in Chicago and New York, is one 


| of four jewelers who have recently won 
the coveted title of Certified Gemologist. 


John S. Kennard, of Hodgson, Kennard 
& Co., Inc., Boston; Nolte C. Ament, of 
Geiger & Ament, Inc., Louisville, Ky., and 
Charles Carolyne, of Youngstown, Ohio, 
have also been awarded the title. 
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SIMONS 
THIMBLES 


Made in Sterling Silver— 
10Kt. and 14Kt. Gold 
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SIMONS BROS. CO. 
269 SOUTH 9th STREET 


PHILADELPHIA 
ESTABLISHED 1839 














STERLING SILVER 
Arts & Crafts Jewelry 
Designed by Hobe 


made in its entirety by hand 


By a Group of Artists 
and Master Craftsmen 





Brooches—Bracelets— 
Rings—Pendants 

In All Antique Silver 
Set with Genuine Onyx, Chrysoprase, 


Swiss Lapis, Carnelian & Amethyst stones. 
Prices ranging from $1.00 to $10.00 each. 


Assortment | — $50.00 
- 1t— 75.00 
a 111 — 125,00 
“s 1V — 150.00 


Delivery within Ten Days 

: 4 
write H 5 10 E. 49th St. 
_ Oo e New York City 
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NEW YORK: 


5, Wyler, Inc., 713 Madison Ave., has 
ened a branch at 638 Lexington Ave. 
Foscet J. Carbon, jeweler, has leased a 
store at 75-08 Roosevelt Ave., Jackson 

ights. 

Paice Freed, designer of displays, 
specializing in the needs of the jeweler, 
i, now located at 18 E. 33rd St. 

Abraham Schechter, 71, retired New 
York jeweler, died Oct. 17, at the Eliza- 
beth, N. J. General Hospital. 

Gustave Engelman is now connected 
with Harry Tropin, manufacturer of 
platinum diamond jewelry at 36 W. 
47th St. 

Eliot Marks has joined the sales force 
of Karlan & Bleicher, Inc., manufacturers 
of findings, 188-192 Ww. 4th St., as one 
of its city representatives. 

ohn Paredes, jeweler and watchmaker, 
at 446 86th St., Brooklyn, for the past 13 
ears, is now located in larger quarters 
at 555 86th St. 

Jacob Haber, formerly of 65 Nassau 
St. is now located at 71 Nassau St., Room 
706, where he will specialize in diamond 
jewelry. 

Max Z. Stein, jewelry salesman, 9 
Maiden Lane, has been appointed Right 
Worshipful of the Grand Lodge of Ma- 
sonry of New York. 

Alfred C. Miller, formerly of Syracuse, 
N. Y., has been named a vice-president 
of E. M. Gattle & Co., Inc., 703 Fifth 
Ave., with which firm he has been con- 
nected for 26 years, 12 years as director. 

Harry Yaruss has severed his connec- 
tions with the National Metals Corp. and 
is opening a retail jewelry store at 28 
John St., under the name of Harry Yaruss 
& Co. 

Lenox Hill jewelers, Israel Pearl, pro- 
prietor, is now located at 1117 Lexington 
Ave, where the business was moved 
Sept. 1, from the old location at 1081 
Lexington Ave. 

Mrs. Matthias Stratton, widow of the 
superintendent of the Jewelers Coopera- 
tive Bureau, who at one time engaged in 
the manufacturing jewelry business in 
Newark, died Oct. 13, at Red Bank, N. J. 

Teitelman-Danziger, Inc., manufacturer 
of gold and platinum rings, Newark, 
N. J., announces the removal of its New 
York office from 10 W. 47th St. to the 
International Bldg., 630 Fifth Ave. 

Henry Miller, of Miller & Veit, im- 

porters and cutters of diamonds, 630 
Fifth Ave., returned on the Ile de 
France, Oct. 26, from the European dia- 
mond markets. 
_ Amand Durieux, 76, for many years 
in the jewelry manufacturing business, 
died Sept. 28, at his home, 175 Eastern 
Pkwy., Brooklyn. Mr. Durieux came to 
America from France 43 years ago, bring- 
ing diamond-cutting workers. 

Stephen Varni, gem merchant, 580 Fifth 
Ave., addressed the mineralogy class of 
the Massachusetts Institute of Technology 
at the Copley Square hotel, Boston, Mass., 
on Oct. 2. His subject was “A Gem Is 
Born.” Prof. M. J. Burger led the forum. 

The New York office of W. L. Stens- 
gaard & Associates, Inc., Chicago, spe- 
cialists in merchandise presentation, is 
now located at 30 Rockefeller Plaza. H. 
1. Woody, eastern division head, is as- 
by Ralph Mason and F. C. Clug- 
sh. 

John Kennard, Certified Gemologist, of 
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Bigelow-Kennard Co., Inc., Boston, dem- 
onstrated the use of pearl-testing appa- 
ratus at a meeting of the New York 
Chapter, American Gem Society, the night 
of Oct. 26 in the rooms of the Twenty- 
Four Karat Club. 

A. D. Leveridge, after completing a 
business trip as far west as the Pacific, 
sailed from here, Oct. 20, on the Queen 
Mary for the European diamond produc- 
tion centers, and Switzerland, where he 
will supervise the production of his 
gauge-estimator. 

Emanuel Abrahams, of the Raymond 
Watch Co. sailed for the European watch 
markets on the Normandie, Oct. 15. He 
will visit the Wyler Watch Co. in Swit- 
zerland, which his firm represents in Eng- 
land, France and here, and will return in 
about six weeks. 

Approximately 60 persons, including 
members of his family, attended a dinner 
in honor of Abe Wolf, at the Russian Art 
restaurant, 181 Second Ave., Sept. 30, 
which was arranged by the Metropolitan 
Retail Jewelers Association in recognition 
of Mr. Wolf’s 25 years of association 
work. 

The original of Leo Aarons’ striking 
color photograph for the October cover 
of Scribner’s, showing the engraver, 
George LeVind, at work with his tools, 
was made the background of a display 
of magnificent silver last month in a 
window of Black, Starr & Frost-Gorham, 
Inc., Fifth Ave. 

Displays of precious metals, showing 
their newest applications for both labora- 
tory and plant, will be included among 
300 exhibits of leading manufacturers at 
the 16th Exposition of Chemical Indus- 
tries, which will be held at Grand Cen- 
tral Palace, here, during the week of 
Dec. 6. 

Walter E. Steiger was guest of honor 
at a dinner arranged by his associates in 
the store of H. Healy, 522 Fulton St., 
Brooklyn, at Joe’s Restaurant, Nevins St., 
Saturday evening, Oct. 16, in commemo- 
ration of his 25th anniversarv with the 
establishment. A Hamilton watch was 
given Mr. Steiger, manager of the store 
for the past ten years, by Mr. Healy, and 
he also received a console set from the 
25 guests. 

F. Hope-Jones, M.I.E.E., F.R.A.S., man- 
aging director of the Synchronome Co., 
Ltd., London, England, eminent horolo- 
gist, who sailed from Southampton, 
Sept. 8, on a round-the-world trip, will 
be in New York next February or March, 
according to a communication received 
recently by Jacques LeRoy, 1056 3rd Ave. 
Honors were conferred on him by horo- 
logical and scientific societies when he 
visited here two years ago. 

Edward M. Evans, who for 24 years 
was connected with Stern Bros. & Co., 630 
Fifth Ave., established his own diamond 
importing business in Room 2310, 580 
Fifth Ave., upon his return from a buy- 
ing trip to the European diamond centers, 
the middle of last month. Mr. Evans ob- 
served that “the diamond market abroad 
is calm but firm, and not at all disturbed 
by current world troubles.” He was im- 
pressed by the fact that there seems to be 
less war scare abroad than here. 

In recognition of the 50th anniversary 
of the Bowman Technical School, Lan- 
caster, Pa., which occurs this year, the 
Horological Society of New York, at its 
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DIAL REFINISHING 


= WATCH AND CLOCK 
; HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 NASSAU ST. NEW YORK, N. Y. 








| “ORIENTA” 
CULTURED PEARLS 
of QUALITY 


List hrislic Fo 


65 NASSAU STREET NEW YORK 





CHINESE GEMS CO, 


JADE INC. 
and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 
Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 

















“Zobengrin” 
HAND-CARVED 
WEDDING RINGS 


Every day more jewelers are handling 
these wedding rings exclusively. 


BLANCARD & CO. ‘3; UoW-23r4% 


NEWYORK 


Unusual Gems 
Bought and Sold 
* 


STEPHEN VARNI CO. 
580 Fifth Ave. New York, N. Y. 











Coat of Arms Seals 


ENCRUSTER 


BRAUNFELD & MEHLMAN 
108 FULTON STREET 
Drilling NEW YORK, N. Y. Gem Cutting 











Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and La 
Work Carefully and Promptly Fit 





Diamonds 
and 
Diamond Mounted Jewelry 
WHITELAW BROTHERS 


Diamond Importers and Cutters 
48 West 48th St. New York City 
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STOP WATCHES 


Low-Priced Line. 

7 Jewels—Popular Sellers. 
Fully Guaranteed. 
Write for free Catalogue 
No. E-11 
BRENET WATCH CO. 
266 W. 40th St., New York 











ESTA SCHAGRIN 


Expert Pearl and Bead Stringing 
Loose Pearls and Beads for Additions 


Fine selection of clasps 


10 West 47th St. New York, N. Y. 














PATENT YOUR IDEAS 










of i 
ONCE erm 
FREE ffteenttrt SATENT Arne 


. Pat. Off. records searched 
for “ANY Invention or Trade Mark 


RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Sené for Catalog Illustrating 


Our New Improved Line 
18 Crawford St. Newark, N. J. 


invention for arel sa) 

























CLOISONNE ENAMELED 
ORNAMENTS 
for 
Dresser Sets - Compacts - Novelties 


F. J. COOPER 


140 Park St. Attleboro, Mass. 








WANT ole representation for the City. 
Watch or Jewelry Manufacturer 
LEO HOFFER 
704 Traction Bidg., Cincinnati, Ohio 
Old established, fine watch repairer, to the 








consumer, in fine building. 
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CLIP WATCHES 


48 WEST 48TH ST. NEW YORK 








TRADE WATCH REPAIRING 
All W ork Guaranteed One Year. 


Write for Price List 


GEDDES & CRAMER 


1113 Chrisler Ave., Schenectady, N. Y. 











Service That Satisfies 








| last meeting, Oct. 5, voted an honorary 


membership to John J. Bowman, head 
of the school founded by his father, the 
late Ezra F. Bowman. An illuminated 
certificate is being prepared for presenta- 
tion. A talk was given by Alvan Fisher, 
of the Warren Telechron Co. factory, 
Ashland, Mass. 

Louis Friedlander Memorial night will 
be observed by the New York Jewelers 
Benevolent Association, Tuesday, Nov. 16, 
when Rabbi Elias L. Solomon will be 
present to deliver a eulogy, with the 
family of the deceased former president 
in attendance. At the last meeting of 
the association it was voted to observe 
the first Tuesday of each October as Louis 
Friedlander night. Chairman of the by- 
laws committee, the deceased was highly 
respected. He was a regular attendant 
at meetings. 

A call to all jewelers to become af- 
filiated with the Metropolitan Retail 
Jewelers Credit Union has been issued 
by Hyman Goldschmidt, treasurer, who 
says that the institution should have about 
150 members to operate at maximum ef- 
ficiency. The union, which has _ been 
operating for the past several years, is 
under the supervision of the N. Y. state 
banking laws. The last annual dividend 
was 4 per cent. Other officers are Charles 
Hoenninger, president; Phineas Peter, 
vice-president, and Walter Hollinger, sec- 
retary. 

The prompt start of one or more classes 
in diamond-setting at the School of In- 
dustrial Arts, 257 W. 40th St., now 
hinges only on the city installing water 
and electrical connections suitable for 
manufacturing. A committee consisting 
of William B. Ogush of Katz & Ogush, 
president of the Jewelry Crafts Associ- 
ation; Jacob H. Schaeffer, of Shiman 
Bros. & Co., Inc., past president, and 
Henry L. Sperling, secretary, conferred 
recently with George K. Gombartz, prin- 
cipal of the school, and board of educa- 
tion officials, and committed the associa- 
tion to provide benches, drills and tools 
necessary for the operation of a modern 
diamond-setting class. 

Max J. Schwartz, 685 Fulton St., 
Brooklyn, on Oct. 20 succeeded Mortimer 
Stavenhagen as secretary of the Brooklyn 
R.J.A., which made Mr. Stavenhagen 
honorary secretary for life and presented 
him with a gift in appreciation of his 11 
years’ secretaryship, terminated a few 
weeks ago by resignation. The group en- 
dorsed the licensing and registration of 
watchmakers and will work with other 
organizations in the trade for an Empire 
State law similar to Wisconsin’s licensing 
system. The sum of $50 was contributed 
to help form a committee to regulate 
fraudulent and misleading jewelry adver- 
tising in New York City newspapers. 
Robert Lipton, perennial chairman of the 
association’s banquet committee, was 
named chairman of the 1938 affair. 

In appreciation of the attempt of Pa- 
trolman John H. A. Wilson to frustrate 
the hold-up of the Rudisch Refining Co., 
64 Fulton St., on Sept. 23, in which he 
lost his life, a fund for his widow was 
started by the precious metal refiners of 
New York by G. H. Niemeyer, vice- 
president of Handy & Harman. The total 
was brought to $700 by an award of $100 
by the Jewelers Security Alliance. The 
donations were: Baker & Co., Inc., $50; 
Sigmund Cohn, $50; Jos. B. Cooper & 
Son Ltd., $25; Goldsmith Bros. Smelting 
& Refining Co., $50; Handy & Harman, 
$175; Johnson, Matthey & Co., Inc., $100; 
Kastenhuber & Lehrfeld, $100, and I. 
Stern & Co., Inc., $50. Two paroled con- 
victs were caught by metropolitan police 
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We Solve Repair Problems! 
¢ Jewelers Parts Replaces 
* Silversmiths 


Order Work » Plater; 
GUARANTEE REPAIR & PLATING SERvicE 
Experience” 


“25 Years’ Practical 


71 Nassau St. New York City 











CASH OFFER 


Send us your odds and ende in NEW 
or USED ailver, both HOLLOWWARE 
and FLATWARE, for our cash prop- 
osition., 

Check covering our offer sent same 
day that consignment is received and 
silver held intact awaiting acceptance 
or rejection of our offer. 

If not accepted, shipment returned 

“express pai 


JULIUS GOODMAN & SON, 


43 South Main St. Memphis, Tens. 
Reference: tad Hettenes Bank, 
is, Tenn. 















An Alloy 
Especially Made for 


PRESSURE & CENTRIFUGAL 
CASTING 
YELLOW GOLD — ALL KARATS 


H. HENRICH, Inc. 


Fine Gold Alloys—Since 1879 
64 FULTON STREET, NEW YORK, N. Y. 




















Watch and Jewelry Repair Tags, 
Envelopes—with Claim Check and 
others; Ring Size-Cards and In- 


stallment Books 


Printing ¢ all kinds at ent prices, 
Discount to jobber: 
SUPREME TAG CO. 


rene eg 
New York, N. Y. 








8 
WATCH DIAL! 
REFINISHING 
DELUXE 





P. J. BREIVOGEL 
65-A Nassau St., NEW YORK CITY 
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Manufacturers Attention! 


ARE YOU A MANUFACTURER WHO CAN 
USE THE SERVICES OF A MAN WHO 
HAS BEEN ASSOCIATED WITH THE 
LRY INDUSTRY FOR A NUMBER 
MANUFACTURING AND 
SELLING? IF SO YOU WILL READ 
THE FOLLOWING—HE HAS A CREDI- 
TABLE RECORD AS SALES MANAGER 
AND SALES REPRESENTATIVE. HE IS 
FAVORABLY KNOWN THROUGHOUT THE 
TRADE BY THE WHOLESALERS AND 
RETAILERS. HE HAS A WIDE EXPERI- 
ENCE IN DEALING WITH BOTH THE 
JOBBER AND THE RETAILER AND WILL 
PRODUCE RESULTS. HE IS QUALI- 
FIED TO MANAGE A BRANCH OFFICE 
OR TO TRAVEL PRACTICALLY ANY TER- 
RITORY IN THE UNITED STATES. UN- 
QUESTIONED REFERENCES AS_ TO 
ABILITY, RESPONSIBILITY AND CHAR- 
ACTER WILL BE FURNISHED. 


Please address 
Box C., 7335, care 
Jewelers’ Circular-Keystone 
239 W. 39th St., New York 











“MINERVA” 
STOP WATCHES 


Sole U. S. Agent 


M. DUCOMMUN 


580 FIFTH AVE., NEW YORK 














BLACK FOREST 


CUCKOO CLOCKS 


and PARTS 
Write for price list 
FRANK KAUFFMANN 
IMPORTER 


1485 3rd Ave., Dept. A, 
New York 




















PRECIOUS, SYNTHETIC 7 


and Imitation Stones 
Jobbing Stones Our Specialty 
Expert Pearl and Bead Stringing 


LOMO NOVELTY CO. 


Unquestioned Reliability 
10 W. 47th ST. NEW YORK, N. Y. 














Specializing Traveling and Beudeir Clecks 
Also complete Leather Case Service 
110 West 40th St. ” New York 








Whatever appears in 


THE 
JEWELERS’ 
CIRCULAR- 
KEYSTONE 
automatically becomes a 
matter of record in the 
Jewelry and Allied Indus- 


tries. 
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Oct. 6, and there is strong evidence that 
they participated in the robbery and 
killing. 


40 Years With Marcus 








Harry Keller 


In token of his 40 years’ service with 
Marcus & Co., New York, during which 
he rose from floor-boy in the original 
store at 17th St. and Union Square to the 
position of director of the present salon 
at 53rd and Fifth Ave., Harry Keller was 
feted at the fifth annual dinner of the 
company, Oct. 11, at the Boulevard 
Tavern, Elmhurst, L. I. 

Mr. Keller was presented a fine watch 
from the Marcus family, suitably en- 
graved. The presentation was made by 
Capt. Chapin Marcus, vice-president and 
secretary. The 45 guests included all 
employes and members of the firm, wives 
of the directors and members of Mr. Kel- 
ler’s family. 


73 Years a Watchmaker: Does This 
Make a Record for Georgian? 


ALBANY, Ga.—H. A. Boley, whose age 
is his secret, is a contestant for the title 
“America’s oldest active watchmaker,” 
against 86-year-old John H. Shackelford 
of Lawrenceville, Ga., whose work on a 
courthouse clock was described in this 
Journal last month. 

Now in charge of repair work at the 
L. Prisant jewelry store here, Mr. Boley 
mended his first watches in Addison, 
Mich., in 1864—which gives him 73 years 
of continuous experience. He has also 
worked at Adrian, Mich.; Greencastle, 
Ind.; Jacksonville and Deland, Fla., and 
Atlanta, Brunswick and Jessup, Ga. 


A.N.R.].A. Conventions 
(From page 118) 


has been decided to open both the Jade 
and Basildon rooms for the display of 
merchandise, with the convention ses- 
sions being held in the Le Perroquet 
Suite, on the fourth floor. This exhibit 
space will be in addition to the displays 
shown in the main ball room, the east 
and west foyers, the balcony of the ball 
room and the Astor Gallery. It is plan- 
ned to follow the same program in vogue 
in 1937 when convention sessions were 
scheduled from 10 a. m. to 1 p. m. with 
special clinics in the late afternoon. This 
schedule also provides an opportunity 
for the very important committee meet- 
ings, and other group conferences, as 
well as an opportunity for convention 
exhibits, as well as transacting personal 
business incidental to their visit to New 
York. 

“The 1937 convention surpassed all 
others from every standpoint, and the 
executive committee is convinced that 
the plan used this year is most appeal- 
ing to retail jewelers, and it has there- 
fore been determined to pattern the 
1938 gathering as closely as possible to 
the running program of the 1937 
meeting.” 
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GOLD 


SILVER 
PLATING 


Stiverware Repaired 


Equal to NEW 
Removing of Engravings ress 


WM. HERTEL & CO., Inc. 
Silversmiths & Platers 
17 W. 45th St. 
New York City 
“*18 years at the same 
address” 





(Bejore) 
(After) 

















Diamond 
Setting 
that adds value 
to your 
Product 


INC. 


S 
NEW YORK,NY. 


J.aM.KRAYSLER, 


7 WEST 45TH STREET 








H. B. Robbing & Co. 


SILVERSMITHS 


Formerly with Currier & Roby 


Reproductions—Antiques Restored 
Special order work—Gold and Silver plating 
No job too small or too large 


64 Fulton St. New York, N. Y. 
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BECOME AN 


OPTICIAN 


Open An Optical Department 


Short Courses—Day & Evening 
Co-Educational 


Prepare Now For Future Legislation 
Write for Bulletin "'J" 
SCHOOL OF MECHANICAL OPTICS 
Incorporated 
Montague & Henry Streets 
Brooklyn New York 




















CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 
FLX. ZIRNKILTON = Piutavetenta 


PHILADELP 


Z IRNKILTON 








MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 
Engravers, Jewelers 
Write for free beek ‘‘Your Future and Our Seheeol.”’ 


JOHN J. BOWMAN, Director 
Bewman Bidg., Lancaster, Pa. 

















_ Manulacturer of Distinctive Diamond 


" Miéuitings and Wedding Rings 


805 Sansom Street Philadelphia 


BYARD F. BROGAN 








ORDER YOUR 


TELECHRON and REVERE 
Electric Clocks 


SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 


MT. VERNON—Amer. Watches 
Repair Dept. Supplies 
From guthorized Distributors 
JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 
(Satisfactory service for 42 years) 








areata College of Horology 


> ~g SCHOOL FOR WATCHMAKERS, 
‘ JEWELERS AND ENGRAVERS 


act Broad’ and Somerset Streets 


Raweae tHe PHILADELPHIA, PA. 











ELGIN & CYMA 


— WATCHES 


LOUIS SICKLES 


1015 Chestnut St., Philadelphia, Pa. 
“Wholesale Distributers te the Trade” 

















EMPIRE 


eve & REFINING CO. 


OIN THE RANKS OF OUR 
SATISFIED CUSTOMERS. IT PAYS. 


GOLD — SILVER — PLATINUM 


713 SANSOM ST. 


PHILADELPHIA 








PHILADELPHIA: 


Edward Love, formerly of 126% S. 8th 
St., has moved to a new location at 108 
S. 8th St. 

William Colucci, formerly of Steirwalt 
& Colucci, 721 Sansom St., now is located 
at 715 Sansom St. 

Engagements were announced last 
month by Frank Sturza, of H. Rosen- 
berg’s, S. 8th St., and Charles Wigman, 
of 710 Sansom St. 

Charles Bush, head of the Bush Mfg. 
Co., 112 S. 8th St. makers of jewelry 
boxes and cases, last month was seriously 
ill in General Hospital. 

Edwin: Koshland, of Koshland Bros., 
1015 Chestnut St., spent two weeks last 
month on a trip through Pennsylvania 
and Maryland. 

Michael Orloff, formerly inside buyer 
for the House of Milner, 706 Sansom St., 
now is carrying a line of watches, dia- 
monds and diamond jewelry to the trade 
in Philadelphia and surrounding territory. 

Charles Lesse of S. Lesse & Sons, Inc., 
732 Chestnut St., spent a week in New 
England last month. William Lesse, of 
the same firm, made a trip through Penn- 
sylvania, Ohio and Virginia. 

The Penn Watch and Optical Co., 
jewelers and opticians, after seven years 
at 144 S. 15th St., is moving after Nov. 1 
to 1503 Chestnut St., where the business 
will be conducted under the name of M. 
Gleicer, manager. 

Plans to move into its new location in 
October were abandoned by the firm of 
House of Milner, 706 Sansom St. The 
firm expects to move into a renovated 
building at 728 Sansom St. about Jan. 1, 
1938. 

An armed Negro bandit robbed John 
Elliott, proprietor of a jewelry store at 
813 Chestnut St., Camden, N. J., of two 
watches valued at $23.90 last month. The 
man fled when a passerby stopped out- 
side the store window. 

William Gibbons, 81, who conducted a 
jewelry store at 5 S. 40th St. for 65 years, 
died recently at his home 420 Owen Rd., 
Wynnewood, Pa. Mr. Gibbons was presi- 
dent of the Haddington Title and Trust 
Co., and board chairman of the Hamilton 
Trust Co. 

Thieves who cut a hole in the show 
window of a jewelry store at 6 N. 11th 
St. last month stole two diamond rings 
valued at $2,300. Police believe two wo- 
men screened a man as the latter cut a 
hole in the glass and then, using a wire, 
knocked the rings from a shelf to a spot 
where he could reach them. 

Charles H. Ingersoll, watch manufac- 
turer, last month addressed a meeting of 
the Real Estate Association of Lower 
Camden County in Berlin, N. J. Mr. 
Ingersoll, an exponent of the single tax 
plan, declared that high taxation is re- 
sponsible for the necessity of selling thou- 
sands of Philadelphia homes for de- 
linauent taxes. 

The Sansom Street Business Men’s As- 
sociation last month was urged to trans- 
form itself into a jewelry as well as a 


civic organization in an article printed. 


in the Sansom Street Times, militant pub- 
lication of the Sansom Street Young Men’s 
Business Association. The article pointed 
out that the older men’s organization, his- 
torically a civic group, bans discussion of 
jewelry problems at its meetings. 

Plans to celebrate their 84th anni- 
versary in November were under way last 
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month by the Associated Barr Stores, 
whose headquarters are at 1018 Chestnut 
St. Organized in Norfolk, Va., the home 
of the parent store, the Barr stores now 
include four stores in Philadelphia in ad. 
dition to the Southern branch. Herman 
H. Barr is president and pioneered jp 
the movement of the ‘stores to this city 
10 years ago. 

Louis E. LeWinn, proprietor of 4 
jewelry store at 1810 Market St., last 
month smashed a window in his estab. 
lishment in a vain effort to halt a thief 
who stole watches valued at $75, after 
posing as a customer. The man flourished 
a revolver after entering LeWinn’s store 
and looking at several expensive watches, 
As the bandit fled, LeWinn threw 4 
jeweler’s hammer through the plate glass 
to attract attention. Then, he told police, 
he gave chase but lost the man in the 
theater crowds. 

Officers of the Sansom Street Young 
Men’s Business Association last month 
were reelected at the annual meeting of 
the organization at which plans for the 
coming year were discussed and activities 
of the past season—the first in its history 
—were reviewed. Officers are: Michael 
Orloff, president; Robert Shifren, vice- 
president ; Armand Jacoby, secretary; and 
Thomas Phillips, treasurer. The four of- 
ficers and Norman Berman, Morris 
Rabinowitz and Irving Zieger were re- 
elected members of the board of direc- 
tors. New directors elected included 
Harold Zenstein and Arnold Gordon. 
Orloff, Berman and Hoffman were elected 
delegates to attend meetings of the San- 
som Street Business Men’s Association, 
the senior organization of Sansom Street 
merchants. 





S. Kind & Sons, Inc., Signs for New 
Location After May 1 at 
Chestnut and Broad 


PHILADELPHIA—After 33 years at 1110 
Chestnut St., the firm of S. Kind & Sons, 
Inc., announced on Oct. 14 that it would 
occupy new quarters on the first and sec- 
ond floors of the Real Estate Trust Co. 
building at 1340-44 Chestnut St., at Broad 
St., busiest and most important intersec- 
tion in Philadelphia. 

Work on reconstructing the new quar- 
ters was started immediately. Plans call 
for a modern front 40 feet in width, new 
fixtures and new equipment and air con- 
ditioning. The retail department will be 
on the first floor, the wholesale depart- 
ment and store offices in the basement and 
the other departments on the second floor. 

Prominent Philadelphia diamond mer- 
chants, jewelers and silversmiths, S. Kind 
& Sons spent eight years at 928 Chestnut 
St. before moving west to its location at 
1110 Chestnut St. 





“Famous Names and a Watch” is the 
title of a booklet recently issued by Nor- 
man M. Morris, Omega Corp., 608 Fifth 
Ave., New York, picturing and quoting 
famous wearers of the Omega watch, in- 
— Roscoe Turner, Lowell Thomas, 

James H. Kimball, Clyde re 
il Balchen, Elmer Layden, Jack 
Dempsey, Frank Buck and William H. 
Egan. Also summarized are the history 
of watchmaking in Switzerland and the 
growth of the Omega factories, where 
1250 watches are completed daily. 
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PROVIDENCE: 


Ernest E. Weller, of the manufacturing 
jewelry firm of E. E. Weller Co., 235 
Eddy St., is receiving congratulations on 
his recent marriage. ae 

Frank Ricketts, 90, who has a life job 
at the manufacturing jewelry plant of the 
Robbins Co., Inc., Attleboro, is the oldest 
man holding a Social Security number 
in the New England area. At 16 years 
of age he was apprenticed to the jewelry 
industry in London, England, and has 
worked at that trade for 74 years. 

Directors of the Outlet Company have 
declared the following dividends payable 
Nov. 1 to stockholders of record of Oct. 
20; $1.75 on the first preferred stock, 
$1.50 on the second preferred and 75 cents 
on the common. These are unchanged 
from the dividends of the preceding 
quarter. 

Morris A. Bookbinder, for more than 
30 years an expert jewelry designer, died 
at the Rhode Island Hospital on Sept. 24. 
He was born in Latvia and came to 
Providence as a small boy. For the past 
20 years he had conducted business for 
himself. 

R. H. Whitman, 212 Union St., is this 
year celebrating the fortieth anniversary 
of his retail jewelry and repair business. 

Several defendants, including concerns 
connected with the manufacturing jewelry 
industry, charged with violating the pro- 
visions of the unemployment compensa- 
tion act have been penalized in the local 
court within the last few days and fined. 
Among these were Fred DeCesaris of the 
James Mfg. Co., 86 Page St., and N. G. 
Zoraian of N. G. Zoraian & Co., 40 Clif- 
ford St. 

Charles F. W. Rheinhardt, a handi- 
craft manufacturing jeweler in the Paw- 
tuxet Valley for many years until his 
retirement a few years ago, died Oct. 17 
at his home in Pawtuxet in his 80th year. 
He was born in Germany but came to this 
country when young and learned tHe 
jewelry business. His wife, four daugh- 
ters, six sons, nine grandchildren and two 
great-grandchildren survive him. 

Adelbert E. Place of O. E. Place Co., 
manufacturing jewelers of Providence, 
was elected Grand Commander of the 
Grand Commandery of Massachusetts 
and Rhode Island of Knights Templar at 
the 144th annual conclave on Oct. 20. His 
brother, Alpheus S. Place of the same 
firm, was appointed Grand Warder. 

The will of the late George F. Berk- 
ander has been probated in the Provi- 
dence Probate Court and the Union 
Trust Co. appointed executor under bond 
of $400,000. 

Walter I. Rhodes, 63, for 44 years 
buyer for the jewelry leather and special- 
ties departments of Callender, McAuslan 
& Troup Co., (The Boston Store), until 
his resignation six years ago, died Oct. 15 
at his home in East Providence. He is 
survived by his widow and one son. 

Scores of frightened and screaming wo- 
men swarmed down fire escapes and more 
than 20 men and women were helped 
down ladders by firemen from the fourth 
and fifth floors Oct. 1, when fire drove 
several hundred workers in manufactur- 
ing jewelry plants in the Standard 
Building, formerly known as the Metcalf 
building at 144 Pine St. The building, 
one of the largest buildings in the city 
used for manufacturing purposes, faces 
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on Pine, Richmond and Page Streets and 
houses more than a dozen jewelry manu- 
facturing plants. Window casings in the 
Whitney & Co. shop on the second floor 
were damaged by flames and the com- 
pany’s stock and fixtures considerably 
damaged by water. Other jewelry con- 
cerns whose stock and fixtures were dam- 
aged by water and smoke included the 
Westminster Jewelry Mfg. Co. and A. 
Micallef & Co. on the second floor; Sam- 
san Co. and Sammartino & Sanchirico Co. 
on the third floor; W. & H. Jewelry Co. 
on the fourth floor and the J. J. White 
Mfg. Co. on the fifth floor. 





A.N.R.].A. Silver Committee Makes 
Yearly Trip to New England 


The third annual visitation of the ex- 
ecutive committee of the A.N.R.J.A. Silver 
committee to the silver manufacturers of 
New England was made Oct. 12 to 15. 
The group was composed of William G. 
Thurber, chairman of the committee, 
president of the Massachusetts - Rhode 
Island R.J.A., and secretary-treasurer of 
the Tilden- Thurber Corp., Providence, 
R. I.; William D. McNeil, A.N.R.J.A. 
president, New York, and Wilson A. 
Streeter, A.N.R.J.A. vice-president and 
manager of Bailey, Banks & Biddle, 
Philadelphia. The conferences were held 
with the International Silver Co., Meri- 
den, Conn.; The Watson Co., Attleboro, 
Mass.; Rogers, Lunt & Bowlen Co., Inc., 
Greenfield, Mass.; Towle Mfg. Co., Inc., 
Newburyport, Mass.; Reed & Barton 
Corp., Taunton, Mass., and Gorham Mfg. 
Co., Inc., Providence, R. I. 





Bar and Scrap Silver Worth $4,230 
Stolen from J. L. Anthony Co. 


PROVIDENCE—Forty-five hundred ounces 
of bar silver and an amount of scrap 
silver, all valued at $4,230, were stolen 
over the week-end of Oct. 10, by safe- 
crackers at the plant of the J. L. An- 
thony Co., 115 Baker St. As it was the 
first time in more than three years, of- 
ficials state, that more than 100 ounces 
have been stored in the safe, there is 
suspicion that the break was the result 
of inside information. 

The bar silver had been received the 
Friday before from Handy & Harman 
and the 3900 ounces of scrap silver the 
same day from Cohn & Rosenberger and 
T. J. McGrath, Providence concerns. 





120 WATSON CO. WORKERS STRIKE 


ATTLEBORO, Mass.—The first jewelry 
industry strike in this city in years be- 
gan Oct. 17, when some 120 employes of 
the Watson Company, silversmiths, left 
their benches demanding higher wages. 
The workmen, members of the Interna- 
tional Jewelry Workers’ Union, an af- 
filiate of the American Federation of 
Labor, staged the walkout. 





NorRISTOWN, PA.—One of the finest 
tuna catches in Nova Scotian waters this 
season is credited to Ralph L. Lanz, local 
jeweler, for his prize catch, weighing 
386 pounds. It took him an hour and 32 
minutes to land his giant fish, 50 miles off 
Wedgeport, Yarmouth County. 
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HERR & KLINE MOVE 


Herr & Kline, importers and jobbers of 
watch materials and supplies, have moved 
from 231-235 Granby St., Norfolk, to 
larger and finer rooms at 200-201 Portlock 
Bldg., Norfolk, Va. Guy K. Herr and 
Louis A. Kline have been established in 
Norfolk for the past 19 years. 





“Lady Diana,” one of the smallest 
octagon-shaped diamond-set platinum 
watches on the market, has been intro- 
duced by the Croton Watch Co. and dis- 
tributed by J. Horowitz & Son, 21 Maiden 
Lane, New York. The construction of the 
17-jewel movement is decidedly new, and 
the watch is exquisitely designed. 





A 64-page issue of Community Maga- 
zine, devoted to the interests of Albert 
Lea, Minn., was published recently by 
the Trades Publishing Co., of which E. 
L. Hayek is business manager, to cele- 
brate the opening of station KATE. 
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REED & BARTON 


SILVER POLISH 


Approved by Good Housekeeping 


A superior polish—made by silver- 
smiths for jewelers’ use and resale. 
Freight now prepaid in U. S. — 
jeweler receiving full 100% profit. 
REED & BARTON - Taunton, Mass. 











250 Sterling Charms in Illustrated Catalog on request 
WELLS MFG. CO., ATTLEBORO, MASS. 








MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 
For further information address: 


Administrative Office 


1112 BOYLSTON STREET 
Boston, Massachusetts 
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GRAU & HUBER 


Manufacturing Jewelers 
Diamond Setting 
Special’ Order Work 
Watch and Jewelry Repairing 
Engraving and Carving 
Of All Kinds 
Founded 1918 


416 CLARK BUILDING 
PITTSBURGH, PA. 
Telephone: ATlantie 1465 



















HEEREN & CO. 


SPECIAL ORDER WORK 


GOLD & SILVER 


PLATING 
JEWELRY REPAIRING 


New Location 
603 Manufacturers Bldg. 
530 Duquesne Way, Pittsburgh, Pa. 



























THE LARGEST AND BEST 
ASSORTED STOCK BETWEEN 
NEW YORK AND CHICAGO 


ELGIN 
WALTHAM 


COMMUNITY PLATE 
1847 ROGERS BROS. 


WESTCLOX 
INGRAHAM 
SETH THOMAS 
GENERAL ELECTRIC 
CLOCKS 


A ADET TE 


JEWELRY 


THE SAMUEL 


WEINHAUS 


COMPANY 
720-722 PENN AVE, PITTSBURGH, PA. 





Gimbel Bros., Pittsburgh store, has an- 
nounced the opening of a new diamond 
department. 

Harold Gerson, jeweler of Beaver 
Falls, Pa., has returned from a business 
trip. to Chicago. 

Lincoff Bros., Braddock, Pa., have re- 
modeled their store in order to give them 
more selling space. 

A. Zinnamon, New Kensington, Pa. 
jeweler, has just redecorated his store and 
installed entire new fixtures. 

Charles Teper, Clairton, Pa., retail 
jeweler, has completely remodeled his 
place of business and added new fixtures. 

Opening of the new jewelry store of 
William Moss, Schomaker Avenue, Mo- 
nessen, Pa., was expected to take place 
Nov. 1. 

D. H. Eger of New Kensington, Pa., 
and William Eger, Leechburg, Pa., his 
brother, have opened a new store in 
Vandergrift, Pa. 

Meyer Posner, Mt. Pleasant, Pa., 
jeweler, has leased new quarters which 
are being modernized and made ready 
for an early opening. 

Fred L. Reznor, Sharon, Pa., jeweler, 
has invented an electric watch dryer 
which will be manufactured by the Rez- 
nor Mfg. Co. of that city. 

Meyer Posner of Mt. Pleasant, Pa., and 
his son, Robert, and Phil Lipson of the 
Lipson Jewelry Company, Fairmont, W. 
Va., called upon the local wholesale trade. 

S. C. Sindell, Pittsburgh district man- 
ager for the Kirk-Rich Dial Corp., Clark 
Building, has returned from a two weeks 
business tour through neighboring states. 

A group of Pittsburgh jewelers, includ- 
ing Herman Egger ef Aliquippa, returned 
from the recent N.A.C.J. meeting by air- 
plane as guests of the Bulova Watch Co. 

William L. Rose, formerly of the Rose- 
Mars Co. and at one time with Colker 
Bros., Clark Building, has opened a 
wholesale jewelry business for himself 
at 407A Clark Building. 

Maurice W. Rihn, of Terheyden Co., 
Inc., 530 Smithfield St., and Mrs. Rihn 
have returned from a vacation in the 
South, accompanied by their son, Maurice 
W. Rihn, Jr. 

An exhibition of ancient wedding rings 
appeared in the windows of Rothstein’s 
Jewelry Store, 529 Main St., Johnstown, 
Pa., during its 48th anniversary celebra- 
tion. 

J. T. Montgomery, president of M. A. 
Meade & Co., Inc., Chicago, spent some 
time here recently with Herman Auer- 
bach, local representative, in the Clark 
Building. 

Darling Jewelers, operating stores in 
Jamestown, N. Y., and Erie, Pa., have 
just opened a third establishment at 346 
Pennsylvania Ave., Warren, Pa., Wil- 
liam Kidd, manager, and L. H. Reed in 
charge of the watch department. 

A. <A. O6cehlert, former Honesdale 
jeweler, now located at Stroudsburg, Pa., 
has purchased the stock of Jay Jewelers, 
Honesdale. He is disposing of his pres- 
ent stock at Stroudsburg and will con- 
tinue his business at Honesdale. 

The youthful ring swindler, who vic- 
timized between 30 and 40 jewelers in 
the Pittsburgh district during the past few 
months, after making an unusual plea for 
clemency, was sentenced to from four 
to eight years in the Western Penitentiary. 














The many friends of Francis A. Keat- 
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PITTSBURGH: 











GRAFNER BROS, 


DIAMONDS 





GENERAL LINE 








VALUE AND ASSORTMENT 
SPECIALIZING 


818 LIBERTY AVE., PITTSBURGH 








WATCH MATERIALS 
JEWELRY SUPPLIES 


LANDAW BROS. 


406-7 Clark Building 


We carry a complete line of 
all genuine American and 
Swiss watch materials. 
VTF—BB—KK and GS 
Watch Crystals 





Pittsburgh, Pa, 











C. F. HILLEGAS 
Expert Jewelry Engraving 
Ring Carving and Designing 


415A Clark Bidg., Pittsburgh, Pa. 
COurt 6688 




































Sta 


GOLD and SIILVIER 


Scrap and Wastes 
PUIRCHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 


* 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 


“VERNON-BENSHOFE CO." 


Clark Building Pittsburgh, Pa. 
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ing pres.dent of the Grogan Co., Inc., 
sixth Avenue and Wood Street, will be 
sorry to learn that he has been indisposed 
for some time. While in Europe, during 
September, with Mrs. Keating, he suf- 
fered several illnesses, and upon his re- 
turn to Pittsburgh, after spending a day 
in the store, he had a relapse. His doc- 
tor has ordered an extended rest. 





De Roy, Pittsburgh, Stores Merge; 
Wholly Credit Now 


PrrrsBsURGH—Announcement was made 
Oct. 8 of the merger of Joseph DeRoy & 
Sons, 311 Smithfield St., and Louis DeRoy 
& Bros. 544 Smithfield St. The former 
business has been onerated for nearly 100 
years as a cash jewelry store while the 
latter was established in 1852 and oper- 
ated as credit jewelers. The merged in- 
terests will onerate under the name of 
Joseph DeRoy & Sons and carry on a 
credit jewel~ business. Al. J. DeRoy, 
only surviving partner since the death of 
Louis DeRoy and Isaac DeRoy, said that 
with the passing of his associates it has 
become advisable to merge the two busi- 
nesses. 

In addition, Mr. DeRoy said that the 
firm will open a branch credit jewelry 
store at 6111 Penn Avenue, East Liberty, 
where $20,000 is now being spent in re- 
modeling preparatory to the formal open- 
ing on Nov. 10. Earl Tovey will be man- 
ager of the East Liberty store and Mor- 
ris Schmidt will serve in a like capacity 
at 311 Smithfield St. The DeRoy stores 
carry on a tremendous mail order busi- 
ness. Recently, the firm mailed 600,000 
catalogs throughout a considerable por- 
tion of the United States. 


Watchudoing, Kids? (Get It?) 








Earl Powell, Clinton, Okla., jeweler, 
built two small watchmakers’ benches for 
his sons, when Billy (left) and Valjean, 
10 and 8 years old respectively, failed to 
warm up to his hope they would follow 


his business. Mr. Powell wants them to 
study some day at Bradley Polytechnic 
Institute, as he did 18 years ago. 

Billy, who still has ideas of becoming 
an orchestra leader, can fit watch crystals, 
replace mainsprings, clean and_ oil 
watches and fit jewels. Valjean can take 
an alarm clock apart and make it run— 
sometimes. 

“Well, anyway,” says Billy, “maybe we 
can pay our way through college repair- 
ing watches and things.” 





CuarLeston, W. Va.—The four retail 
outlets of Berman’s Jewelry Stores, Inc., 
at Logan, Montgomery, Beckley and this 
Place, celebrated the 35th anniversary of 
the original store at this place, last month. 
The stores are owned by Sam, Isadore 
and Marcus Berman and Lester Mann. 
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NEW ENTERPRISES 











Gradwohl Jewelry Co., Inc., has leased 
a shop at 248 Collinsville Ave., East 
St. Louis, which will be remodeled after 
the pattern of the ornate new store at 
600 Locust St. 

Wehmueller-Hamilton Jewelers store at 
715 Locust St., St. Louis, Mo., was opened 
Oct. 2, by Robert Wehmueller and Louis 
Hamilton, both retail jewelry veterans. 

More than 10,000 visited the new air- 
conditioned Washington Jewelry Co. at 
379 Main St., Fitchburg, Mass., during the 
opening, late in September. 

LeRoy Jewelry Co. opened a new credit 
store at 509 Hennepin Ave., Minneapolis, 
Minn., on Saturday, Oct. 2, by Irving 
and Staniey Feinberg, sons of E. A. Fein- 
berg, a jeweler in Minneapolis for more 
than 25 years. 

Alfred H. Dickenson recently opened a 
retail store at 278 Delaware Ave., Buf- 
falo, N. Y. 

Barr Bros., Inc., Virginia credit jew- 
elers, late in September opened a Ports- 
mouth, Va., store at 303 High St. 

C. W. Phillips has opened a retail 
business in a modern store at 30 E. 
High St., Glassboro, N. J. 

Zale Jewelry Co., Inc., with headquar- 
ters in Wichita Falls, Tex., opened a 
new store at 1601 Elm St., Dallas, Tex., 
after alterations. William Zale, Oklahoma 
City, is manager. 

Paul Campbell recently purchased the 
Anthony G. Engstrom jewelry store in 
Andover, O. 

Rogers Jewelry Co., Maine credit jew- 
elers, have opened a Lewiston, Me., store 
at 33 Lisbon St. 

Mrs. M. Peterson has opened a jewelry 
and gift store styled “Peterson’s,” at 1197 
Centre St., Newton Centre, Mass. 

“Shaw’s”, of Cleveland, O., opened a 
new store at Mansfield, O., which is 
intended to be the first of a chain, Edward 
Bobrick, manager. 

E. N. Perryman, jeweler at Newport, 
Tenn., will open a new store in Morris- 
town, Tenn., when alterations are fin- 
ished. 

Alvin Credit Jewelers, 5243 Lanker- 
shim Blvd., North Hollywood, Cal., was 
opened for business late in September. 
Si and Alvin Levy bring ten years of 
credit jewelry experience to the estab- 
lishment. 

Lautares Bros. opened recently in a 
new, modern store on Evans St., Green- 
ville, N. C. 

Morrey Jewelers, Inc., has opened a 
retail store at 530 S. Broadway, Los 
Angeles, Cal., with M. A. Levett, presi- 
dent, and William J. Pitt, secretary, 
treasurer and manager. 

Warren Rogers, Cleveland, O., has pur- 
chased the E. Howard Phillips Jewelry 
store, 293 Main St., Conneaut, O. 

Kingoff’s, Inc., new establishment in 
Roanoke, Va., was thronged all day 
Oct. 15, when it was opened for inspec- 
tion. The building, which was remodeled, 
is provided with air conditioning. Victor 
A. Heiner, formerly of Danville, Va., is 
manager. 

Richard J. Butler, Santa Monica op- 
tometrist, opened a new jewelry store at 
311 Santa Monica Blvd., Santa Monica, 
Oct. 8. 

Bernard Samuels, of Detroit, Mich., has 
taken a ten-year lease on the store at 
415 Main St., Evansville, Ind., where he 
will open a credit store after remodeling, 
about Nov. 10. 

Frank Germann, 13 years in the Wis- 
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consin jewelry field, has opened a retail 
business in the new Park Theatre bldg., 
Park Rapids, Minn. 

Joseph Shawl has opened a retail store 
at 14730 Detroit Ave., Cleveland, O. 

The Funk Jewelry Co. opened its third 
Arizona retail store, Oct. 1, at 70 E. Con- 
gress St., Tucson, Ariz. Art Funk, sec- 
retary-treasurer, is acting manager. 

The Hart Jewelry Co. on Oct. 1 opened 
a new retail establishment at 134 W. 
High St., Lima, O., managed by Aaron 
and Nate Levy, formerly of Youngs- 
town, O. 

The Kay Jewelry Co. on Oct. 15 opened 
a store at 21 S. George St., York, Pa., in 
the store formerly occupied by A. Sim- 
mons, which has been remodeled and 
refurnished. 

Dr. A. A. Oehlert, Stroudsburg, Pa., 
who purchased the stock and equipment 
of the Jay Jewelers at Honesdale, Pa., 
opened for business at the latter place, 
Oct. 2. 

Frank Talbert, of Ames, Ia., early last 
month opened a store at 320 Main St., 


“Waterloo, Ia. 


The Art Jewelry Co., with stores in 
Plymouth and Gloucester, Mass., has 
started another business at 440 Main St., 
Woburn, Mass. 


SMART ARCHITECTURE AT PUGH’S 


PITTSBURGH—Formal opening of Pugh 
Bros. new credit jewelry store at 409 
Smithfield St., took place Sept. 23. The 
four-story store has a black and white 
Carrara glass front. A huge Venetian 
blind, said to be the largest ever made, 
extends from the fourth to the second 
floor covering a large number of windows 
in the front of the building. Attractive 
walnut fixtures have been installed and 
the entire store is air-conditioned. L. J. 
Yeager of Indianapolis, is the store man- 
ager and Dr. J. P. Archibald is in charge 
of the optical department. 
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DIAMOND SETTING @ DESIGNING 
SPECIAL ORDER WORK 


BAUER & MUTSCHLER 


405 Clark Bldg., Pittsburgh, Pa. ATilantic 2886 
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DIAMOND SETTING 
MANUFACTURERS OF FINE MOUNTINGS 


KEYSTONE 
JEWELRY MFG. CO. 


412 Clark Bidg., Pittsburgh, Pa. Atlantic S762 








DIAMOND SETTING 
JEWELRY REPAIRING 
SPECIAL ORDER WORK 


Prompt service and careful attention given to 
all orders. 


TRIANGLE 
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602 Clark Bidg., Pittsburgh, Pa. At. 7723 
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For the Fall Bride 


A gift that will be appreciated and last a lifetime. 
A FEW PRICES 


Rose, Puritan, Corsage and Betsy Patterson 
I pe. 6pcs. 8 pes. 


Ae $2.25 $13.50 $18.00 
NE Oo Re rey 1.75 10.50 14.00 
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If your city has no Stieff agency, write for fur- 
ther details TODAY. 


THE STIEFF COMPANY 


BALTIMORE, MD. 
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Christmas !! 
DIAMOND RINGS 
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FINE DIAMONDS IN 
MODERN, WELL-STYLED 
SETTINGS TO RETAIL 
PROFITABLY FROM $25 TO 
$200. 


A SELECTION WILL BE 
CHEERFULLY SENT UPON 
REQUEST. 
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BALTIMORE 


Accused of breaking into the jewelry 
store of Jacob Balk, N. Calvert St., a man 
was arrested when he attempted to pawn 
jewelry valued at $100. He was held in 
$1,000 bail for grand jury action. 

Emil Fineman, sales representative for 
Max Kohner, 104 W. Fayette St. re- 
cently was called home from a Florida 
trip due to the sudden death of his father, 
Dr. Fineman, in Philadelphia. 

Improvements have been completed at 
the store of Oscar Caplan & Sons, 207 
W. Saratoga St., including a general 
rearrangement of the salesroom and in- 
stallation of improved and artistic fix- 
tures. 

Among jewelers visiting the local 
wholesale market recently were J. P. 
Taylor, of Emporia, Va., Herman Wei- 
man, of Wilmington, Del., Louis Selig, 
Elizabeth City, N. C., Samuel Burton, 
Richmond, Va., and W. W. Taylor of 
Herndon, Va. 

Baltimore jewelers have been warned 
by police to be careful in accepting checks 
and parting with valuable jewelry where 
the giver of the check is not known to the 
jeweler or properly identified. Police 
pointed out that care will prevent con- 
siderable loss which usually attends the 
holiday season. 

Jay G. Engel spent a few days’ vaca- 
tion recently at Atlantic City. Mr. Engel 
was present last month at the opening of 
the new store of Kingoff Bros., Roanoke, 
Va. The company operates a chain of 
jewelry stores in the South. Victor 
Heiner, formerly of the Kingoff store at 
Danville, Va., is manager. 


Castelberg Jewelry Corp., Lexington 
St. at Park Ave., has undergone extensive 
improvements, including new lighting fix- 
tures, air-conditioning, and installation of 
new rooms for the optical department and 
a department devoted to the display and 
sale of electrical appliances and radios 
on the second floor of the building. David 
Millhouser is general manager of the 
store. 

A business survey among Baltimore 
jewelers has proved conclusively that 
business conditions for nine months of 
the present year have been better than 
any period during the past eight years, 
According to present indications the holi- 
day trade in all classes of jewelry, radio 
and electrical appliance stocked by the 
average jewelry store will more than 
measure up to expectations. Jewelers of 
Southern cities report a steady demand 
for nationally advertised articles. 

Leon Levi, one of Baltimore’s pioneer 
jewelers, who was actively engaged in 
the trade for nearly 50 years, died Oct. 
15 at his home, 1906 Eutaw Pl. When a 
youth he entered the jewelry business with 
his father at the latter’s store on E. Balti- 
more St. and later was employed by a 
New York jeweler. He returned to 
Baltimore 40 years ago and opened his 
store at 109 W. Lexington St. Later he 
moved to 309 W. Lexington St., and 
several years ago opened a large store at 
316 W. Lexington St. Mr. Levi was 70 
years old. Surviving are his widow, Mrs. 
Minnie H. Levi, and one son, James H. 
Levi. Funeral services were held Oct. 17. 





Dixie Farmers Have Cash in Bank 
to Offset Cheap Cotton 


ATLANTA, GA.—Although nine-cent cot- 
ton is having a depressing effect in some 
of the smaller rural communities, manu- 
facturers and wholesalers here report 
h 1siness as a whole to be satisfactory and 
they are predicting a good holiday busi- 
ness with a normal increase for Novem- 
ber and December. 

One reason for their optimism is the 
fact that the Southern farmer is no 
longer as dependent upon cotton as he 
was ten or even five years ago. He has, 
to a large extent, learned to diversify his 
crops. He has adopted livestock on a 
larger scale, thus providing himself with 
a steady cash income week in and 
week out. 

During the last two or three years he 
has been paying off his debts so that 
these obligations are no longer so press- 
ing. And, to a larger extent than in 
many years, the farmers of this section 
have cash in the bank—so that they are 
relatively independent and will not be 
forced to sell their cotton on a low mar- 
ket. All of this, added to increasing in- 
dustrial development—such as pulp and 
paper mills—in the South, is having a 
stabilizing influence and is expected to 
result in a normal Christmas trade. 





Only Need Keep Repairs Ten Days, 
Virginia Watchmakers Told 


NorFoLk, VaA.—Virginia jewelers are 
required to hold watch and jewelry re- 
pairs only ten days after the owner is 
notified that the repair is completed, said 
H. C. Denglinger, chairman of the legis- 
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lative committee, at a supper meeting of 
the Horological Association of Virginia. 
Write Richard V. Bailey, association sec- 
retary, 200 Portlock Building, this city, 
for details, said he. Louis Waldman 
talked on precision instruments used in 
watchmaking. Percy A. Jones talked on 
“Salesmanship in Watch Repairing” at 
another recent supper meeting, at which 
Frank V. Sperber, Jr. and H. E. Glidewell 
were visitors. 


FASHION IDEAS FOR PUBLICITY 
SUBSCRIBERS 


The opulence and magnificence of 
jewels for fall and winter are shown in 
an offset brochure reprinted from the 
September and recent issues of Harper’s 
Bazaar, for subscribers to the Jewelers 
Publicity Committee. The photographs 
are useful for window displays and the 
notes cover jewel and fashion trends. 








JEWELERS’ SUPPLIES 
Genuine American Watch Material 
Complete line of all Swiss Material 

B.B. Glasses—Flexo U.B.C. 
Tools and Findings 
Westclox Products 
JOHN A. TSCHANTRE 
25 N. Liberty St. Baltimore, Md. 
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and the SOUTH: 


Manufacturers Fly South to Help Duval Jewelry Co. Celebrate 





JACKSONVILLE, FLA.—A tribute to A. O. 
Jenkins and the Duval Jewelry Co.’s sil- 


‘ ver anniversary was paid by representa- 


tives of several major jewelry and watch 
manufacturers, who made a special trip 
by plane from the North to Jacksonville 
to pay him an Mrs. Jenkins their expres- 
sions of good-will and wishes for con- 
tinued success at a banquet the night of 
Oct. 15. 

Those here for the celebration were, 
standing, left to right, Carroll C. See- 
ghers, Gruen Watch Company, Cincin- 
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EASTON 


FULLY GUARANTEED BY US 


U. S. JEWELRY CO. 


WHOLESALE JEWELERS 
DIAMONDS WATCHES JEWELRY 
BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 
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od 
FOR PROMPT, EFFICIENT SERVICE 


KAPLAN ENGR. & MFG. CO. 
BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 

MFG. JEWELERS DIAMOND SETTERS 
ENGRAVERS 
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nati; George N. Stern, Arnstein Bros. & 
Co., diamond importers, New York; Syd- 
ney Brown, Elgin National Watch Co., 
Inc., Elgin, Ill.; Mr. Jenkins; Walter 
Untermyer, president, Untermyer, Rob- 
bins and Co., Inc., manufacturing jew- 
elers, New York; R. F. Warren, adver- 
tising manager, Bulova Watch Co., Inc., 
New York; C. C. Gabel, sales manager, 
1847 Rogers Bros., International Siiver 
Co., Meriden, Conn.; front row, left to 
right, Henry H. Harteveldt, president, 
Harvel Watch Co., New York; Sam 
Mautner, president, Wolfsheim & Sachs, 
Inc., jewelry case manufacturers, New 
York; Royal C. Linthicum, vice-president, 
Buss-Linthicum-Thorson, Inc., New York 
and Chicago; Milton L. Braun, vice-presi- 
dent of A. Jaffe and Son, Inc., manufac- 
turing jewelers, New York; and John 
V. Alcorn, International Silver Co., Meri- 
den, Conn. 

The first chapter of the Duval Jew- 
elry Co.’s success story was a small black 
sample case Mr. Duval carried back in 
1911 when he entered the jewelry busi- 
ness; today stores bearing his name are 
found in the principal cities of the Sun- 
shine State. 

There was another feature of the an- 
niversary that made a real impression on 
Mr. and Mrs. Jenkins. They were pre- 
sented with a silver plaque from the store 
employees, who expressed their affection 
and esteem. 





Diamond Jewelry, Inc., opened for busi- 
ness, Sept. 18, at 209 Church St., Marietta, 
Ga., Warren Shaw, manager. 

The Jewel Shoppe, Inc., has been 
opened in the Gem Theatre Bldg., Kan- 
napolis, N. C., by L. T. Holshouser and 
associates, of Salisbury, N. C. 

A jewelry department has been started 
in the Bryan Drug Co. store, Littlefield, 
Tex., by Stanley W. McCarty, of Mun- 
day, Tex. 
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a true rose design, not 
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and special work : 
made to order. 








The 
SCHOFIELD 
COMPANY 
Silversmiths 
Established 
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SPECIAL ORDER WORK 
REPAIRING 
GOLD AND RHODIUM 
PLATING 


We specialize in College Jewelry 
—Rings, Pins, Belts and Buckles 


Jenkins 
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BALTIMORE, MD. 
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Watch Repairers for the better 
trade since 1910. 
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A Short Course in Engraving for 
Jewelers 
By WM. KASSEL 
Price 50¢ 
The Jewelers’ Circular-Keystone 
Chestnut & 56th Sts. 239 W. 39th St. 


| for San Antonio, Texas. 





Philadelphia, Pa. New York, N.Y. 








DRESS-UP FOR XMAS 
With New Valances, 
Background Drapes 
INEXPENSIVE 
Send sizes with sketch. 
Give Color for samples. 
ESTIMATE, 

NO OBLIGATION 
Camden Artcraft Co. 
160 N. Wells 
CHICAGO 
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George Cureton, Newall Co., spent last 
month at the factory in Providence and 
their New York office. 

Julius Jacobs, of D. Jacobs & Sons, 
Cincinnati, transacted business in Chicago 
last month. 

Alfred H. Courtois, 55, 3233 N. Troy 
St., a jewelry engraver at 159 N. State St., 
was killed in a train-auto crash Oct. 3rd. 

George Davidson, of G. D. Davidson 
Co., Inc., Los Angeles, Cal., spent several 
days in Chicago last month while on a 
business trip to New York. 

Mrs. N. Anshus, of Anshus Bros., 
Menomonie, Wis., spent several days in 
Chicago last month buying merchandise 
and visiting friends. 

Louis Usselman, 66, who conducted a 
jewelry store at 5132 S. State St., died 
Oct. 19 after a short illness. The business 
will be liquidated. 

The American Jewelers Bureau, 5 N. 
Wabash Ave., distributors of imperial 
cultured pearls, have more than doubled 
their space and increased their office 
force and sales organization. 

Howard Schaeffer, vice-president in 
charge of sales of Elgin National Watch 
Co., recently spent a month in California 
and on the Pacific Coast, visiting the 
trade in that section. 

J. T. Montgomery, of M. A. Mead 
& Co., returned to his office last month 
after spending three weeks in Providence 
and other cities, including a visit to their 
Pittsburgh offices. 

Sam Marks, ring manufacturer, 31 N. 
State St., and Mrs. Marks, left Nov. 1 
Ater a visit 
there they will proceed to Arizona, where 
they will spend the winter. 

Otto H. Sturn, who has been associ- 
ated with the Chicago office of George 
H. Fuller & Sons Co., made his first road 
trip last month, visiting the trade in St. 
Louis and Kansas City. 

On Oct. 1 the Elgin National Watch 
Co. made effective a wage increase for 
its 3,500 employes, amounting to $250,000 
a year, in addition to an increase of 
5 per cent raise given in April last year. 

Albert H. Steinberg, who conducted a 
jewelry and repair business at 2443 E. 
75th St., died Oct. 18. The business will 
be continued under the management of 
his stepson, Milton Garfield. 

Fred Gottlieb, of Frederick Gottlieb 
& Co., diamonds, who recently returned 
from Europe, where he goes several 
times each year, spent three weeks in 
California during October, it being his 
first trip west of Chicago. 

M. Y. Finkleman, who has been lo- 
cated in the Heyworth building for 
several years, is now located in a well 
appointed room at 1114 of this building 
and will conduct a diamond and jewelry 
business. 

Albert J. Kofmehl of 24 E. 6th St., 
Cincinnati, well known in the watch and 
jewelry trade for many years, is now 
representing the Chase line of movements 
and watches in Indiana, Kentucky and 
Ohio. 

A. J. Bouke and Walter F. Davis 
have secured the business of O. D. May 
Co. on the 16th floor of the Heyworth 
building and will operate as Austin- 
Davis Co., Inc. Mr. Davis, who is well 
known in the trade for several years, will 
manage. 

C. Dix, of Selfridge & Co., London, 
returned to America last month for his 
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second visit and spent three weeks visit- 
ing in New York and Chicago. In Chi- 
cago he visited R. Shell Hulbert, Chicago 
manager for Oneida Community, and 
was manager in London for several years, 

William Gibson, of Cole & Young, Inc., 
who was recently reelected president of 
the National Credit Jewelers Association, 
took a vacation following the convention 
and spent the time in Toronto and other 
points in Canada, where he was born and 
spent his early years. 

Edward Tognotti, jeweler at 8944 
S. Loomis St., suffered considerable loss 
by burglars early in October. Entrance 
to the store was gained by sawing bars 
from the door and cutting off the lock. 
Part of the merchandise was later re- 
covered in a pawn shop. 

In the published article regarding the 
Olsen & Ebann Jewelry Co., which ap- 
peared in our October issue, an error 
crept in in a caption which told about an 
advertisement that occupied a full page 
in a Chicago newspaper. The advertise- 
ment appeared in a Michigan City, Ind., 
newspaper. 

Another Rheins, Inc., store will be 
opened on Thursday, Nov. 3, at 812 W. 
63rd St. The building has been com- 
pletely overhauled and fitted with the 
latest in cases and fixtures. Paul H. 
Peemueller, son of P. O. Peemueller, pro- 
prietor, of 1536 W. 47th St., will manage 
the new store. 

William C. Meier, associated for the 
past 36 years with Edward Kirchberg 
Jewelry Co. as manager and buyer in the 
diamond department, is now associated 
as vice-president with Carteaux, Inc., 
who operate stores at 55 E. Washington 
St. and in the Edgewater Beach Hotel 
building. 

Edward R. Tyler, auctioneer, 6237 
Champlain Ave., has returned home from 
Greeley, Colo., where he conducted a 
successful sale for Verne L. Radcliffe. 
Mr. Radcliffe has now removed from 
his old location to one in the Sterling 
Hotel building, where he has fitted up 
a new and modern store throughout. 

Martin Fox, operator of the Budd Jew- 
elry Co. stores in Kalamazoo and Mus- 
kegon and the Fox Jewelry Co. stores 
in Grand Rapids and Port Huron, spent 
several days in Chicago last month, and 
announced that about Nov. 1 he will open 
another Fox store in Jackson, to be the 
most modernly equipped of all their 
stores. 

A number of retail jewelers visited the 
Chicago market last month. Among them: 
S. P. Elam, Austin, Minn.; A. B. Peter- 
son, Windom, Minn. ; Mr. and Mrs. Paul 
Crider, Brownsville, Tenn.; ; Mr. and Mrs. 
A. Goldberg, Alexandria, La.; A. W. 
Schultz, Albert Lea, Minn.; S. A. Meyers, 
Washington, Pa.; I. N. Bidder, of Master 
Craftsmen, Des Moines, Iowa. 

The Chicago Jewelers Association re- 
sumed its monthly luncheons at the 
Palmer House Oct. 21 and as in former 
years this was known as “Past Presidents 
Day.” President John G. Leiner opened 
the business session by introducing to 


_ those present Sydney Y. Ball, John Har- 


din, Albert Ellbogen, Charlie Ross, J. T. 
Montgomery, H. Paul Juergens, Lou Buss. 
H. Paul Juergens, of the social relations 
committee, announced the annual banquet 
for Jan. 25. Capt. Tom Corwin, of “Show 
Boat” fame, entertained with voice imi- 
tations. 
(Please turn to page 139, Col. 1) 
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30 Downtown Chicago Jewelers Have a Combined Term 
of 1690 Years’ Service; An Average of 56.3 Years 
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Cuicaco—At least 30 members could be found for a Half-Century Club, composed of 
downtown Chicago veterans of the jewelry industry, who are still active after 50 years 
or more in the business. Unopposed candidate for president might be Louis Engel, now 
with Stein & Ellbogen Co., who started in the business in 1872 and has the hoary and 
honorable service record of 65 years, and, if the other major offices were decided on 
the basis of length of service, Adolph I. Goldberg and Charles M. Piccard, salesmen, 
both 63 years in the industry, would be elected vice-president and treasurer, and Fred- 
erick J. Essig, of Frederick J. Essig & Co., secretary, with 62 years in the trade. 
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WHERE TO BUY 











The following golden roster was compiled principally through the efforts of Charles 
$. Purdy, who has represented Williams & Anderson, Providence, for many years, and IN KEEPING 
whose father, J. H. Purdy, was nationally known in the trade. It lists six who are active >. ¢ WITH 
after 60 years, seven between 56 and 60, and 17 between 50 and 55. THE Vodleon. MODE 
Years | 
in the | 
: P eaten Jewelry | KIRK-RICH DIAL CORP. 
Name First Business Connection Present Connection ndustry EYw 
Louis Engel L. Hammel & Co. (New York City (I) Stein & Ellbogen Co. 65 yer ag rey 
Adolph I. Goldberg 1874 posnigsbare. Germany Self (TS) 63 AG: ‘ . CAL. ‘ 
les M. Piccard Self, Dayton, io Self (W) 63 — 
Frederick J. Essig Chas. S. Essig (L) Frederick J. Essig & Co. 62 SEABOARD BLDG. ALLEN BLDG. 
George M. Tregay N. Matson & Co. The Gorham Co. 62 SEATTLE, WASH. DALLAS, TEX. 
William G. Rattray B. F. Norris & Co. (W) The Ball Co. 61 CLARK BLDG., PITTSBURGH, PA. 
Charles O. Iverson Otto Engebritsen (M) Boyden Minuth Co. 60 
Robert E. Kehl Edward Kirchberg (R) F. H. Noble & Co. 59 
Otto Stumpf W. B. Clapp, Young & Co. (W) Self 59 
James A. Brown api | aig ee ‘an Til. (R) Self (W) ‘ = 
Si nd Lazarus Tiffany & Co., N. Y. City (R) S. Lazarus & Sons 8 
Frank S. Boyden J. B. Chambers (R) Boyden, Minuth Co. 57 CHAS. ASCHERMAN & co. 
Berthold R. Fischer Meiningen, Germany Self (R) 56 WHOLESALE JEWELERS 
Levi G. Boone Geo. H. Strong (E) Marshall Pierce Co. 55 506-507 Hippodrome Bldg. 
Axel E. Caspersen Watchmaker, Oslo Norway Self 55 Cleveland, Ohio 
Ernst P. Eberhardt Berg & Co., Stuttgart, Germany E. P. Eberhardt & Son 55 COMPLETE GENERAL LINE 
Arthur L. Fisher = = — Ae (W) The _ vag . = Peaturing 
hua Irving a. W. Hoo Benj. en 0. , - 
jek M. HL. Lebolt H. F. Hahn & Co. (W) Leboit & Co. 55 7a eae 
Hugo Oppenheimer Henry Oppenheimer & Co. H. Oppenheimer Co. 55 erving po ee meee 
Adolph Fischer Henry Sartorius (TW) A. Thalhofer Co. 54 
Albert W. Mason J. Milhening (M) Self 54 
Emil Pick L. Hammel & Co. N. Y. C. (ID Hammel Riglander & Co. 54 
Edward Manheimer 1h See ay Manbeimer. ee Co. = d SILVER 
Henry G. Pfordresher Be de ordresher arry J. Baby Co. 3 
Walter J. Buffington C.D. Peacock (R) C. D. Peacock 52 GOLD an 
George Edw. Trebing Keystone Watch Case Co. G. Ed. Trebing 51 PLATERS 
Leo Turney Clark Turney, Marion, Ohio (R) Self 51 
Max R. Green Dale Bros. (R) Self 50 SILVERWARE — REPAIRING 
Fred M. Lund N. Matson & Co. (R) Self 50 a 
Key— I, importer; L, lapidary; W, wholesale jeweler; TW, trade watchmaker; R, retail jeweler: FOR—40—YEARS 
E, engraver: TS, traveling salesman. 
CISKE & DRESCH 77 Ny, WABASH AVE. 
Chicago Notes F. H. Noble & Co., makers of jewelers’ 
findings, boxes, trophies, badges and ad- 
(From page 138) vertising novelties, 559 W. 59th St., have PETER HENRY & SON 
The Chicago Guild of the American shifted several members of the sales force. WATCH CASE REPAIRING 
Gemological Society, which has about 50 F. M. Bedinger, for 15 years manager AND 
active members, held an annual meeting of the New York office, becomes sales GOLD AND SILVER REFINING 
the night of Oct. 13. President H. Paul manager after Dec. 1, with headquarters Prompt Service, Maximum Returns 
Juergens presided and Dr. Albert J. Wol- at the factory, and will be succeeded in 610 Glenn Bidg., = & Race — Cincinnati, Ohie. 
cott was in charge of the practical appli- New York at 15 Maiden Lane by F. H. suatinatiadbmsnas 


cation of instruments in_ identifying 
stones, with samples of real, synthetic 
and glass reproductions of various stones. 
Officers for the coming year are: Presi- 
dent, H. Paul Juergens; vice-president, 
George A. Arbogast; secretary. Hans 
Bagge; treasurer, Jack Lund. Those se- 
lected to serve with the officers as di- 
rectors are Otto Zeitz, Hubert Fischer 
and Theodore Pontius. 











CONSTANT POWER 


Is an essential requisite in main- 
springs for adjusted, closely 
rated watches. It is a great 
assistance in regulating all 
watches. 


SANDSTEEL 
CROSSCURVED MAINSPRINGS 
Retain their power and resilience. 
Patented. Made in U. S. A. by Specialists 


WATCH-MOTOR MAINSPRING CO., INC. 
145 Hudson St. New York City 
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Dillingham, who has covered the western 
territory for several years. Dewey Cono- 
ver, formerly of Conover & Quayle, will 
handle findings in the Middle and Far 
West, where box lines will be carried by 
James Middlemas, formerly with Elgin 
National Watch Co. Tony Nolan will 
continue to call on the findings trade in 
the Middle West; Nelson C. Fontneau 
and Arthur A. Poff will continue in 
charge of the firm’s offices in Attleboro, 
Mass., and downtown Chicago, respec- 
tively, and the other personnel of the 
offices will be unchanged. 





Norton Under Knife 


WALLINGFORD, ConN.—Henry A. Nor- 
ton, president of the Sterling Silversmiths 
Guild of America, and secretary of R. 
Wallace & Sons Mfg. Co., this place, is 
recuperating from the effects of a serious 
operation performed Oct. 13. 





Chas. Ascherman & Co., wholesale 
jewelers, 506-7 Hippodrome Bldg., Cleve- 
land, O., will remain open evenings and 
Sundays during November and December. 
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f-cme WATCH CO. 


S S.WABASH AVE. CHICACO ! 


USED WATCH .j 
MATERIALS 


USED MOVEMENTS 


Running Condition 

Good Dials 

O-size Elgin, Waltham 

73, $2.25—i5), $3.25 

12 or 16 size Hunting 
73, $1.75 —15J, $2.75 


8 size Open F 
















THE PRICE OF 
NEW MATERIALS 


Wheels, pinions, 
pallet forks, etc., 
for all watches. 
Send sample of 
what you want! All 
Guaranteed! Remit 
only if satisfactory. 
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Where to Buy 
IMPORTED 
China and Glass 


&, 
FloerorXa, 
Famous the World Over 

ROSENTHAL CHINA CORP. 149 Sth Ave., New York 
CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


in stock for immediate delivery. Great 
variety of patterns and designs. 
Wire your urgent orders. 


PAUL A. STRAUB & CO., Ine. 
Importers, 105-107 Fifth Ave., New York 


ROYAL CAULDON and COALPORT 
China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE %i¥ Mint": 


NEW YORK, N. Y. 
SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, 
49 W. 23rd St. 


W. E. LINDEMANN 


GLASS 





CHINA 














Inc. 
ork, N. Y. 





CANDELABRA CANDLESTICKS 
STEMWARE DECANTERS 
VASES BOWLS 
GIRANDOLES LAMPS 

FROM STOCK 


225 FIFTH AVENUE, N. Y. 





THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
“GENUINE QUIMPERWARE” 

All in New York Stock 
THEODORE HAVILAND & CO., Ime. 
26 W. 23rd St. New York 











JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York, N. Y. 


MYOTT SON & CO., England 
ROYAL BAYREUTH CHINA, Bavaria 
CHATEAU CHINA, Czechoslovakia 
FRANCISCAN WARE, Gladding McBean & Co. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 


ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


we * PITCAIRN CORPORATION 
104 Fifth New York, N. Y. 

















In the Field of Advertising 
and Trade Promotion 








Founded 50 years ago, in 1887, Leys, 
Christie & Co., importers of cultured 
pearls and manufacturing jewelers, 65 
Nassau St., New York, recently issued a 
most attractive and elaborately prepared 
deluxe catalog as part of its golden an- 
niversary celebration. The Scotch thistle 
which symbolizes James D. Leys and Alex 
S. Christie to the trade is emblazoned 
in gold on the cover of the catalog; the 
latter shows an extensive line of neck- 
laces, rings, earrings, brooches, bracelets, 
pins, men’s jewelry and clasps, in addi- 
tion to coronation jewels. 

-. & 

A powerful advertising campaign on 
behalf of 11 attractive new Ronson lighter 
models, made by Art Metal Works, Inc., 
begins early this month and continues into 
December, with full pages and even some 
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New models featured in Ronson’s holiday ad- 
vertising: 1, Rondette, shaped like a watch; 2, 
PenciLiter; 3, Ultra-thin Ten-a-Case; 4, Banker, 
slim pocket lighter; 5, Superpsact, vanity case 
and lighter; 6, Twentycase, lighter and case 
holding 20 cigarettes; 7, Touch-Tip with desk 


watch; 8, streamlined Touch-Tip table lighter; 
9, Junior Bar, concealing lighter; 10, Roll-Top 
Touch-Tip cigarette cabinet, and 11, Touch-Tip 


with 8-day clock. 


color ads carrying the Ronson message to 
millions of men and women smokers and 
assuring progressive Ronson dealers real 
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action. Esquire, Vogue, New Yorker, 
Saturday Evening Post, Collier’s, Time 
and Liberty are all on the Ronson sched- 
ule. A deluxe edition of the full-page 
ads, mounted on heavy easel-back cards, 
printed in three colors, are available to 
dealers as window tie-ups. 


* * * 


A new national advertising campaign, 
beginning this month for Norma, the four- 
color pencil that writes blue, red, green 
or black at the snap of a finger, schedules 
Saturday Evening Post, Time, Fortune, 
New York Times Magazine, Esquire and 
The New Yorker. Expanding demand 
has necessitated increased manufacturing 
facilities for the company in New York. 


* * * 


The American Weekly will achieve a 
circulation of 7,000,000 after Jan. 2, when 
the publication will be distributed by other 
than Hearst Sunday newspapers, with the 
addition of a million circulation to its 
present 6,000,000 figure through the Buf- 
falo Courier-Express, Cleveland Plain 
Dealer, Houston Post, Minneapolis Jour- 
nal, Nashville Tennessean and Wichita 
Beacon. The publication carried 1,041,- 
068 lines of advertising last year. 


* * * 


After less than a month on the air, 
the Sunday morning Mutual network 
program at 11.30-11.45 E.S.T., featuring 
Benny Friedman, Michigan’s great all- 
American of just a decade ago, as the 
“Sunday Morning Quarterback,” has 
necessitated increased clerical force at 
the Parker Watch Co. in order to keep 
up with the week’s fan mail. The com- 
pany says that the sale of Parker watches 
has climbed rapidly over the whole line, 
with customers asking for special num- 
bers mentioned on the radio program. 





Toronto, Can.—Jewelry workers who 
had been on strike for a week returned 
to the job Oct. 12, when they were granted 
a 12\%c increase. The new rate is 75c 
per hour. 


Where to Buy 
DOMESTIC 
China and Glass 


HAWKES CRYSTAL 
GLASSWARE 


for discriminating 
people—WRITE 


T. G. HAWKES & CO. 
CORNING, N. Y. 
N. Y. Office: 542 5th Ave. 





— 














Op AL) 


EXCLUSIVE DINNERWARE 
Sets and Open Stock 
KILNS «+ -e East Palestine, Ohio 
New York Office . e 39-41 West 23rd Street 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 


clo 


LENOX 
LENOX, INC. 
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Epwin E. SCHWANKE, 64, president of 
the Schwanke-Kasten Co., Inc., 331 E. 
Wisconsin Ave., Milwaukee, Wis., died 
Oct. 2, after a two weeks’ illness at his 
home, 843 N. 24th St. A life-long resi- 
dent of Milwaukee, Mr. Schwanke en- 
tered the trade as an apprentice at the 
age of 14. On the occasion of his 50th 
anniversary, Sept. 5, he was presented 
with a gold watch by members of his 
firm. He had been with the Alsted-Kas- 
ten Co. for 37 years, including the time 
since the merger of the firm with William 
Schwanke, Inc., in 1936. 





ALFRED D. CrosBy, 66, for 24 years a 
member of the firm of Smith & Crosby, 
Attleboro, Mass., jewelry manufacturers, 
died Sept. 28, at the New England Doc- 
tors’ hospital. He entered the firm in 
1909 and was active in the management 
until his retirement in 1932 when the firm 
was liquidated. 





GeosGE F. BERKANDER, 58, Providence, 
R. I. manufacturer of plastic novelties 
and jewelry, was found dead, at his sum- 
mer home Oct. 5. He held the Order of 
the Vesa, first class, awarded by the 
Swedish government for his work in be- 
half of tuberculosis sufferers. 





SOLOMON LorIE, 77, president of Lorie, 
Ltd., manufacturing jewelers of Toronto, 
Canada, died suddenly, Sept. 30, in his 
suite at the Royal York Hotel, Toronto. 
Mr. Lorie who had been in the trade “for 
more than 60 years was at his place of 
business the same day he suffered the 
fatal heart attack. 





IMRE SuGAR, 57, head of the I. Sugar 
Co., retailers, 2104 Allston Way, Berke- 
ley, Cal., died Oct. 7, after a two-day ill- 
ness. An expert in antique jewelry, he 
was in business in San Francisco for sev- 
eral years, and for the past ten years at 
Berkeley. 





GeorGE T. SPRINGER, retired jeweler, 
for 25 years proprietor of the retail firm 
which still bears his name, 515 Congress 
St, Portland, Me., died Oct. 11. Mr. 
Springer was in the jewelry trade for 
59 years and operated a store in West- 
brook, Me., from 1870 to 1900. 





A. B. Kurtz, 66, Connellsville, Pa., 
retailer, connected with the trade since 
he was 14, died Oct. 1, in Johns Hopkins 
hospital, Baltimore, Md. He had been in 
business in Connellsville for 35 years. 





Davip S. JosEPHSON, 40, treasurer of the 
Syracuse-Henry Jewelry Corp., Syracuse, 
N. Y., died Sept. 30, in Syracuse Memo- 
tial Hospital. He was associated with 
the Syracuse firm for the past 20 years. 





_ Epwin Coutts, 62, Hoosick Falls, N. Y., 
jeweler, died Oct. 4, at the Hoosick Falls 
Health Center, from gunshot wounds re- 
ceived Sunday, Oct. 3, during a skeet 
shoot. Coutts received his abdominal 
wound from a gun which was being in- 
spected by one of the gunners. A native 
of Scotland he continued the Hoosick 
Falls jewelry business started by his 
father, the later Peter Coutts. 





Fred T. WEBBER, Maywood, IIl., jew- 
eler, died Oct. 2, while undergoing an 
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operation. He began in the jewelry busi- 
ness in Danville, Ill., where he remained 
until ten years ago. 





JoHN FIELDING, 58, Providence, R. L., 
jewelry manufacturer, died suddenly Oct. 
2, outside a restaurant where he had stop- 
ped while motoring. Feeling ill, Mr. 
Fielding rose from his table but was 
stricken by a heart attack before he could 
reach the door. 





ADELARD VIENS, 65, Holyoke, Mass., 
jeweler for the past 40 years, died Sept. 
30, in the Providence, R. I., hospital, after 
a short illness. 





Tuomas S. BENNETT, president of the 
T. S. Bennett Findings Co., Inc., 161 Dor- 
rance St., Providence, R. I., died Oct. 2. 





Morris A. BooKBINDER, 50, a jeweler 
and designer for 30 years, died suddenly, 
Sept. 24, at the Rhode Island hospital. Mr. 
Bookbinder came to this country from 
Latvia 30 years ago. He went into busi- 
ness for himself 15 years ago at Provi- 
dence, retiring a few years ago. 





BERNHARDT L. KRUCKEMEYER, 68, for 
43 years a partner in the jewelry firm of 
Kruckemeyer & Cohn Co., Evansville, 
Ind., died Oct. 15 in Deaconess Hospital 
after a long illness. He had practiced 
optometry since 1917. 





J. G. TAawsott, 72, who 25 years ago 
was one of the firm of Meyer, Cahn & 
Talbott, wholesale jewelers and opticians, 
Los Angeles, died there recently. He sold 
his jewelry interests to G. G. Voege Co., 
and the material department to Armer & 
Brown Co., the latter becoming the nu- 
cleus of the present C. & E. Marshall Co. 





LEopoLD METZGER, 72, president of the 
S. Jacobs Co., Inc., 811 Nicollet Ave., 
Minneapolis, Minn., died Oct. 14 at his 
home, 1526 W. 22nd St. He started in 
the jewelry trade at 19. 





Louis FRIEDLANDER, 58, wholesale jew- 
eler at 15 Maiden Lane, who served three 
terms as president of the New York 
Jewelers Benevolent Association, in which 
organization he was held in the highest 
regard, died Sept. 30, after a week’s ill- 
ness of pneumonia, at his home, 30 W. 
190th St. 





James RAINEss, formerly in the retail 
jewelry business on Madison Ave., New 
York, died Oct. 9, after two years’ ill- 
ness, at his home, 250 W. 85th St. Ber- 
nard Rainess, who conducts a Broadway 
jewelry store, is a brother of the deceased. 





Maj. Georce L. DArRTE, 63, one-time 
advertising representative of THE JEWEL- 
ERS’ CIRCULAR in the metropolitan area, 
and publisher of Fogerty’s Jewelry Direc- 
tory, died Oct. 9, of a heart attack, in 
Washington, D. C. From 1898 to 1900 
Major Darte served in the consular ser- 
vice in Martinique and Patras. Later he 
became managing editor of the News in 
Providence, R. I., and was associated 
with the New York Times. During the 
World War he served in the Intelligence 
service. 








STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACTS OF CONGRESS 
OF AUGUST 24, 1912, AND MARCH 3, 

1933. 

OF THE JEWELERS’ CIRCULAR-KEY- 

STONE, published monthly at Philadelphia, Pa., 
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State of New York 

County of New York 

_ Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
P. M. Fahrendorf, who, having been duly sworn 
according to law, deposes and says that he is 
the Business Manager of the JEWELERS’- 
CIRCULAR-KEYSTONE and that the follow- 
ing is, to the best of his knowledge and belief, 
a true statement of the ownership, management 
(and if a daily paper, the circulation), etc., 
of the aforesaid publication for the date shown 
in the above caption, required by the Act of 
August 24, 1912, as amended by the Act of 
March 3, 1933, embodied in section 537, Postal 
Laws and Regulations, printed on the reverse 
of this form, to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and _busi- 
ness managers are: Publisher, Chilton Co., Inc., 
239 W. 39th St., New York, N. Y.; Editor, 
A. M. Clark, 239 W. 39th St., New York, N. Y.; 
Managing Editor, none; Business Manager, P. 
M. Fahrendorf, 239 W. 39th St., New York, 

Y 


for October 1, 1937. 
j ss. 


2. That the owner is: (If owned by a cor- 
poration, its name and address must be stated 
and also immediately thereunder the names and 
addresses of stockholders owning or holding one 
per cent or more of total amount of stock. If 
not owned by a corporation, the names and ad- 
dresses of the individual owners must be given. 
If owned by a firm, company, or other unin- 
corporated concern, its name and address, as 
well as those of each individual member, must 
be given. Chilton Company, Inc., Chestnut & 
56th Sts., Philadelphia, Pa. Holders of more 
than one per cent of the capital stock outstand- 
ing of Chilton Company: C. A. Musselman, 260 
Sycamore Avenue, Merion Station, Pa.; F. J. 
Frank, Laontaka Way, Madison, N. J.; F. C. 
Stevens, 325 West End Avenue, New York, 
N. Y.; J. S. Hildreth, 429 Owen Road, Ard- 
more, Pa.; G. H. Griffiths, 165 Montclair Ave- 
nue, Montclair, N. J.; E. B. Terhune, 160 E. 
48th St., New York, N. Y.; John Blair Moffett, 
1608 Walnut Street, Philadelphia, Pa.; Wm. A. 
Barber, 185 Summit Lane, Bala-Cynwyd, Pa.; 
C. S. Baur, 76-66 Austin Street, Forest Hills, 
N. Y.; J. H. Van Deventer, 12 Phillipse Place, 
Yonkers, N. Y.; Dorothy S. Johnson, 3109 
Woodley Road, Washington, D. C.; Lillie Lind- 
say, 142 East 71st Street, New York. N. Y.; 
Anne E. Tomlinson, Bankers Trust Company. 
Fifth Avenue & 44th Street, New York, N. Y.; 
Ethel G. Breen, Trustee u/w of Charles W. 
Anderson, 71 West 35th Street, New York, 
N. Y.—Beneficiaries: Robert C. Anderson, Per- 
cival E. Anderson, Charles W. Anderson, Jr., 
Annie L. Clark; John Blair Moffett, 1608 
Walnut Street, Philadelphia, Pa.—Agent for J. 
Howard Pew, J. N. Pew, Jr., Mabel P. Myrin, 
Mary Ethel Pew; Elizabeth J. Artman & 
Elwood B. Chanman, Executors of Estate of 
James Artman, Deceased, 930 Real Estate Trust 
Building, Philadelphia, Pa.—Beneficiaries : 
Franklin Artman, Vera Watters, Alvin Artman, 
Elizabeth J. Artman, Marion A. Pratt, George 
W. Pratt, by assignment. Edwin Moll, by as- 
signment, Bankers Trust Comnany, and Wilfred 
T. Pratt as Trustee u/w of Eugene Sly, F.B.O. 
Beulah Belle Sly, 16 Wall St., New York, N. Y. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are 
none, so state.) None. y 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as they 
appear upon the books of the company but also, 
in cases where the stockholder or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, the 
name of the person or corporation for whom 
such trustee is acting, is given: also that the 
said two paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as to the 
circumstances and conditions under which stock- 
holders and security holders who do not appear 
upon the books of the company as_ trustees. 
hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant 
has no reason to believe that any other person, 
association, or corporation has any _ interest 
direct or indirect in the said stock, bonds, or 
other securities than as so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise. to pid sub- 
scribers during the twelve months preceding the 
date shown above is (This information is re 
quired from daily publications. only. 

P. M. FAHRENDORF, 

(Signature of editor, publisher, business 
manager, or owner.) 

Sworn to and subscribed before me this 20th 
day of September, 1937. 

[SEAL] WM. A. MAAS 

(My commission expires March 30, 1938.) 




















E® Turn YourOld 
NS and 


~~ and 
Platinum 


into 


ONEY 


THAT WILL ENABLE 
| YOU 


. ; 
| to put in many modern items 
| 


of jewelry without cash outlay. 


| 
| SMART JEWELERS 


know that it pays to direct all 





of their old 


GOLD -—- _ SILVER 
PLATINUM 








| filled cases, spec scraps, 
| plated, bench sweeps, etc. 


Direct to 


DEE:Co. 


PRECIOUS METALS 


SE PIN FERS bh h6MANUEACTIRE FS 
SS — WASHINGTON 5T. CHICAGO 














BACKGROUND 


Two men apply for a position. younger lacks. That is a long and 
Both seem equally qualified, successful background of experi- 
except the older man has a defi- ence. He has been proved. 
nite “something” which the He is the one you choose. 


Thirty-Nine Years of Refining Service 


has given Hagstoz a background of experience—a host of satisfied 
customers which suggest your sending your next shipment of scrap, 
sweepings and filings to 


T. B. HAGSTOZ & SON 


(ARTHUR T. HAGSTOZ) 


Producers of GOLD — SILVER — PLATINUM AND THEIR ALLOYS — 
IN PLATE — WIRE AND BLANKS 


709 Sansom Street, Philadelphia, Pa. 


Buyers of PRECIOUS METAL SCRAP 














A Corner of our Sweeps Burning and Grinding Department 


All lots of Sweepings, etc., are burned, ground and assayed separately 
with great care and precision. 


We earnestly solicit your patronage. 


L. LELONG & Bro. INC. 
GOLD, SILVER and PLATINUM 


Refiners, Assayers, Smelters and 
ullion Dealers 
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Use in Watchmaking 
Repairing 


By JOHN J. BOWMAN 


Chairman of the Educational Committee of the Horological Institute of America 





(Continued from the October issue) 


ln the October 


JEWELERS’ CIRCULAR-KEYSTONE, in the article of this 
series that explained the polishing of flat steel parts, it 
was pointed out that even a single particle of foreign grit, 
dust, etc., might ruin a job, and waste all of the time 
that had been spent on it. This same danger can exist 
in the polishing powder itself, in the form of a few grains 
of powder coarser than the rest. This may or may not 
be so in any bottle of diamantine, sapphirine or rouge as 
bought. But it is well to have a way to correct this fault 
if found, to assure good work, without wasting time, 
thereafter. The process to use for this is “decantation.” 
It is easy to do this, and in many cases it should be done. 


REFINING POLISHING PowpeEerRs By DECANTATION 


Have ready several pint jars, carefully washed clean. 
Nearly fill one with cold clean water; empty into this 
a bottle of the powder, stirring well with a clean spoon. 
Let this stand until the coarsest grains of powder have 
settled on the bottom of the jar. Now pour most of the 
liquid, which contains finer grains still suspended in the 
water, into a second jar. Be careful not to allow any of 
the coarse material in the first jar, to flow with the water 
into the second jar. After the latter has stood long 
enough to show a considerable deposit of powder at the 
bottom, pour the most of the liquid, without the deposit, 
into a third jar. Let this one stand 24 hours, then pour 
off the clear water. 

Now you will have three jars with wet powder at their 
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bottoms. What must be done is to let the water evap- 
orate, hastened if you like with gentle heat; and then 
collect the dry powders in clean separate bottles, num- 
bered 1, 2, and 3, number 3 being the last poured and 
the finest. It may be found upon trial that number 2 will 
do for ordinary work; and that number | is too coarse: 
for polishing, in which case it had better be thrown away, 
because it would hardly be coarse enough for grinding. 
But the important one, and what we have really been 
after, is number 3, which should be kept for the finest 
work, which is to be given a superb “black” polish.. 

If the purchased bottles of polishing powder are small, 
it may be well to decant two, or to use less water; al- 
though the proportion in this is not an exact matter. A 
single small bottle divided about into thirds, may leave 
rather too small quantities for use. 

Care must be used to exclude atmospheric dust during. 
the entire process. Lay the lids loosely on the jars while 
standing; or cover the open tops with clean old linen; 
they must not be tightly closed, as this would prevent 
evaporation of the water and drying of the powder. 


GRINDING StAaFFs, Pivots, Etc., WitH 
Hanp-Too.s 


Although turning comes before finishing anything made 
in the lathe, and turning will be discussed in a later article, 
I will take up grinding and polishing lathe-work now, 
even though this is rather “putting the cart before the 
horse,” in order to keep the discussion of steel-finishing 
in all of its branches together. 

The same materials are used for grinding and polishing 

(Please turn to page 145) 


143 






















K&L 


GOLD 


Ruthenium — Rhodium — Osmium — Silver 
Platinum in all degrees of hardness 


Platinum and Gold Solders 
Stamped with the K & L guarantee of Quality 


STANDARD 
IS 999.75 PLUS 
and other standards of fineness maintained 
in all our other metals 
FINE GOLD PLATINUM 
PALLADIUM IRIDIUM 














we sour vor © astenhuber & Lehrfeld 


SWEEPS — FILINGS 
SCRAP GOLD AND SMELTERS AND REFINERS 


PLATINUM 24 JOHN ST. NEW YORK, N. Y. 
— fe 




















A SHORT COURSE IN 
ENGRAVING FOR JEWELERS 


Illustrated and Comprising Information Regarding the 





care and Sharpening of Gravers, Attractive Monograms 
and How to Make Them * * * * The Bending and 


Tempering of Gravers, Removing Engraving, etc., etc. 








The remaining copies The JEWELERS’ CIRCULAR-KEYSTONE 
of this book are avail- 239 West 39th Street, New York 
able @ 50¢. Send postpaid one copy A SHORT COURSE IN 


ENGRAVING FOR JEWELERS, By Wm. Kassel. Remittance 
50¢ enclosed. 


The ee ily noe Sot eases A eg eee Se 
Jewelers’ Circular-Keystone 
Chestnut & 56th Sts., Philadelphia, Pa. cc's, oR GGia- Borderk a aeNER 2 eae ae 


239 W. 39th St., New York, N. Y. 


DEE 05% heneeerwe RG awe eee Seta eheee eee 











THE JEWELERS’ CIRCULAR-KEYSTONE 
for November, 1937 





144 

























NE 


Steel and Its Use 
(From page 143) 


lathe-work as already explained for flat steel finishing. 
But the tools—the laps—of course are different. 

The question may arise: “Shall I use a pivot-polisher 
with rotary laps (Fig. 1) or hand-laps (Fig. 2)” No 
doubt the reason most watchmakers use hand tools is to 
avoid the expense of buying a rotary pivot polisher. The 
‘question takes this form: “Can as good work be done 





Fig. 1 


with hand laps as with a pivot polisher ?”—and the an- 
swer is that pivots can be polished as well with hand 
laps; but for polishing shoulders, and the large body parts 
of staffs and arbors, the rotary lap does better and quicker 
work. So that if one has particularly much high-grade 
Swiss work, which calls for staffs, etc., polished all over, 
investing in the price of a rotary pivot polisher is justified. 
Fine work can be done even on body parts with hand 
tools; but this requires more time and care than with 
rotary laps. 

But it is a mistake to think that merely buying a rotary 
polisher is sufficient. To get its benefits, it must be used 
with skill that requires practice, as with any other tool. 
Only then will its advantages be realized. Since hand- 
laps, however, are most used, we will consider them first. 

In Fig. 2, at A, is shown a form of hand lap (of iron 
for grinding with oilstone powder, and of bell metal for 
polishing with diamantine, sapphirine or rouge) that is 
sold and much used. But much better results can be had 
by making laps for both purposes of the form shown at 
B, Fig. 2. Rather strangely, this form is not on the mar- 
ket for sale; but may be filed out of the soft iron, obtain- 
able at hardware stores, for grinding; and out of bell 
metal slips bought of watchmakers’ supply houses, for 
polishing. The handle, a, is of the form of the stock out 
of which the tool is filed; the acting portion is shown in 
cross-section at b, as if cut through at c. On this, you 
see a rounded corner, for conoidal pivots, and a sharp 
angular corner for square shoulders on staff bodies and 
for square-shouldered pivots. The curve-radius of the 
rounded corner should be less at the outer end, and grad- 
ually greater toward the handle, to accommodate any 
curve desired on a pivot. The filing must be very well 
done, as the final shaping of pivots, etc., is simply a 
transfer of the form of the lap, to the work. 

The first operation, either on a newly turned pivot 
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or staff, or on a finished pivot that has to be greatly re- 
duced in diameter, is grinding it with the iron lap and 
oilstone powder mixed to a thick consistency with lathe- 
oil, But only a thin film of this should be put on the lap. 
Run the lathe at a fair speed, and work the lap slowly 
back and forth. Observe by the blackening of the lap 
just where the work is being ground; and by this means, 
control the production of the desired form. 

A device that may or may not be used is to drill a hole 
in the front end of the lap, into which a stiff steel wire, 
as long as the acting part of the lap, is fitted. Then set 
up your T-rest so that its vertical post forms a side-rest 
for the steel wire guide of the lap. This, and the lap 














Fig. 2 


against the work, together help to prevent “wabbling” 
of the moving lap and rounding off of corners on the 
work. But there is, after all, something to be said for 
having enough skill not to need the help of this guide. 
One who has such skill would find the extra trappings 
somewhat in his way; and it is true that using the guide 
might stand in the way of acquiring the highest skill: 
A guide would anyhow be more in order in grinding 
square shoulders than for pivot work; so a compromise 
would be to use it only for especially difficult square- 
shoulder work. 

It is best to place the lap under the work, so that its 
action can be easily seen; and to use the hand in front 
of the lathe, instead of back of it; although the contrary 
is followed by some workmen. This becomes a matter 
of habit, and one may as well form habits that reason 
and experience have caused the majority of good workmen 
to favor. 

During grinding, gauging should be very frequently 
done, with instruments for body work, and with jewels 
for pivots. This avoids risk of misfits that so often result 
from trying to save time by infrequent gauging. One 
thing that requires. practiced judgement, in grinding 
preparatory to polishing, is to stop grinding before the 
final diameter is reached, to allow for the slight further 
reduction that is caused by polishing. 

If the job in hand is to slightly reduce a pivot already 
polished, needless to say no preparatory grinding is ad- 
visable, but the entire work should be done with the bell 
metal lap and polish. Grinding is mainly for preparing 
newly turned work for polishing, to perfect the form and 
smooth the surface, so that there is not too much work for 
the slower-acting polishing operation to do. 

When grinding a square shoulder, make a hair-like 
cut with a lozenge-shape graver, exactly in the angle of 
the shoulder. If the grinding is deep, do this several times 
as the work progresses. This prevents the corner of the 
lap from becoming rounded, which would make an ugly- 
rounded corner in the angle of the shoulder. A fine 

(Please turn to page 150) 
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OLLER JEWELS—What is the reason I have trou- 
ble with roller jewels loosening soon after I put in 
new ones? ‘This happens especially often in double-roller 


escapements. (Question No. 5095). B. J. E. 


Answer—Several things may cause the trouble de- 
scribed. One is a failure to thoroughly clean out all of 
the old cement. If some of this remains in the hole, and 
becomes melted in with the new cement, the mixture may 
fail to “take hold” of the surfaces of stone and steel. 
Then, under the impact of the fork-and-roller action, the 
cement cracks and crumbles, and the roller jewel becomes 
loose. Another cause is overheating the fresh cement, 
even when old cement has been thoroughly cleaned out. 
The heat should be no more than just to melt the cement ; 
too much heat may cause it to “bubble,” which makes it 
liable to crumble. Again, a film of oil or any such matter 
in hole or on jewel may prevent cement from taking hold. 
This can be avoided by cleaning hole and jewel in alcohol, 
before cementing. Finally, it is of course important to 
use good cement. What is mostly used is the best grade 
ef red shellac, in the form sold by material houses, ready- 
prepared, or bought in flake form at a drug store, and 
melted, then drawn out into “threads” for convenience 
in applying. 


ILSTONE—What kind of oilstone is best for 
sharpening (a) gravers; and (b) pivot drills? 
(Question No. 5096). A. L. R. 


Answer—For roughing gravers quickly to shape, any 
of the leading makes of synthetic corundum (artificial ) 
dilstones are good, such as those sold under the trade- 
names “Carborundum,” “India,” etc. These cut quickly 
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WORKSHOP WOMES € QUIEIRITIES 


and save time. But for the final sharpening, to produce 
edges that will cut steel efficiently and hold the cutting 
edges longest without resharpening, there is nothing quite 
equal to hard Arkansas oilstone, which is a natural prod- 
uct. This is also the best stone for sharpening pivot drills; 
there is so little metal to be removed for this, that it is 
unnecessary to give them a preliminary shaping on a 
coarser stone. 


ATCH OR CLOCK OIL—Is it true that ex- 

posure to sunlight spoils watch or clock oil? I have 
heard arguments both ways on this. (Questien No. 
5097). K. G. C. 


Answer—While the effect of exposure te light is no 
doubt different with different types of oils, since most of 
the oil manufacturers advise keeping their product out 
of strong light, it is advisable to do this; especially since 
it is so easy to do so. Instead of taking oil directly out 
of the bottle, with the oiler, in applying it, use a bench 
oilcup. Pour a little oil into the cup; keep it covered be- 
tween jobs; keep the bottle in a bench-drawer. The best 
kind of oilcup is one made of wood or other opaque ma- 
terial, with a glass or stone reservoir inside. Using this, 
and keeping the oil bottle in a dark place, will not only 
keep the oil out of the light, but will keep it clean, since 
the reserve supply is not exposed to dust, as it is when 
oiling is done directly from the bottle. 


AKER OF WATCH—We would like to learn if 
possible the name of maker of a watch we have, 

18 size, in 14k. gold case, with the names “The Standard” 
on back, and “James Allan Co., Charleston, S. C.,” on 
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dial. Would this watch have any value as an “antique”? 


(Question No. 5098). K. P. 


Answer—James Allan & Co., of Charleston, S. C., 
were importers and wholesalers of watches for many 
years. Until recently this firm closed out their wholesale 
business and are now one of the leading retail jewelers 
in Charleston. From your general description, we be- 
lieve the watch in question is one of the fine Swiss watches 
sold by the Allan firm, when they were in the import 
business, perhaps some time between 1870 and 1900. As 
to which manufacturer made the watch, you could prob- 
ably learn this by writing to the Allan firm at their pres- 
ent address, 285 King St., Charleston, S. C. We believe 
this watch is hardly of the age or type that would give it 
value for sale to a collector, even though it is no doubt 
a watch of very good quality. 


RENCH CLOCK—I have a fine French clock that 

has a peculiar worm-drive escapement, in which the 
worm and the escape-wheel are so badly worn that they 
may need replacing. Please tell me where I could obtain 
parts for this clock. There is a manufacturer’s trademark 
on the movement, but it is not clear, and I cannot tell 
you what it is. Or is there any place you know of where 
I could send the clock to have it put in order? (Question 


No. 5099). B. B. 


Answer—lIt is quite unlikely that you can buy ready- 
made parts for a clock of the kind described. Material 
dealers naturally carry in stock such items as there is a 
reasonable volume of demand for, which is not true of 
this sort of clock parts. It is possible that a good clock- 
maker could put the clock in order without supplying 
entire parts—that is, he might be able to make use of 
at least portions of the worn parts; or in any event could 
make such parts as are needed entirely. We suggest that 
you write to trade shops whose addresses you can find 
either in advertising columns of THE JEWELERS’ CircuU- 
LAR-KEYSTONE, or in the Jewelers Buyers Directory, 
which we send postpaid anywhere for $1, or for 50 cents 
to subscribers to THE JEWELERS’ CIRCULAR-KEYSTONE. 


ATCHES—Why couldn’t watches be built for less 
money and less likely to get out of order, by having 
cogs of barrel run the escape wheel pinion, and do without 
the three other wheels now used? Or what is the use of 


these extra wheels? (Question No. 5100). K. C. 


Answer—If a watch were built as you suggest, with 
barrel geared directly into escape wheel pinion, leaving 


out'the center, third and fourth wheels and pinions, the 


escapement and balance might so be driven; but the watch 


‘would have to be wound a number of times every day, 


instead of once a day. The effect of the train of wheels 
and pinions between barrel and escapement is to lengthen 
the time that it takes for the mainspring to run down, 
so that it does not have to be wound up inconveniently 
often. You can see how this is accomplished by taking 
the pallets out of a watch, and letting the train run. 
Then note that the escape wheel must make hundreds of 
turns in the time it takes the barrel to make one turn. 
The escapement action allows the escape wheel to turn 
slowly; the fourth wheel still more slowly; the third 
wheel more so, and so on down to the barrel, which in 
this way is allowed only to move so slowly that one wind- 
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ing will run the watch for many hours. If watches had 
to be wound up frequently during the day, perhaps few 
people would buy and use them. 


EMPERING STEEL—What is the correct temper, 
shown by color, to make steel for a balance staft? 


(Question No. 5101). B. C. 


Answer—What has to be kept in mind, in hardening 
and tempering steel for a balance staff, is that (a) the 
harder the steel is tempered, the better a polish can be 
given the pivots; and this is important, because a pivot 
with a higher polish will run with less friction, and will 
wear longer. But (b) the harder a pivot is, the more 
liable it will be to breakage when the watch suffers a 
shock by falling or being “bumped” in use. So the cor- 
rect temper for steel for a balance staff is the hardness 
that is just short of being too brittle to stand the ordinary 
shocks of use. Experience indicates that this temper is a 
rich full blue, on steel of average composition—which 
is the steel customarily sold in the form known in the 
trade as “‘drill-rod”; another trade-name for it is “Stubs 
steel,” which is derived from the fact that it is sold gauged 
in sizes according to Stubs’ wire gauge. 


4iT\ RAW”—I read in another magazine something 

about “draw” that has to be made right when 
adjusting an escapement after putting in a new pallet- 
stone. But that article wasn’t clear to me just what this 
is. Will you please explain what draw is and how to 


make it right? (Question No. 5102). K. R. 


Answer—Draw is an effect produced by setting a 
pallet-stone so that its locking-face stands at a certain 
angle in relation to the direction at which the force is 
applied by the front corner of an escape-wheel tooth. 
The effect is to pull or “draw” the pallet-stone down 
toward the escape-wheel center during all.the time when 
the escapement is locked, except during unlocking, when 
the force of draw is overcome by the momentum of the 
balance working through the fork, lever and pallet to 
withdraw the pallet-stone from its locking position— 
that is, the position in which it holds the escape wheel 
locked. 

The purpose of draw is to hold the fork normally 
against the banking, so that any ordinary shock er blow 
experienced by the watch will not allow the guard-point 
to move to and touch the roller-edge. In adjusting the 
escapement, enough draw must be given to accomplish 
what has just been stated; but not so much as would 
make the escapement too hard to unlock. Perhaps the 
best way to see how much draw is correct, is to take a 
new large watch of good quality, take out the balance, 
and with a pegwood point in the fork-slot, move the fork 
just a little away from the banking, then allow the lever 
to return to the banking; repeat this until you have seen 
and felt how much force the draw has; then use this 
“sense” in judging draw when adjusting escapements in 
other watches. 

To create more draw, a pallet-stone should be reset 
with its locking-face, at the top, swung a little farther 
away from the direction in which the oncoming escape- 
wheel teeth point. Another way to state this would be to 
say that on the R-stone, the top of pallet-stone should 
be swung toward the escapement’s line of centers, and 
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on the L-stone, away from the line of centers. To create 
less draw, the stone should of course be tipped in the 
direction contrary to what is stated above. 


OTASSIUM CYANIDE—I have always been a lit- 

tle afraid of using potassium cyanide for cleaning silver 
and gold, because of its poisonous nature; but I hear 
from so many that it is the best thing for the purpose, 
that I wish to try it. Please tell me the proper propor- 
tions for mixing the solution, and what precautions to 
take for safety in using it. (Question No. 5094). P. 

Answer—The cyanides for jewelers’ use are mostly 
put up today in the form of compressed cakes weighing 
one ounce each, obtainable at drug stores. These cakes, 
or cyanide in lump or powder form, are simply dissolved 
in water, to make the solution. One ounce of cyanide 
may be used to any quantity from a pint to a quart of 
water. If the tarnish on the work is deep, use stronger 
solution, and vice-versa. As to safety precautions, we 
suggest the following: (1) Keep the cyanide on hand, 
not made up into solution, in its original tin can, covered, 
or in a glass fruit jar, and out of reach of children or 
persons not employed in your shop. Keep solutions, in 
use, also out of reach of unauthorized persons. (2) Do 
not allow cyanide or solution to get into any cuts or 
scratches on the skin. (3) On the container in which 
cyanide is sold, you will find instructions as to antidote 
im case cyanide is swallowed; post these instructions con- 
spicuously at the place where the poison is used. 


Steel and Its Use 
(From page 145) 


clean-cut sharp angle is produced in a shoulder when the 
final strokes of the lap bring its sharp corner just to, but 
not into, the hair-line previously turned in the work 
with a sharp lozenge graver. 


GRINDING To Propuce A FINE Gray FINISH 
On TurNED WorkK 


After grinding to the required size, any portions of a 
piece of work that are to be given a gray finish instead 
of polished, should be touched up with the lap used in a 
slightly different way than for grinding to size. The 
object is to produce a “matte” surface on the steel; a 
frosty white-gray that has life and beauty. The trick is 
to run the work slowly in the lathe; charge the cleaned 
lap with fresh thick oilstone powder mixture; press the 
lap firmly on the work, and move the lap no faster than 
the work is turning. The effect of this is to roll grains 
of oilstone into the steel surface, “pitting” it instead of 
grinding it. This will produce the type of finish referred 
to above. 


Fine Work Is F-asy To Do, THouGH Harp To 
Learn; But “It Pays!” 


I imagine there are readers who think: “What’s the 
use in being so fussy about fine workmanship?” But re- 
member that it is fine work that earns good pay; not 
work that just “gets by.” And, it is just as easy to do 
fine work as mediocre work, after one has learned how. 
It isn’t easy to learn how; but once mastered, the ability 
is a profitable possession for a whole Jifetime of work. 
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A Clock for Every Room 


N these days of hurry and stress when our minutes are 

often spent as thrifty as dollars, and even our time is 
budgeted, a multiplicity of clocks is indispensable. Every 
room in the home or place of business today is appropri. 
ately furnished with at least one timepiece, often several, 
The art of the designer of clocks and the interior deco. 
rator have served to blend the clock large or small within 
a harmonious whole. 

Our ancestors were content to order their time with a 
“noon mark” at the cabin door which, for a brief moment, 
indicated the middle of the day. For centuries clocks 
were owned only by royalty and the heads of the church, 
Within the memory of living men homes of wealth and 
taste boasted a single clock, conspicuously displayed. It 
was inevitably a tall narrow case clock, still loved and 
esteemed as the clock of our grandfathers. 

In every home, even today, you will find at least one 
mantel clock of ambitious size and design, dominating the 
principal room. Usually it has been a wedding gift, dat- 
ing back two or three generations and, because of its ex- 
cellent mechanism, still running. Such clocks were the 
standard gestures of the bride’s rich relatives, or it was 
the first constructive purchase long planned in the fur- 
nishing of the new home. 

Today, the surprising number of clocks in every home 
and their beauty and efficiency measure the growth of 
wealth of the country and its taste. Brought within the 
reach of people of moderate means are reproductions of 
the finest art and craftsmanship of every age. The mantel 
piece of your living room may be graced with a faithful 
replica of the royal timepieces by which Queen Elizabeth 
timed the calls of Essex. It may be the same clock, to all 
appearances, at which Napoleon hurriedly glanced when 
ordering the advance of his armies. If one’s tastes tend 
to simpler colonial designs, he may order his affairs by a 
substantial brass clock, exactly reproducing the famous 
timepieces which made it possible for Washington to keep 
his appointments so faithfully during the stirring days of 
the Revolution. 

The designers of clocks at home and abroad have bor- 
rowed the designs of all ages and re-created them to suit 
our modern homes. There are classic designs which would 
have delighted the connoisseurs of Greece or Rome who, 
incidentally, would have considered their interiors some 
strange form of magic. The lovely lines of the Renais- 
sance are preserved in countless designs. There are clocks 
exactly harmonizing with every national style of decora- 
tion of Europe and the Orient. In recent years, the de- 
signers have employed the newest adventures in modern- 
istic art to create new and arresting effects. There are 
clocks to suit every taste and pocketbook, especially suited 
for the entrance hall, the living room, the drawing room, 
kitchen, bedroom and bath. 

Modern decorators have made the interesting discovery 
that an ornamental bracket clock often serves to fill a 
trying expanse of wall space to better effect than a picture. 
With so varied -a choice of clock designs available, the 
decorative clock may be used effectively to emphasize the 
period of a room. The clock design may be an elaborate 
affair, carried out in gold and enamel with musical chimes 
after the manner of Louis XIV or a simple form handed 
down from our Colonial period. 
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Fred G. Wahl 


HE foreman of the watch-repair department of a large 
jewelry store was talking to the editor recently about 
the ability a watchmaker needs to hold a position in that 
shop. He said: “It is strange to hear some jewelers’ ideas 
about what a watchmaker should be able to do to be a 
profitable employee. They say, for instance, that workmen 
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Escape wheel and lantern pinion for old clock 


nowadays can depend upon the material-dealer’s stock of 
parts, rather than on constructive mechanical ability, in 
repairing timepieces. This statement is often followed up 
by complaining about lack of profit from the watchmaker’s 
labor. They fail to see that a workman who measures up 
only to their low conception of ability, is in himself the 
cause of unprofitable repair-work. 

“To produce profit, a man should be able to do just 
about everything that is brought in for repairs; not merely 
to pick out work easy enough to be handled with ready- 
made material, and decline to tackle the rest of the jobs. 
Customers are displeased when told that their treasured 
pieces cannot be repaired; then the competitor who says: 
‘Sure, I can do it’ gets not only the profit, but also the 
good-will and recommendation of the pleased customer. 
Inferior service builds nothing but low reputation. De- 
pendence on ready-made parts indicates general mechani- 
cal inefficiency and inability to turn out a good quantity 
as well as quality of repair-work.” 

What this foreman says supports the policy of the better 
class horological schools in America, where students are 
taught not only to fit ready-made parts, but also to make 
certain of the parts when needed in repairing timepieces. 

We occasionally hear of interesting jobs done in the 
schools; and from any school, we would be glad to re- 
ceive descriptions and photographs of cases that would be 
of interest to readers of the Technical Department. Two 
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Successful Watchmakers 


Must Be Resourceful 





Theodore S. Copp 


jobs of this nature have just come to our notice, done by 
students at Bowman Technical School, Lancaster, Pa. 
Fred G. Wahl, of Rochester, N. Y., was shown by a 
friend at home, an old Ansonia clock with escape-wheel 
and ‘pinion missing, of which is was mournfully said: ““We 
have to junk this old family heirloom because some lost 





Old Swiss double-train watch 


parts can no longer be obtained.’”’ Wahl took the clock 
with him when he returned to school, calculated amd cut 
an escape wheel and made a lantern pinion for it. The abil- 
ity to do such work will be a reputation-building asset for 
him and his employer after this young man completes his 
course. 

Theodore S. Copp, of Landisburg, Pa., also a student 
at Bowman Technical School, was shown a high-grade 
old Swiss double-train watch with quarter-second timer, 
the owner of which was distressed because several jewelers 
said it could not be repaired on account of their inability 
to obtain missing parts. Copp delighted the owner by 
restoring the watch to excellent timekeeping order. He 
had to calculate and make a star-wheel and pinion, a 
bridge for their lower bearing; screws; fit and shape a 
Breguet hairspring; and general repairs and adjustments 
throughout—another example of the resourceful ability 
that makes for success in the better-class positions for 
watchmakers. 

















Special Notices 


Payable invariably in advance. 


Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 


SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 


Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed, ~~ ri 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 


Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 


Special notice forms close 20th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 


Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. ‘ 








CRACK SALESMAN AVAILABLE for 
lively’ credit store. Address “V., 7286,” 
,care ‘Jewelers’ Circular-Keystone. 





IF YOU ARE IN NEED of a watchmaker, 
‘jeweler or optician, write to Henry 


Paulson & Co., 37 So. Wabash Ave., 


Chicago, Ill. 


see Je eee Mites Be 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER AND JEWELER, first 
_class on both; salary $50 per week. 
Address “S., 7051,” care Jewelers’ 
Circular-Keystone. 





FIRST-CLASS WATCHMAKER desires 
position; $50 weekly. John Danikow, 
ro No. 3, Box 103, Colchester, 
onn. 





ENGRAVER, 49, first class, the better 
kind, on old English, block, script and 
monogram work. Address “J., 7270,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, 25 years’ experience, 
wishes position; Florida preferred ; ref- 
erences on request. Address “J., 7236,” 
care Jewelers’ Circular-Keystone. 





EXPERT DESIGNER, hub and die cutter, 
can operate Gorton and modeling ma- 
chines, engrave patterns, made models. 
Address “‘A., 7215,’’ care Jewelers’ Cir- 
cular-Keystone. 


AFTER JANUARY 1ST a qualified man- 
ager of unusual ability will be available 
for a high class instalment jewelry store. 
Address ‘‘N., 7211,’’ care Jewelers’ Cir- 
cular- Keystone. 





EXPERT PEARL STRINGER, ten years’ 
experience. wishes position with F'fth 
Avenue, New York, jewelry concern; 
references. Address ‘G., 7200,” care 
Jewelers’ Circular-Keystone. 





YOUNG MAN, eight years’ retail sales ex- 
perience, presently employed, desires po- 
sition in wholesale field as salesman or 
position leading to same. Address “‘B., 
7187,”’ care Jewelers’ Circular-Keystone. 





FIRST CLASS combination man, jeweler, 
stone setter and engraver; 25 years’ 
experience; best references. Address 
a 7281,” care Jewelers’ Circular-Key- 
stone. 





APPRAISER AND SALESMAN for rep- 
utable loan office; man of widely 
diversified experience and_ excellent 
record. Addrecs “W., 7287,” care Jewel- 
ers’ Circular-Keystone, 





CREDIT JEWELRY SALESMAN; will 
accept temporary position if necessary, 
but only in renutable store, operating on 
hichest ethical standards. Address “‘T., 
7285,” care Jewelers’ Circular-Keystone. 





THIS ADVERTISEMENT should be of 
interest to active credit jewelers who 
micht reouire immed‘ote services of an 
able counterman. Address “P., 7298,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER can do all repairs, 
clocks and watches; age 30: nine 
years’ experience; good health; start 
for $20 per week. Address John 
Turner, R. 2, Box 69, Pink Hill, N. C. 





ENGRAVER, competent, experienced let- 
ter, monogram and inscription; only 
first class. well paid permanent posi- 
tion considered. Address “B., 7172,” 
care Jewelers’ Circular-Keystone. 





OPTOMETRIST, WATCHMAKER, 
jeweler and fine engraver; Virginia 
only; 15 years’ experience. Address 
“K., 7275,” care Jewelers’ Circular-Key- 
stone. 





WATCHMAKER, front man experience; 
no better man on baguette and fine 
Swiss watches; also engraver and ex- 
pert clockmaker. Address “L., 7238,” 
care Jewelers’ Circular-Keystone. 





AVAILABLE AT ONCE, very active man 
as manager for modern credit store; 
you be first to get him. Communicate 
with “C., 7228,” care Jewelers’ Circular- 
Keystone. 





TRAVELING MAN with excellent follow- 
ing among desirable accounts on West 
Coast, desires jewelry line; best refer- 
ences. Address “H.. 7233,” care Jewel- 
ers’ Circular-Keystone. 





WOMAN. graduate optometrist, registered 
in New Jersey State. desires a position ; 
also has.retail jewelry experience. Ad- 
dress “K., 7272,’ care Jewelers’ Circu- 
lar-Keystone. 





YOUNG LADY, six years’ experience find- 
ing house, complete charge of factory 
routine and stock: also knowledge of 
tvping and stenography. Address “R., 
7257,” care Jewelers’ Circular-Keystone. 





PERMANENT OR TEMPORARY position 
with good possibilities, wanted by sales- 
man thoroughly familiar with successful 
credit store operation. Address “P., 
7321,” care Jewelers’ Circular-Keystone. 


PENNSYLVANIA OPTOMETRIST 
years’ experience, take complete ch 
of department; Pittsburgh or vicinj 
only; do not answer unless willing ¢; 
pay good salarv. Address “‘§,, TAT 
care Jewelers’ Circular-Keystone, . 





a. 

WASHINGTON OR BALTIMORE; re. 

tail salesman of proven ability desires 

position with reputable concern locateg 

in either city; highest reference, Aq. 

dress “A., 7288,” care Jewelers’ Circy. 
lar-Keystone. 





WATCHMAKER, ENGRAVER, can do 
clockwork and light jewelry repairs; ex. 
ceptional qualifications and references: 
age 28; graduate of Bowman Technica} 
School. Address “O., 7278,” care Jewel. 
ers’ Circular-Keystone. 





JEWELER-SETTER, originate, estimate 
supervise; make complete platinum 
special order and stock jewelry; ex. 
perience with best New York firms; 
references. Address “R., 7283,” care 
Jewelers’ Circular-Keystone. 





YOUNG WOMAN BOOKKEEPER, typist, 
ten years’ varied experience with jewel- 
ry manufacturers and diamond con- 
cern; capable taking full charge; ex- 
cellent references. Address “'C., 7290,” 
care Jewelers’ Circular-Keystone. 





YOUNG LADY, experienced, exc-llent 
references, knowledge of typewriting, 
assistant bookkeeping, office detail; con- 
scientious; personal initiative; resource- 
ful. A. Feinman, 5710 14th Ave., Brook- 
lyn, N. Y. 





YOUNG MAN, 10 years’ experience, de- 
sires position with retail or wholesale 
jewelry concern; best references; 
Metropolitan area preferred. Address 
“E., 7336,” care Jewelers’ Circular- 
Keystone. 





JEWELER AND DIAMOND SETTER, 
also general repairer, 25 years of ex- 
perience, wishes steady position in 
California or elsewhere; A-1 refer- 
ences. Address “A., 7328,’’ care Jewel- 
ers’ Circular-Keystone. 





EXPERT WATCHMAKER, young man, 
married, desires permanent position, 
North Carolina vicinity: takes pride in 
good workmanship, few comebacks; 
good references. Address ‘“J., 7337,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, with 25 years’ experi- 
ence; expert on small Swiss work; 
clockmaker and engraver; my fine ref- 
erences guarantee satisfaction. Ad- 
dress “K., 7237,” care Jewelers’ Circu- 
lar-Keystone. 





HIGH GRADE special order jewelry de- 
signer wishes position with platinum 
and gold jewelry manufacturer; will 
mail samples upon request. Address 
“Y., 7263,” care Jewelers’ Circular-Key- 
stone. 





SALESMAN, ten years’ experience in 
semi-precious stone line calling on re- 
tailers and manufacturers from Coast 
to Coast; A-1 reference can be fur- 
nished. Address “P., 7245,” care Jewel- 
ers’ Circular-Keystone. 





VALUABLE RETAIL MAN, one with 
genuine selling ability, desires connection 
with prominent instalment jewelry 
chain; first class reference available. 
Address “F., 7266,” care Jewelers’ Cir- 
cular-Keystone. 





SALESMAN, experienced, diamonds, 
watches and jewelry; known to jewel- 
ers, gift shops and department stores, 
Pacific Coast; wants manufacturer's Or 
wholesaler’s line. Ben Heilbron, 1355 
Bay St., San Francisco, California. 











WATCHMAKER, competent on all grades; 
11 years’ repair experience with leading 
manufacturer; desires permanent posi- 

’ tion in Southwest due to baby’s health; 
references: Samuel F. Wise, 1192 Elm 
Ave., Lancaster, Pa. 





YOUNG LADY, 12 years’ experience all 
branches, wholesale and retail watch 
and jewelry business, also done buying; 
very capable; wishes trustworthy posi- 
tion. Address “B., 7227,” care Jewelers 
Circular-Keystone. 
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DIRECTORY OF TRADE ASSOCIATIONS 





NATIONAL 


The names given in each case are those of the President and Secretary. 


American Jeweled Watch Manufacturers Association—C. M. Kendig, c/o 
Hamilton Watch Co., Lancaster, Pa.; J. Freistadter, c/o Waltham 
Watch Co., Waltham, Mass. 


American Jewelers’ Protective Association—Meyer D. Rothschild, 6 W. 
48th St.; Arthur Lorsch, 607 Fifth Ave.; M. L. Ryder, 17 W. 45th 
St., New York City, Asst. Secy. 


American National Retail Jewelers’ Association—William D. McNeil; 
Charles T. Evans, 22 W. 48th St., New York City. 


American Watch Assemblers Association—R. Gsell, R. Gsell & Co., 14 
W. 37th St.; Norman B. Morris, 608 Fifth Ave., New York City. 


American Manufacturers & Importers of Watchmakers & Jewelers Sup- 
plies—Seymour G. Hammel, Hammel-Riglander & Co., 209 W. 14th 
St.; Jacob Faist, 109 Lafayette St., New York City. 


Brotherhood of Traveling Jewelers—Harry C. Berdan, c/o Gorham Co., 
= Maiden Lane; Knowlton D. Read, 15 Maiden Lane, New York 


Canadian Jewelers Association—A. J. Roden, Toronto; O. M. Ross, Room 
1005, 465 Bay St., Toronto, 2. 


Clock Manufacturers’ Association of America—S. F. Ferguson, c/o Seth 
Thomas Clock Co.. Thomaston, Conn.; J. M. Ivory, Room 1718, 120 
Broadway, New York City. 


Eastern Manufacturers and Importers Exhibit, Inc.—A. Stanley Brussel, 
225 Fifth Ave.; George F. Little, Managing Director, 220 Fifth 
Ave., New York City. 


Horological Institute of America—Harrison F. Babcock, Chester 12th 
Bldg., Cleveland, Ohio; R. E. Gould, c/o Bureau of Standards, 
Washington, D. C. 


The Jewelers Board of Trade (a name used by the Manufacturing Jewel- 
ers Board of Trade)—Frederick A. Ballou, Jr., B. A. Ballou & Co., 
Inc., 61 Peck St.; Horace M. Peck (also Treasurer), Turks Head 
Bldg., Providence, R. I. 


Jewelers’ Security Alliance—Frank T. Sloan, 15 Maiden Lane; James 
H. Noyes, 15 Maiden Lane, New York City. 


Jewelers’ Vigilance Committee—G. H. Niemeyer, 82 Fulton St., A. L. 
Woodland, 15 Maiden Lane, New York City. 


Jewelry Crafts Association—William B. Ogush, 33 W. 60th St., Henry 
L. Sperling, 48 W. 48th St., New York City. 


National Association of Credit Jewelers—William Gibson, 9144 Com- 
mercial Ave.; J. Frank Newman, 31 N. State St., Chicago, III. 


National Gift and Art Association—A. J. Horgan, Chase Brass & Copper 
_ 10 E. 40th St.; George F. Little, 220 Fifth Ave., New York 
ty. 


National Jewelers Mutual Fire Insurance Co.—W. H. Upmeyer, 101 Wis- 
consin Ave., Milwaukee, Wis.; A. W. Anderson, Neenah, Wis. 


National Watch Case Manufacturers’ Association—Fred E. Hyatt, Key- 
stone Watch Case Corp., Riverside, N. J.; Alexander Vincent, 20 
W. 47th St., New York City. 


National Wholesale Jewelers’ Association—Arthur Manheimer, Man- 
heimer Watch Co., 35 E. Wacker Drive, Chicago, Ill.; George A. 
Fernley, 505 Arch St., Philadelphia, Pa. 


New England Manufacturing Jewelers’ and Silversmiths’ Association— 
Sturgis C. Rice, Whiting & Davis Co., Plainville, Mass.; Edward 
O. Otis, Jr., 36 Garnet St., Providence, R. I., Executive Secretary. 


Silver-Plated Manufacturers’ Hollowware Service Bureau—H. C. Wilcox, 
International Silver Co., Meriden, Conn. ; George P. Byrne, 53 Park 
Place, New York City. 


Sterling Silversmiths’ Guild of America—Henry Norton, R. Wallace & 
Sons Mfg. Co., Wallingford, Conn.; Alexander Vincent, 20 W. 47th 
St., New York City. 


United Horological Association of America—Thomas J. Fagan, 453 Wash- 
ington St., Boston, Mass.; O. R. Hagans, $226 E. Colfax Ave., 
Denver, Colo. 


STATE 


The names given in each case are those of the President and Secretary. 


Alabama Retail Jewelers’ Association—Charles Bromberg, Bromberg & 
Co., 218 N. 20th St.; F. W. Anderson, Jobe-Rose Jewelry Co., 
1917 2nd Ave., N., Birmingham, Ala 


Arizona Retail Jewelers’ Association—Fred E. Adams, Tucson; Newton 
Rosenzweig, Phoenix. : 


Arkansas Retail Jewelers’ Association—A. L. Russell, Hot Springs, Sec- 
retary. 


California Retail Jewelers’ Association—Thomas B. Monk, 1009 K. St., 
Sacramento, Cal.; Arthur H. Dibbern, 213 S. Glendale Ave., Glen- 
dale, Executive Secretary. 
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Connecticut Retail Jewelers’ 
Emil Weber, Meriden. 


Association—Frank L. Wilson, Danbury; 


Florida Retail Jewelers’ Association—William Deube ° 
Watters, 322 Central Ave., St. Petersburg. tr, Tampa; Bruce” 


Georgia Retail Jewelers’ Association—S. $ 
By FQ. ciation L. Orr, Macon; Macon A 
Illinois Retail Jewelers’ Association—J. Ralph Tobin, 204 S. 6th sz 
Springfield; Henry T. Mort ; ; ’ be 
r= hn y ortensen, Rm. 304, 10 S. Wabash Ave, 


Indiana Retail Jewelers’ Association—Robert Mohlman, 434 ; 
H. Elmer Lodde, 419 Main St., Lafayette. , Main 85) 


Iowa Retail Jewelers’ Association—M. L. Hands, Iowa City; 3 
berg, Fort Dodge. “ ity; H. C. Kirk 


Kansas Retail Jewelers’ Association—V. W. Huffman, Herington, Sere. 
tary. : 


Kentucky Retail Jewelers’ Association—C. M. Bryant, 570 S. Fourth Ave: 7 
Percy B. Stith, 329 Guthrie St., Louisville. ' 


Louisiana Retail Jewelers’ Association—Ralph Hereford, Hereford-' 
Inc., 218 Baronne St.; Charles Sterken, Sterken-Durel, Inc., 126 
Baronne St., New Orleans. 


Maine Retail Jewelers’ Association—D. Fortin, 
Blake, Freeport. 


Waterville; Bernard 


Maryland, Delaware and District of Columbia Jewelers’ Association— 
Joseph T. Montgomery, 229 Market St.; Howard R. Collins, 804 
Shipley St., Wilmington, Del. 4 


Massachusetts & Rhode Island Retail Jewelers’ Association—W. G, 4 
Thurber, Tilden-Thurber Corp., 292 Westminster St., Providenee, 
R. I.; J. H. Peterson, Needham, Mass. 


Michigan Retail Jewelers’ Association—H. Ted Busch, Busch-Sallan Oo, : 
Inc., 201 S. Washington Ave., Lansing; Hugh Finley, 113 B © 
Michigan Ave., Kalamazoo. 


Minnesota Retail Jewelers’ Association—Harold G. Kohen, 13 S. 5th St; 
L. B. Johantagen, 1016 West Broadway, Minneapolis. : 


Missouri Retal Jewelers’ Association—Fred W. Pilcher, Mexico; Fred 
W. Sands, Diercks Bldg., Kansas City. 


Nebraska Retail Jewelers’ Association—Walter J. Gardner, 1020 O St; © 
C. J. Stiastny, 109 N. 11th St., Lincoln. ; 


New Hampshire Retail Jewelers’ Association—Geo. W. Stuart, Concord; : 
Addie Fiske Goodell, Epping. 


New Jersey Retail Jewelers’ Association—William Schoppy, 
City; George Fort, Trenton. 


New Mexico Retail Jewelers’ Association—Frank Mindlin, Albuquerque; 
S. F. Lovett, Santa Fe. 


New York State Retail Jewelers’ Association—Russel G. Scheer, 259 Main © 
St., E.; E. Lathrop Sunderlin, 74 E. Ave., Rochester. 


North Carolina Retail Jewelers’ Association—Norman Ingle, Salisbury; 
James Fox, Rocky Mount. ; 


Atlantic 


North Dakota Retail Jewelers’ Association—R. B. Newton, 607 First Ave., ’ 
N., Fargo; Robert McLaughlin, Hope. 


Ohio Retail Jewelers’ Association—Henry W. von Unruh, 932 E. Me 
Millan St.; Clifford P. Simper, 705 Vine St., Cincinnati. 


Oklahoma Retail Jewelers’ Association—B. C. Clark, Jr., 113 N. Harvey 
St., Oklahoma City; Willis D. Waugh, Okmulgee. 


Oregon Retail Jewelers’ Association—Alfred L. Stone, Stone-Margulis, 
Inc., 701 S. W. Broadway; Rene Bloch, Dan Marx & Co., 424 8S. W. 
6th St., Portland. 


Pennsylvania Retail Jewelers’ Association—George A. Lyons, 4614 Frank- — 
ford Ave., Philadelphia; Charles K. Boas, 28 N. Second &t., 
Harrisburg. : 

South Carolina Retail Jewelers’ Association—J. B. Sylvan, 1500 Main St., | 
Columbia; Rudolph J. Ortmann, Charleston. 


South Dakota Retail Jewelers’ Association—Carl R. Damuth, Redfield, 
Acting Secretary. : 


Tennessee Retail Jewelers’ Association—C. C. Breese, Franklin; D. M. 
Meeks, Dyersburg. 


Tennessee Watchmakers’ & Jewelers’ Association—R. L. Parcell, Chatta- 
nooga; Carl Marbury, Memphis. 


Texas Retail Jewelers’ Association—R. J. Slagle, Houston; Sankey Park, 
Bryan. 

Vermont Retail Jewelers’ Association—M. D. Armstrong, St. Albans; 
W. S. Bristol, Vergennes. 


Virginia Retail Jewelers’ Association—Harry George, Jr., Charlotteville; 
John Spear, Danville. : 


Washington Retail Jewelers’ Association—Simon Burnett, Burnett Bros. 
1816 Second Ave.; Dr. W. J. Hindley, Lloyd Bldg., Seattle. 


West Virginia Retail Jewelers’ Association—A. I. Polan, 708 Kanawha © 
St., Charleston; William Caplan, 318 W. Pike St., Clarksburg. 


Wisconsin Retail Jewelers’ Association—E. R. Fuchs, Milwaukee; A. W. 
Anderson, Neenah, " 
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